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A Complete 
Packaged Promotion 
for Red Goose Dealers: wa 


@ DEALER LISTINGS ON TV 
@ DISPLAYS 
@ GIVE-AWAYS AND PREMIUMS 


@ LOCAL PUBLICITY IN 
NEWSPAPER AND ON TV 


Big shows timed to hit theg 

selling periods of Fall 19m 

Don't miss this “spectacu 

chance for a whopping Miles increase 
with Red Goose ShoesJAsk your 

Red Goose salesman for particulars— 
or write. 


Priedonnes « Sheek, DIVISION 


INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MISSOURI 
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For Big Back-to-School Profits! 


“STARS IN STYLE” 


GREAT NEW DOUBLE-FEATURE PROMOTION 


© 
e 








COMING ATTRACTION! 


Watch for our spectacular star- 
studded promotion timed to tie-in 
with the opening in your city of a 





great new Hollywood picture! 








OVER 10,000 MOVIE THEATERS—OVER 40,000,000 TEEN-AGE FANS 
(Reached by our ads in 13 National Magazines)...combine to bring you the 
biggest and most exciting selling campaign in Huskies history. 


Plenty of Local Theater Tie-ins!... Plenty of Local Promotion and Display 
Materials! All add up to PLENTY OF PROFITS FOR YOU! 


Get this big Fall Promotion story from your local Huskies distributor—or write: 


HUSSCO SHOE co 47 West 34th St., N. Y. C. * Factories: Honesdale, Pa. - In Canada, Canada West Shoe Co., Winnipeg 
o7 HUSKIES ARE WAREHOUSED IN 19 CITIES FOR 24 HOUR IN-STOCK SERVICE! 
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olen —— Cen ennesstt! IN STOCK NO. 406 
8% se 12 Ato D; Brown Kip Two Eyelet Plug Oxford; 
ad haa acdacing 8, 10 12 Bto E; 
12) to 3 Blok 
in Stock No. 442 Same shoe 
in Black Kip 


Join the Kali-sten-iks team, and you too 
can have the prestige that is a capital asset 
in any store. Kali-sten-iks are the favorite shoes 

of Children, Misses and Senior Misses. 


THE GILBERT SHOE CO., © THIENSVILLE, WISCONSIN 
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INCREASED 
MARK-UP 


FOR THE RETAILER 


~ AUER MCAW GIRL=* 


ADDS MORE PROFITS TO A LINE 

THAT 1S ACKNOWLEDGED THE 71 

VOLUME-GETTER IN ITS PRICE FIELD, 
$6.99 TO $9.99, RETAIL 


(a few styles at $10.99) 





“We are now on the Hudson \ 
' River, Your Majesty, heading 


\ right for LEVOR’S wonderful 
_ new CALF LEATHER!” 
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CALF IN THE COLORS YOU WANT. ALSO WHITE & BLACK 
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Change over now 





THE FLORSHEIM SHOE COMPANY + CHICA 
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to SLIPPER comfort 


in a SHOE 


Florshe im pioneere d the lace le : slip on ind overnight 
changed the nation concept of style, fit, and blissful 
comfort! Florsheim lip-ons are different and better 

because they're built over lasts exclusively designed 
for perfect fit without a lip ind that’s why the shoe 


horn is fast replacing the lace! Cuance Oven—Now! 


The Bervenear, $.16% 
top left: i, brmen » 


» walnut calf 


The Betveoene, $-167%; tan 
top right: | cinut calf wall tip, vent vam 
The Dawny, $1661; brown calf 

Comer: 114 brown silk teased slip-on 











Neolite is first 


wittn dine 
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agedm! 


New products, new features 


to give shoes more 
built-in selling power than ever! 


That good old word “NEW!” is still about the strongest 
word in any selling vocabulary. That’s why progres- 
sive shoe manufacturers and retailers are forever seek- 
ing new ideas... 


new trends in style and color... new 


wear and comfort features for the shoes they sell. 


And that is exactly what these new NEOLITE develop- 
ments offer—the opportunity to add important new 
improvements to shoes and thus increase their selling 


power in a competitive field. 


No matter what kind of shoes you make . .. no matter 
what your market .. . it will pay you well to get all 
the facts about all of the new NEOLITE products and 
product improvements. Ask your Goodyear Repre- 
sentative or write today to: Goodyear, Shoe Products 
Division, Akron 16, Ohio. 


WEOLITE AN ELA wen Reon BLEND Te twe OOVEAR TIRE & RUBBER MPANY, AKRON, ONTO 


td ; 
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en 
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Worf Shift ; 


New Crown NEOLITE Toplifting cuts toplift 
failure on high-fashion shoes! 


Here’s the answer to complaints about heel lift 
failures! New Crown NEOLITE Toplifting is amaz- 
ingly resistant to impact and abrasion... won't 


spread... won't shift... gives longer, more even 
wear. If you manufacture or retail shoes with 
spike, needle or stiletto heels, by all means get 


the facts abuut this remarkable new material! 
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Colored Crown NEOLITE Soles spark a whole new trend 
in shoe styling . . . shoe selling! 


They come in all the colors of the rainbow—and offer a wealth 
of opportunity for the design of striking new shoes with match- 
ing or contrasting soles. Currently featured on the season's 
smartest styles—soon to be seen on many more! Why not see 
how this extra touch of color can increase the ‘‘sellability’’ of 


your next new lines? ’ , ; ial : 
: New Crown NEOLITE Soles for children’s 


shoes are longest-wearing ever! 

Here are the toughest, longest-wearing soles ever 
made for children’s play or dress shoes— built to 
give double the wear of ordinary hoe oling ma 
terials! These new Crown NEOLITE Soles are light, 
flexible, damp-proof—and give you a wear and 
economy story that'll open new sales and profit 


opportunities for your children’s line 


NEOLITE 


New improved NEOLITE Toplifting—tops for 
medium and low heel styles! 


SOLES - HEELS - TOPLIFTING 


MADE ONLY BY 


Now the tough, long-wearing NEOLITE Toplifting that 
has been “standard equipment” on so many leading 


Z 
makes of shoes for so many years is even tougher... q 3 @> ei 2 
longer-wearing ... and 50° more resistant to abrasion LAA 
than before! Perfect for medium and low heel styles . 


gives them a clean-cut, finished look that lasts and lasts! 
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UP YOUR PROFT 


Famous Annual Sales- 
The name that means Winning Promotion 


\ 
WJ < 
“Root Happine $8 
»verywhere. 4 
WTR —” 


This powerful full-page ad in 
Saturday Evening Post 

. plus TV on Largest 
Stations and other ads in 
more than 550 News- 
papers and Magazines... 
will give you biggest week 
you ever had for Dr. Scholl's. 





New Window Display a Winner! 
It's the biggest and best window dis- 
play kit you've ever had from us. Just 
what you need to make your Dr. Scholl's 


Foot Comfort® Week arecord-breaker. 
Sent prepaid. Write pa it TODAY!... 


THE SCHOLL MFG. CO., Inc. . 213 W. Schiller St., Chicago - 62 W. 14th St., N.Y. - 727 E. Washington Bivd., Los Angeles 
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Famous portraits like this 
make Jarman dealers famous 


This may not be a Rembrandt original but it’s a portrait 
that will he seen and appree iated by millions ol men 
throughout the world. It marks a return to the Jarman 


IMPACT advertising 


which made quite a name for itself a few seasons back. 


dramatic, colorful and convincing 

“Portraits in Leather” is the theme of the new series and 
we venture that every one of these ads will rank right at 
the lop when it comes to re adership, just as their prede cessors 
have done. ( Pop read rship always goes hand in hand with 
bhie re ised consumer interest and incre ised bu ness, ) 


All this 


points up one reason why Jarman ilready is the 


number one mens hoe in Ame rica and vTOwIng 


all the time \ 
passed local aid 


econd reason is that Jarman offer 
through which a dealer identifies h 


Jarman name and converts consumer intere 


if k now ledwe d 


with the 


sale Still other reasons are Jarman 


leader hip and it top-qual ly hoe in the most 


middle price ranee 


Put them all together and you have a shoe-selling prope 


sition that truly make Jarman dealer famou Wi 
elad to talk to you about becoming a famou Jarman deale 


Write u today for further niormation 


To Retail at 


9” to $18 Most Styles 


JARMAN SHOE COMPANY, NASHVILLE, TENN DIV. OF GENERAL SHOE CORPORATION 


Jarman 


i» 
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“ 


... naturally I’m tickled pink. You see folks have dis- 
covered Mustang supported vinyl is a far superior 
material for quarterlinings and heel pads. It’s specifically 
engineered, you know, to meet the wear requirements 
for these shoe applications... keeps its rich lustrous 
finish, won’t discolor, stays soft, smooth and cushiony 
so much longer. Guess it’s like my friend the horse being 
replaced by the automobile. Well, that’s progress and 
frankly it’s best for everyone ...don’t you agree?”’ 


iy, 

















Better shoes are built with 


MUSTANG 


SUPPORTED VINYL 


* By the makers of famed 
TOLEX -..and RAVETTE 


a epecial socklining 
material combining 
high strength, excellent 
adhesion and extra flex 
ibility for women's and 
children's shoes. (Dis 
tributed by Cooney 
Weiss Fabric Corp 
Hoston, Maas.) 


The supported viny! in ape 
cial footwear weights and 
constructions for uppers 
socklinings, platform 
wrape 








Write for your samples today 


YHIE GENERAL TORE & RUBBER COMIPANTY 
TEXTILEATHER DIVISION 
TOLEDO 32, OHIO 




















Crawler 






Toddler 
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(and sheen more! ) 


Start new customers out in Little Yankee Baby Boots and 
you'll build your business just as sure as babies grow! 


This unique “learning-to-walk” series provides a boot 


for each stage of walking development; each a little 
firmer in construction and sturdier in leathers. 


Your Little Yankee salesman will give you the whole 
story; and show you ads and displays ready to build 
new business for you. CALL HIM TODAY! 


Little Yankee Show 


THE YANKEE SHOEMAKERS, DIVISION OF SAM SMITH SHOE CORP., NEWMARKET, NEW HAMPSHIRE 





May 15, 1956 i 





Wade in where the profits are... 


with the line tested, proved in wet city weather from Endicott Johnson—will satisfy your customer 
muddy barnyards snow covered fields .. and help bring the rest of his family back for their 

: . . Che rubber needs too! Now-—check this line—and mail 

your order today, or contact our nearest office for 

If you visit the modern Endicott Johnson plant you complete catalog and price. 

can see why Endicott Johnson rubber footwear not Rubber Footwear Division, Dept. B. 

only sells but stays sold. Best materials, automatic 

machines —and skilled, conscientious finishers and in- ENDICOTT JOHNSON 


spectors make sure every boot that comes to you 
Corp. 


order right from this page! St. Louis, Mo., Johnson City, N. Y., New York, N.Y. 


A. 2942. Men's insulated C€,. 2810, 10-inch Rubber f. 2835. Dressy black h. 26. Men’s plain or steel kK. 2882. Men’s, Boys’ 
Pac boot. Lace top, dress Artic in men’s rubber for women, toe rubber work shoe fishing boot. Hip-high, 
wide ankle takes heavy and boys’ sizes. Black, misses and children. i. 3140. Plasti-Kix with wide or narrow ankle. 
work pants, Green d. 2844. Storm work rub- £-3104. Fleece-lined warm shearling cuff Green. 

b. 3046 Snug shearling ber. Black, red sole. Snow-Kix boot. Wom- Women’s, Misses’, |. 3065. Plaid lined rub- 
cuff Sno-Queen, Wom Men’s, boys’. en’s, Misses’, Chil- Children’s. Brown. berized fabric gaiter, 
en's, Misses’, Chil- @, 4200, High black rub- dren’s. Brown, j. 3961. Dressy 2-snap elastic Loop. Women’s, 
dren's. Brown ber boot with red sole. aiter for women. 


Men's, boys’. 3 3lack or Brown. 
= 


. and cold trout streams for over 30 years! 





.. Beckwith 


. combines 
'« three companies - 
into a : 


modern trexible unit 


Beckwith Manufacturing Company announces merger with its 
wholly-owned subsidiaries, Arden-Rayshine Co, and Felt Process 
Company. The business will continue its operations under the new 
name of Beckwith-Arden Inc. *° 


. 
A new modern plant, designed and conditioned to permit the most 


efficient utilization of manpower and equipment, will augment 
. 7 . * - 
production of the widest range of advanced box toe styles and 


. ° @ » 
materials ever available to the shoe manufacturer. 
e 


The sales personnel remains unchanged, but service to customers 
will be expedited all along the line. 


Beckwith-Arden Inc. 


203 Arlington Street - Watertown, Massachusetts 


SUBSIDIARIES AND AGENTS 
SUBSIDIARIES. Beckwith Mfg. Co., of Wisconsin, Milwaukee * Beckwith Box Toe, lid, Sherbrooke, P.O , Caneda 
Victory Plastics Co., Hudson, Mass. * Safety Box Toe Company, Boston, Mass 


AGENTS: Wright-Guhman Co., St. Louis, Missouri * Dellinger Sales Co , Reading, Pennsylvania 
The Geo. A. Springmeier Co., Cincinnati, Ohio * Factory Supplies, inc., Milwaukee, Wisconsin 
EXPORT. Ralph S. Wilder & Sons Co., Boston, Mass. * Colin Bailey, Port Elizabeth, South Africa 
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Beauty Unlimited 


Women buy shoes for their beauty. And the rich 
beauty of Devon Calf by Lawrence is unlimited 
that’s why it sells on sight! Its unique workability 
allows prideful expression of a stylist’s imagination. 
lis smooth suppleness and brilliant pure colors 
are the height of fashion the ultimate in style. 
She gets greater satisfaction from wearing and 
you get greater profit from selling — Devon Calf 


by Lawren c. 


A.C. LAWRENCE LEATHER COMPANY 


A DIVISION OF Swirt & Company (inc.) PEABODY, MASS 
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OUTLOOK 


en Security Becomes Insecure 


EmpLoyers as well as employes in retail trade and 
manufacturing industry face the likelihood of another 
increase in the cost of providing social security for the 
older citizens of the United States, according to the 
latest information received by the Recorper from its 
Washington news bureau, While the greatly expanded 
program that passed the House of Representatives at 
the last session is likely to be trimmed somewhat if it 
wins Senate approval, any favorable action there would 
be likely to result in an immediate social security tax 
increase from four to five per cent, one half to be borne 
as now by the employer, the rest by the employe. In- 
creases later would probably add another one per cent 
every four years until the tax reaches 10 per cent. 

Up to this point the social security program appears 
to have met with the approval of a majority of the 
country’s citizens; it has likewise won the endorsement 
of both of the major political parties. One reason why 
it has been generally popular probably lies in the fact 
that the cost to date has not been unbearably painful. 
However, taxes to support this program have increased 
steadily in recent years, with the result that thoughtful 
people are now wondering how far Congress can go in 
imposing further increases without encountering popu- 
lar resentment. Disillusionment and opposition would 
be most likely to arise among the younger workers and 
the business people, who would be called upon to bear 
the heavier portion of the burden. 

Major provisions of the bill, as it passed the House 
in the closing days of the last session and has been 
before the 
Finance Committee in the past few months, would grant 


discussed at extensive hearings Senate 
social security benefits beginning at age 50 to totally 
and permanently disabled workers insured under the 
system, instead of at 65 as provided under the present 
law; would provide benefits to working women, wives 
and widows at age 62 instead of 65; continue benefits 
to disabled children after they reach 18, instead of 
ending at that age, and extend social security coverage 
to include lawyers, dentists, osteopaths, chiropractors, 
veterinarians and others, but not regular medical phy- 
sicians and surgeons, whose organizations have general- 
ly opposed their inclusion. 


Most of 


humanitarian appeal. But in considering the bill on its 


the foregoing provisions have strong 


merits it is also necessary to weigh its probable effects 
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of citizens, 


on the economy, end on other groups 
particularly the youager people, who must look a long 
way ahead to visualize the time when they may share 
in social security benefits, Meanwhile their only privi- 
lege will be to pay the increased taxes, Assuming that 
they, as well as their employers, are willing to bear the 


burdens of social security as it now exists, it by no 
means follows that they will be willing or should be 
asked to shoulder a heavier load, with increases every 
two years, or on the eve of every ( ongressional election. 

It requires no high degree of statesmanship on the 
part of a Congressman to pose as a Santa Claus to 
eroups of constituents that represent substantial voting 
strength, And once a proposal of this nature has been 
made in Congress it becomes difficult, apparently, for 
many of the members to vote “No.” We have witnessed 
the same sort of situation with regard to the recent farm 
aid measure and sometimes with regard to proposals 
the 


disability. 


to aid veterans, regardless of service-connected 


Social securi%y benefits were increased considerably 
in 1954 and some of those increases only recently be 
came effective. To the extent that they are still inade 
quate to provide a basic level of security for some of 
our older citizens, the old age assistance program is 
still available for extreme hardship cases 

It is one of the undoubted responsibilities of business 
men as good, intelligent citizens, interested in the 
country’s welfare and future progress, to make a care 
ful, disinterested study of proposals such as these as 
men 


that 


they are made from time to time. Business are 


better 


involved 


able to consider the economic factors are 


and determine whether unsound finance ial 


features may outweigh whatever advantages have been 
urged, The best interests of all Americans demand, not 


only a strong nation, but a sound and stable economy 





Finance Committee has 
of the 


As we go to press the Senate 


voted down most of the controversial provisions 
House-passed Social Security Bill except that which lowers 
to 62 the age at which widows of men covered by old age 
and survivor insurance become eligible for benefits; present 
age for eligibility is 65. This makes the bill acceptable to 
the administration. The victory may be temporary, since 
Texas Senator Lyndon B. Johnson, it is believed, will rally 
Democratic forces in an attempt to restore the disputed 


provisions when the measure reaches the floor 








LOOK TO 


TYER 
for popularly priced 


fast-selling casuals 


The LIGERO 


The modern styling and construction of Tyer tia theneonene 
casuals,..offers your customers top quality 
and comfort at moderate price. Each shoe is beauti- 
fully made ...in the most popular colors. 
Both the Ligero and Scampeze are available in a 
wide range of women’s and misses’ sizes. The Corsair 
sells across the board — for men, women and children. 
Tyer style and quality are attracting more 
and more customers. More and more dealers é 
are finding that Tyer footwear is " ‘The MEN'S CORSAIR 


made right... priced right for more sales, 


Ou 100 SE Anniveuany 


rY EK ES ittbew Comp 





ANDOVER, MASSACHUSET 


TYER RUBBER COMPANY Footwear Division, Andover, Massachusetts 


Gentlemen: Please send me the latest Tyer Price Lists on Canvas and Rubber Footwear. 


NAMI STREET 
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FAMOUS BOOTS FROM THE HISTORY OF FOOTWEAR 








* In northern Europe dur- 
ing the warm seasons, 
this boot, made of looped 
a ee 
ther sole, was the reg- 
ulation footwear for 





Gallo-Roman soldiers 
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TODAY eee Americans who 


want the finest wear Acme Cowboy Boots 
of Australian Kangaroo Leather. Rich 
textured, with amazing resistance to 


scuffing and peeling, this strong, supple 
leather is carefully crafted in boots of 
glove-like fit and authentic western design. 


RETAIL PRICES: 
infants’ — $3.95 to $6.95, Beys' and Girls’ ~ $4.95 to $12.95 


ACME 7 COMPANY Ladies’ ond Men's—$12.95 te $22.50 


Clorksville, Tennessee 
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FABULOUS 
Mh 7 


MERCHAN 





WRAPP 


available in ensembles of ty 
boxes, bags and wrapping 
papers. Details on request. 


* Design potent opplied for 


WOLF BROTHERS, INC, 1212 CALLOWHILL STREET, PHILADELPHIA, PA. « CREATORS OF “STORE WRAPPINGS FOR STREET WEAR” SINCE 1876 
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at least 15 pairs during 
his Boy Scout years 


Official All-Purpose 
Brown Oxford 
Also in Black 
for Cub Scouts 


* Stop and ponder for a moment the 
big shoe-buying potential of one Boy Scout. A boy becomes a Cub Scout at 8 and he'll remain 
in the Scout movement until he's 13 or 14, often 15 or 16. It's certainly safe to assume that during 
those years a boy will be in the market for 15 pairs of shoes or more. He not only will want 
Official Scout shoes, but sneakers, slip-ons, special dress shoes and summer shoes. In all likelihood, 
he'll get these shoes, too, at the store which carries his Official Scout shoes 
« With the Scout organization growing all the time (some 3,000,000 boys now) you have an assured 
market for these shoes, which are made to the rigid standards of the national Scout headquarters 
And you'll make even more sales with the recent introduction of a new official black 
shoe for wear with the blue Cub Scout uniform. ® Write us today for information 
about how you can add to your prestige and your profits 


with an Official Boy Scout shoe franchise. 


made by the makers of these famous shoes ma 


a Fortune Shoe Company - Nashville, Tennessee 


DIVISION OF GENERAL SHOE CORPORATION 
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WALKER T. DICKERSON 
COLUMBUS, OKO 


‘ 4 .- 


| ‘black calf. 


es 
the cians Seta se Le 


te 


also : itoeked | in Cherry 
Red #516, Walnut #551 
and Plight Blue’ #577. 








Millertone 
Finish 
ei dca ties 


A New Eye Appealing, Durable Finish on 
MILLER TREES! 


We’ve made it easier for you to ring up ‘“‘double . @ Resists water, acid, 
header’ sales (shoes and trees) with this new q perspiration, other agents 
eye catching finish. It’s a real quality finish with a 4 
rich gloss similar to that found on the finest hand @ Resists scratching 
rubbed furniture. Available on the full line of a try it with your 
Miller Trees — in your favorite shades, Natural, . fingernail 
Cherry Red, and Walnut. } 
Write for complete information today. 3 @ Won't chip 
even when dropped 
©. A. MILLER COMPANY 


BRANCH OF UNITED SHOE MACHINERY CORPORATION 
PLYMOUTH, NEW HAMPSHIRE 








































































































































































































FROM THE WORLD’S LARGEST PRODUCER OF SHOE SOLING MATERIALS 






































































































































BILTRITE 




































































NURON-FLEX 


SOLES 


Much lighter... superbly flexible... add 
easily demonstrated sales features. 


Shoes with Biltrite Nuron-Flex Soles sell better, faster, 
easier. That's because the appeal of today's most impor- 
tant selling points — unusual lightness and superior flex- 
ibility — are immediately apparent. The feel of comfort 
is there! 





Biltrite Nuron-Flex is durable, too .. . much longer- 
wearing than leather and needs no breaking-in. It lends 
itself easily to your most graceful styling efforts. 
Biltrite Nuron-Flex is available smooth or sueded ina wide 
range of colors for women's, children's, and men's shoes. 


In molded soles and uniform sheets 


BILTRITE 


HEELS AND SOLES 





AMERICAN BILTRITE 
RUBBER COMPANY 


CHELSEA 50, MASS 























iS THE HEART 
OF FASHION 


Leatuer “has arrived” with a flourish, 
taking a foremost place in the 
spotlight of American fashion. Like the leather 
in these smart Alaskans by Kickerinos, 


the original over-the-stocking bootees that have 





won such enthusiastic 
acceptance at fashion shows this season. 


And we're pleased to add—the 








leather is KANKAKEE by Rueping! 


ALASKANS 


T kein 


BOOTEES: Style No. 5031 
Ketchican Il 

ALASKANS by Kickerinos, 
Milwaukee, Wisconsin 


LEATHER: Rueping’s KANKAKEE 
Color No. 802 Smoked 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A 





Headlines and Footnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Buying and Attendance Moderate at St. Louis Show 


But Outlook for Fall Business is Decidedly Optimistic Once 
High Inventories Are Reduced. Initial Orders Show Buyers Are 
Enthusiastic Over What's in the Fashion Cupboard for Fall. 


Provided with directories and literature, Frank Highland, 

left, and Verne Griffis, center, are ready to start off on 

their shoe show rounds. A. C. Fleener of the Brown 
Shoe Company, St. Louis, offers additional advice. 


UnsEASONABLE weather that had held retail shoe 


sales down to a walk in most of the country, a poor 


post-Easter, the still-crystallizing price situation, fairly 
high inventories, and the identical running time of the 
Popular Price Shoe Show of America in New York City, 
all contributed to casting a buying pall over the St. 
Louis Shoe Show. Attendance too was down, 15 per cent, 
from last year. 

However, the show reflected a decided optimism for 
Fall business. Retailers felt an extended break in the 
weather could move the shoes off their shelves in short 
order. Most shoe retailers expressed a resigned atti- 
tude to increased prices and there was no overt re- 
sistance. 

Surrounded as he is by question marks, the retailer 
bought to fill in a depleted line and to lay in a reserve 
for those lines expected to move out first as soon as 
the weather levels off. 

There was some controversy surrounding the wisdom 
The date 


retailers 


of kicking off next year’s show on April 7. 
falls 
expect to be in the thick of the Easter selling season 


and will find it difficult to leave their fitting stools to 


two weeks before Easter when many 
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Relaxing between show rounds in the lobby of the Hotel 

Statler are, standing, Mr. and Mrs. Jake Hyman. Seated 

are Leon Goodhart, Mrs. Goodhart, and Mrs. Frank S 

{dams {ll are from the Country Club Shoe Store, 
Kansas City, Mo 


attend the show and then be back at their stores on 
Monday morning. 

Although the St. Louis show is by tradition not a 
big-buying one, a substantial number of initial orders 
were written. Buyers were enthusiastic over the Fall 
patterns with their emphasis on elegance and credited 
St. Louis manufacturers with a high level of fashion 
performance, featuring beauty of styling, craftsman- 
ship and detailing. 

With pumps the undisputed Number One dress type 
and black the undisputed preferred color, texture took 
the spotlight. It was the reason for the added appeal in 
both the 


textures stood high in popularity 


leathers and the shoes. Furry, rough, dull 
used alone or come 
bined with smooth leathers. Elasticized fabrics, either 
in suburban tweed or city faille, were being used as 
quarters, quarters and sling, as vamp cuffs or sweater 
treatments. Dark suede was paramount and shocking 
suedes, combined with dark calf or patent, appeared in 
showed up in underlays and 


limited quantity. Satin 


bows. Vinyl continues in combination. 
Browns held the second spot, next to black. Town 
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Betty French, women’s shoe buyer for Woodward & 

Lothrop, Washington, D, C., was seen on the fringe 

of a crowd with Henry Rogers, left, buyer for D. H. 

Holmes, New Orleans, and M McCain, Jr., president 
of Swope’s Shoe Company, St. Louis. 


Shown registering for the four-day event are Eugene 

Steinle, owner and buyer for the Steinle Shoe Store, 

Russell, Kan., Mrs. Steinle, and Harry Reel, manager and 
Buyer of the Biwer Shoe Store in Janesville, Wis. 





Brown and Perfect Brown showed good volume. Golden 
brown tones were used extensively and show some prom- 
ise of becoming volume sellers by Fall. Taupe, obvi- 
ously not a universal seller, met with a fairly good 
response, but buyers showed reservations as to just 
where it would fit in the Fall picture and ordered only 
in limited quantities. 

Taupe was generally conceded, however, to be 
capable of a general promotional resurgence. Buyers 
felt that if it caught on on the high-style level this Fall, 
modifications might do well during next Spring’s sell- 
ing season, 

Little thin heels were outranking the very high ones. 
Heels at the show were consistently thinner in keeping 
with the elegant trend. Many are of the unbreakable 
variety. Vamp treatments well-received included 
buckles, draping, saw-tooth accents, bows, contrasting 
textured inserts and gold piping. 

All trims showed refinement and spat treatments 
occasioned the most excitement. Considerable interest 
was shown in gray, touched off, in part, by the way in 
which it teams up with black suede and smooth. 

Major interest in children’s shoes were, of course, in 
back-to-school lines. Loafers and step-ins continued im- 
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A flying, one-day visit to the show was made by Della 
Harrold of Harrold Shoes, Oklahoma City. She is seen 
with Ted Roth, and H. S. Miller, of the Southern Shoe 
Company, Birmingham. 


portant for both boys and girls. Girls’ saddles are 
lighter in many cases and have more tapered toes, 
lighter weight soles and an over-all lighter appearance. 
Variations in saddles are widespread. 

Black suede sold best in dressy pumps, but moving 
up strongly was velvet, with patent also much in con- 
tention. Overlays, inserts, flat bows and pleated effects, 
as well as jeweled flats, were widely accepted. 

The Continental influence carries over strongly in 
men’s styling, with flexibility the keynote. Materials, 
detailing and construction were lighter and finer. Em- 
phasis for Fall is on the mid-low or three-eyelet versions 
of ties. Moccasin types, slip-ons, some gored, retain 
great popularity in all price ranges. Soft leathers, both 
in glove and grain types, predominated, with brushed 
textures featured for sports wear. Cordovan wing-tips 
were given the nod for the college wardrobe. 

Boys’ shoes were following the trend in adult types, 
with slip-ons, moccasin vamps, soft leathers and three- 
eyelet patterns all popular. 

Mrs. Kathleen Aston Casey, editor of Glamour maga- 
zine, told shoe men they could expect more “real 
fashion excitement” than has been the case for ten 


years. 





Standing with Jesse Kahn, left, representative of Joseph 
Salon Shoes, Evanston, Ill., is Sam Wolff, chairman of 
the board of the Wolff-Tober Shoe Company. St. Louis. 
Other Joseph Salon Shoes representatixes, seated left to 
right, are Vic Markin, Arnie Streicker and Dick Joseph. 
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Addressing a capacity audience in the Sheraton- 
Jefferson’s Gold Room, Mrs. Casey said progress in 
shoe fashions had outstripped the rest of the fashion 
world and that the shoe market was ready for it. She 
foresaw a Fall season with a new look variously de- 
scribed as fragile, elegant, luxurious or feminine, bor- 
rowing its mode from the high-waisted days of the 
early 1900s. Apparel for the coming season, as dis- 
played by five models, stressed textured fabric interest, 
softness in colors and styles and seductive feminine 
touches in jabots, fur hats and cinched-in belts. 

“The new fashions are flattering,” said Mrs. Casey. 
“They are new enough to be exciting, yet not so new 
that they will be slow in being accepted. Softness in 
shoes has already been accepted and the tapered toe 
will be generally accepted in the Fall.” 

She sees spats, instep straps, T-straps in the pump 
field done in contrasting leathers such as suede and 
reptile, two brushed surfaces, leather and fabric com- 
binations and two-color tones. Pumps will be aug- 
mented in elegance by trims including buckles, buttons, 
bows, stitching and perforations. 

James Watson, retail sales consultant, who followed 
Mrs. Casey in addressing the breakfast audience, said 
his studies of retailing had forced him to the conclusion 
that 75 per cent of the success of any sale is due to the 
efforts of salespeople and that only 25 per cent hinges 
on the quality of the product. He recommended a 
knowledge of the product, suggestive selling. 

Presiding at the breakfast as well as the Beefsteak 
Dinner, which featured singer Dennis Day and movie 
actress Denise Darcel, were Paul Johansen, president 
of the Valley Shoe Company, serving as association 
president, and Fred J. Weber, president of the Weber 
Shoe Company, who acted as general show chairman. 

One of the show attractions was a film study, “Oppor- 
tunities Unlimited,” prepared by Life and Fortune 
magazines, which sought to demonstrate that marketing 
has become the keynote to sales—that it shaped up as 
a powerful distribution and communication system flow- 
ing between manufacturer and consumer. The study 
paid particular attention to the middle-income bracket, 
which it said now receives 42 per cent of all real income. 
It opened up new sales vistas growing out of the in- 
creased size of the average family, the perfection of 
new products, increase in leisure time, new awareness 
of style and the march to the suburbs. 


Raymond L. Fitzgerald Retires 


Raymonp L. FITZGERALD, editor of Boor anp 
SHoe Recorper since 1945, is retiring effective with 
this issue. He is succeeded by John J. Reilly, managing 
editor. 

Mr. Fitzgerald was a reporter and staff writer on the 
Rochester Democrat and Chronicle for several years 
after his graduation from the University of Michigan. 
He was a second lieutenant in the aviation section of the 
Army Signal Corps Reserve in 1918-19 and joined the 
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editorial staff of The Shoe Retailer, a Boston publica- 
tion, following his discharge from the service. When 
The Shoe Retailer was merged with Boot aNp SHOE 
RECORDER in 1929 he became associate editor. As 
editor he was known and respected throughout the 
industry. He will continue as consultant on editorial 
matters and will cover special assignments for the 
RECORDER. 

Mr. Reilly, who succeeds Mr. Fitzgerald as editor, 
is widely known in the shoe trade as men’s shoe editor, 
art director and more recently managing editor of the 
Recorper. He studied journalism and magazine pro- 
duction at Columbia University and art at the Art 
Students League, New York. He is a recognized author- 
ity on men’s shoe styling and has a comprehensive 
knowledge of shoe production and distribution. 

Succeeding Mr. Reilly as managing editor is James 
Edmonds, associate editor. Mr. Edmonds joined the 
editorial staff in April, 1955. 
Brown University and has had extensive writing and 
editorial experience with a number of well-known pub- 


He is a graduate of 


lishing concerns, 

Daniel Shifren, news editor, will continue in charge 
of the news desk with the title of associate and news 
editor. He has a background of newspaper experience 
and has written extensively for business publications, 
feature syndicates and magazines. He studied journal- 
ism at Temple University and the Charles Morris Price 
School and later served with the Third Marine Division 
in the South Pacific in World War II. 

William H. Hallahan II], production manager of the 
RECORDER since September, is transferred to the edi- 
Mr. Hallahan 


received his BS degree in journalism and his MA in 


torial department as associate editor. 
English from Temple University. He has served as 
instructor in English at Temple and as director of the 
Alumni Fund and Editor of the Alumni Review Maga- 
zine. He served in the United States Navy from 1943 
to 1945. 


Merrill A. Watson Appointed Member 
Of National Planning Association Group 


M eRRILL A. WATSON, executive vice-president of 


the National Shoe Manufacturers Association, Inc., has 


been named to membership on the National Council of 
the National Planning Association. 

The Council is a group of leaders in agriculture, 
business, labor and the professions, representative of 
all geographic areas in the country. Membership is 
limited to 1,000. 

The purpose of the National Council is to encourage 
cooperation by the major private groups, and to pro- 
mote wider public consideration of the long-term plan- 
ning studies undertaken by NPA and other organiza- 
tions. 

The National Planning Association operates through 
standing committees of leaders of agriculture, business, 
labor and the professions, conducting research. 

















SEPARATE MEETINGS OF STOCKHOLDERS of the 
Brown Shoe Company and the G. R. Kinney Company, 
Inc., approved the merger of the two companies under 
restrictions imposed by a federal court order. 

Two shares of Brown common were exchanged for 
three shares of Kinney common to effect the merger, 
voted by stockholders of record of April 2, 1956. 
Kinney’s preferred stock was called on the effectiveness 
of the merger. Information was being sent to common 
and preferred stockholders of Kinney notifying them 
of the merger and outlining procedure for the redemp- 
tion of their preferred stock and the exchange of com- 
mon stock certificates. 

Under the terms laid down by Federal Judge Rubey 
Hulen of the Missouri District, Kinney must retain 
separate management and may not abandon its own 
stores or plants where a competition may arise with 


Federal Court Says G. R. Kinney Company, Now 
Merged With Brown Shoe, 






Must Keep Own Identity 


Brown facilities. Kinney a nation-wide chain of family 
shoe stores, will be operated under its present executive 
officers as a subsidiary of Brown. Kinney’s new name 
is the G. R. Kinney Corporation. 


George L. Smith, formerly Kinney president, was 
elected president and treasurer of the G. R. Kinney Cor- 
Clifford O. executive vice- 


poration. Anderson is 


president. 


Brown noted that its first six months of operation, 
ended April 30, showed satisfactory sales and earnings. 
Based on the outlook for business during the remainder 
of 1956, Brown management plans to propose a split- 


ting of the stock at the next meeting of the board. 


On May 1, the board declared a dividend of 80 
cents per share of the $15 par value common stock pay- 
able June 1, 1956, to holders of record of May 16. 








Portsmoutu, O.—Efforts to save the Selby Shoe 
Company from passing into the hands of others than 
the Selby family failed when Bellanca Corporation 
obtained control by purchase of shares exceeding 51 
per cent, 

Mark W. Selby and Homer C. Selby, brothers, along 
with W. B, Altsman, retired Selby executive, disposed 
of their stock. It is the first time in the 77-year history 
of the company that control is out of hands of the Selby 
family. The firm was founded by the late George D. 
Selby and three sons, Mark W., Homer C. and Roger 
A., who have been in control since the founder’s death 
50 years ago. 

The deal climaxed months of negotiations, during 
which rumors gained circulation that control had been 
sold to various shoe manufacturing concerns. 

According to reports from Wall Street Bellanca paid 
$19 a share, Total was reported at $2,176,000 to gain 
control, It is reported that Homer C. Selby sold 44,000 
shares for $836,000 while Mark W. Selby sold 16,000 
shares for $304,000. Same sources disclosed that Roger 
A. Selby, the third brother, active in management, 
refused $20 share or $948,000 for his holdings 

Bellanca was said to have acquired 54,000 shares 
before getting the stock of the Selby brothers and Mr. 


Altsman. 
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Bellanca Corporation Acquires Control of the Selby 
Shoe Company By Purchasing 51 Per Cent of Shares 


While many shares are said to be in the hands of 
brokers, they are said to represent Bellanca. Mark W. 
Selby said the stock was sold to four New York brokers 
and he did not know the new owner. 

Mark W. Selby, elder of the brother trio, said, “We 
were very sorry to sell but it may be for the very best 
interests of the company and the community.” 

Edward Korach, executive assistant to Sydney L. 
Albert of Akron, head of Bellanca, confirmed at Akron 
that Bellanca had obtained control of Selby company. 
He added that Bellanca makes it a policy to retain the 
management of companies it acquires. “Of course we 
put one of our men in management, but as a rule we do 
not make any drastic changes in local operation,” he 
said, 

Mr. Albert is reported to own 82 per cent of Bellanca, 
formerly Bellanca Aircraft Corporation, with head- 
quarters in New Castle, Del. 

Attorney Clarke, 


board in a reorganization move, only a few months 


Calvin elected chairman of the 
ago, said he would continue to serve until the new 
owners assume control. He added, “I am not interested 
in continuing as chairman. I did not seek the position 
and accepted the responsibility as a service to the 
company, the share-holders, employes and community.” 
[TURN TO PAGE 104, PLEASE | 
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@ J KOR MEN 


Siyle G3620 — three -ey 
casin-toc blucher in soft 
“Crushed-Flex” leather. Lea 

sole, rubber heel 


$995 , $1495 


most styles 


NW, L. Douglas Shoe Company 
Nashuille, Tennessee 


A subsidiary of General Shoe Corperation 





Royal Opportunity... 


to cash in on America’s most 
widely advertised line of 
Women’s Shoes! WYbY 


Dealers who carry GRACE WALKER Shoes for Women Ss H ‘e) if Ss 
have o powerful advertising force working constantly 

for them. It is the famous NBC television and radio f t d ° | 
program, “Queen for a Day”... seen and heard daily d re e a U re Exc U S ive y 
by millions of women. Only GRACE WALKER Shoes 

are featured on this show ... and the subtle implication 0 n 


is that only GRACE WALKERS are “fit for a queen.” 
No wonder they're selling like hot cakes! (6 Q T FEN FO R A D AY 9 
we have prepared a complete promotion package of 

retail selling helps. Write us for particulars about this seen and heard daily over 
materiql—and about the popular, fast-growing GRACE 

WALKER line. Our salesman will call 126 TV STATIONS 


583 RADIO STATIONS 


To merchandise ‘‘Queen for a Day"’ at the local level, 


Queen j. @ Doy” features daily presentation of a 
complet@ waryobe of GRACE WALKER Shoes. 


RECKLESS 


Luce Willer 


SHOES 


Friedman-Shelby Division 


INTERNATIONAL SHOE COMPANY 


ROBERTA 
‘‘World's Largest Shoemakers'’—St. Louis, Mo. 





that clever gal... EDITH HENRY 
dreams up a dressy 
tailored town flat 
in fashion-high 
HUBSCHMAN’S CALF 
appetizing in 
French Bread #3350 
...and in 


Basque Red #516 


... Flight Blue #507 


White and Black 


Personally designed by Edith Henry 


for LUCKY STRIDE SHOES, INC. 


Maysville, Kentucky 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 23 


FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK 
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Mr. Robert H. Fesler, General Sales Manager, discusses the 
adaptation of Continental styling at a Geo. E. Keith sales 
meeting. 


Wy 





Kalk Miyhlanidleds 
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Bet lines 


‘When one of our salesmen first saw the new Fall 





lines of Walk-Over, Keith Highlander. and Wm No. 111 Aflernooner 
Joyce Men’s Shoes, he happily quipped: ‘I see we’re Hand Threaded Front 
shanna : a ‘ ’ Staghorn brown 
concentrating on that special age group of men or black softee 
between 18 and 80!’ Leather Covered 
‘“He’s right. Our new lines are so perfectly bal- uaa 
anced and so varied in their selection that any man Wm Joyee 
of any age can find just the shoe he wants and needs. \, 
“Our New World Look in Walk-Over adds perfect 
fit, comfort and manliness to the light, low lines of 
the popular Continental designs. 
“Our famous Keith Highlander line now offers a 
much wider choice of incomparable styles than 
ever before. 
“And, as for our newest Wm Joyce Casuals, we s 
think you'll agree they’ll catch the fancy of every 
well-dressed man from Catalina to Cape Cod. 


“Honestly, the merchandise-minded, forward-look- 
ing buyer who doesn’t see these new lines will be 


9 


missing something! 


Robert H. Fesler 
Vice President 


No. 1852 

Blacl Calf 

Stitch and turn front 
Windsor last by Walk-Over 












No 4123V 

Brou naA pun C'a / ip-on 

Full pullow-tar ning 

Glenfield last Ketth Highlander 


- 
all 
oe? 


- 
z e 
"scot ese ee” 


GEO. E. KEITH COMPANY 


srockton 63, Mass. 


Makers of Walk-Over, Keith Highlander, and Wm Joyce Shoes for Men 
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‘and a rate of gain in sales that is 


_—? 


up three times the reputed industry gain 2 ™S 


in juvenile footwear. 





The New Home of 


fa every category of selling — styling, construction, price 
... in every bracket you sell in — infants, children, subteen boys 
and girls, CHILD LIFE Shoes give you the initiative. Here are 
shoes that put you out in front of competition with a brand of 
VALUE that’s unmatched in the industry . . . and a protected 
franchise safeguards your full profit from Johnny-come-lately 


predators. 


Does it work? Well, we've got the facts and figures that 





say it does — and so have over 1700 alert retailers from coast- 


to-coast. Interested? Then call or write today, provided there 


7. allow CHILD LIFE dealers 
is no existing CHILD LIFE dealer in your trading area. to sell all they can sell, to look to an 
immediate future that is unfettered 


HERBST Shoe Manufacturing C0, | 2:22:27 protiems « whoty new 


Herbst plant is now under construc- 


MILWAUKEE 45, WISCONSIN tion. You'll see — and hear — more 





New York Office — 557 Marbridge Bldg., New York 17, N. Y. about this soon. 
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AVERAGE—49 OZ. 





—The brain of the average man weighs 
forty-nine ounces. 


—That doesn’t mean that forty-nine ounces 
of brain indicates only an average man. 


—There’s an immeasurable something, a 
“divine spark” if you will, that makes 
some brains stand out above most others. 


—Some forty-nine ounce brains aspire to, 


and arrive at, great heights of accomplish- 
ment, 


—Others remain just average brains—good, 
reliable, honest, average brains. 


—But they are the substance of a commun- 
ity, or state or nation. 


—They are the brains that protect our 
Democracy and have made possible the 
American Way of Life. 


—We all admire talent and genius and much 
that goes with it. 


—But give me the good average forty-nine 
ounce brain any time. 


E10. Ti 


Editor Emeritus 
Boot anno SHoe Reconrper 
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JUMPING -JAC} 


America’s 
Finest Fitting Shoes 
for children 


—— 


— -_ 


imeem 


Se ey he ee a a ee 


~. . 
— 
— 





$timulate $ummer $ales 


Scuff toe bumper No. 270. Brown only. 
Other sandals without Bumper toe— 
170 white, 370 red, and 970 blue. 


All colors: sizes 6-12, Widths B to E 


VAISGEVY-BRISTOL SHOE COMPANY 
MONETT, MISSOURI 
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Bright 
and early 











Transition tones . . . autumn successes . . . one foretells the other 
when color is the denominator, the season-spanner, the plus 


Pox 


factor. Allied presents its own beautiful brights in Vodelle’* and 


matching kids. 


TABASCO pungent, peppery red to accent the 
Standard costume, never overpower it 


503 


HOT SPICE lively, rust-brown foil to grey, beige, 
Standard 556 blue, green 
New Castle 48 


ROSEMARY Green, clear emerald, underscores 
Standard 632- _ the wide-ranging beiges 
132 
New Castle 1196 


P.S. They look wonderful touched with black — Black Caravan, 
Black Antigua, Black Patent. 








*Vodelle:® the finest in suede, an Allied exclusive 


Med: 


: O ‘ . é 7 
BOSTON e NEW YORK ° PHILADELPHIA WILMINGTON PENACOOK 
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#6017 Men's Brown Elk Blucher High Top 
Style with plain toe 21 Iron Vul-Cork Sole 


#6018 Same, but in Black Elk 














| 
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quality-made 
for the 
growing 
‘quality-conscious’’ market 


Craddock Terry, of Lynchburg, Virginia, makers of famed Lion Brand 
shoes, know the lasting value of quality. Quality has made 

their name and quality shoes like the one shown, find greater and 
greater acceptance with the growing quality-conscious market. 


For such a market, the choice of soling material is obvious Vul-Cork. 


Look at the sole first if it carries a Vul-Cork label, we. 
4 | 


you will get more than your money’s worth. @ 


Vul-Cork Sole Division, Cambridge Rubber Co., Taneytown, Md. Makers of Vul- Cork 


VUL-CORK &. VUEGORK NEOPRENE’, \ 


Vul-Cork and Vul-Cork Neoprene... so light, so flexible, so resilient you can roli them up. . 





. right in the paim of your hand 
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5715 Mahogany grain plain-toe 
A ~ oxford, with Storm Welt and Super- 
Sole, 8% to 6, 


The PLAY-POISE Line 
includes everything! 


Not only a complete range 
of sizes. and styles, but 
cements and welts in every 
classification: 


to retail 


* FIRST STEPPERS 5.45 
INFANTS 5.95 

CHILDS 6.95 

MISSES 7.95 
GROWING GIRLS 8.95 
BOYS 8.95 








P3331 A delightful new one-str@p 
in a full range from 8 to 7. 


4950 Vie» anial favorite—in- 
fants white bout with leather sole. 


8010 Charminy, indes d, our moe- 
casin toe swine! strap, sized from 
84 to 7. 


¥ 

















5700 oiled ee 4 raised gcc 
bum per moccasin with brown or) 
sole, BY to 3, 








5711 Handsomgeas-can-be ... 3- 
eyelet wingtip welt, math Super- 
Sole. 8 to 7 ; 















62°2R*10 The “Eva — « ‘lack 
smooth strap, with faille trim, Sixes 
84 to 3. 


Now more than ever before—-the Play-Poig@ ime 
18 the complete line, the idea! line of children’s 


’ Why? 


anding reason is styling Play-Poise Shoes 

are stylee ’ »f trends. 

| Another reason is (7@lifije. Plav-Poise standard 

e kept at a peak by our use OP*HGytim, + materials 
and the highest workmanship. 9 












50-2R-9 The “Doris hlack pat 
ent pump with faille trim. Siz 
8'2 to 3. 









The main reason, of course, is Fit. Proper fit w 
always have top priority in the over-all Play-Poise 
process ...a definite reason why Play-Poise moves 
ahead as the complete line, the ideal line of 
children’s shoes. 


There’s always room on our team 


for alert, promotion-minded new “a 
dealers. 


How: about you-whut Oe Yow 





COMPANY 





Fashiovr 


1een Quality 


ing is outstanding 
hter...daintier 


ore graceful 


¢& + ot .. Queen Quality has it! 

The positive fit of this styled-up line proves 

itself in repeat sales and satisfied customers. 
.. Queen Quality has it! 

Long known for the highest quality, this 

fine line is competitive in price and will 


continue to be tops in quality, 


y) 
.. Queen Quality has it! 

You can eliminate two or three lines as this 

complete line has all the big selling patterns 

as well as the high fashions that sell in vol- 

ume... and all at mark ups that mean a 


more profitable shoe operation 


Dw Gtocle 


(Queen Quality has it! 
Plus a reputation for fast service. All the 
best selling styles in this fine line are car 


ried in stock. 


. Queen Quality has it! 
Plus broad coverage of all the volume sell 
ing types priced to retail profitably at 


$8.95 to $13.95 


Cueen Quality 


has everything it takes to make your shoe business profitable 


DIVISION INTERNATIONAL SHOR COMPANY 
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by George H. Baker 











































New Census Projection Rising U. S. population is creating hefty new markets and is providing 
added beef to existing consumer demands, a new U. S. Census Bureau 
study shows. 

In the next 20 years, total U.S. population is to rise by a minimum 
of 42 million persons, and possibly by as many as 63 million. It depends 
upon how high you think the rate of growth will climb. 

Census Bureau experts, following careful studies of past growth, have 
evolved four different “assumptions of fertility,” ranging from a low of 
about 207 million persons by the year 1975 to a high of more than 228 


million in that year. 


Here are the four projections (take your pick): 


Year Series AA (1) Series A (2) Series B (3) Series C (4) 
1960 179,400,000 177,800,000 177,800,000 176,600,000 
1965 193,300,000 190,300,000 190,300,000 86,300,000 
1970 209,400,000 204,600,000 203,000,000 196,400 000 
1975 228,500,000 221,500,000 214,600,000 206,900,000 
Notes: 


(1) Series AA assumes growth to 1975 at the 1954-1955 level of fertility 
(2) Series A assumes growth to 1975 at the 1950-1953 level of fertility 
(3) Series B assumes growth at the 1950-1953 level of fertility to 1965, 
then declines to about the prewar level by 1975 
(4) Series C assumes the 1950-1953 level of fertility will decline to about 
the prewar level of fertility by 1975. 
All projects assume no disastrous war, no mayor depression epi 
demic, or other catastrophe. 


Total U. S. population currently is estimated at about 165,900,000 


1956 Footwear Production Total footwear production in 1956 probably will amount to between 565 
000,000 and 570,000,000 pairs, in the opinion of J. G. Schnitzer, director 
of the Leather, Shoes, and Allied Products Division of the Business and 
Defense Services Administration, U. 5. Department of Commerce. The 
final figure for the year will probably be about | per cent below the 1955 


total, Mr. Schnitzer believes. 


Buyer Discounts Federal Trade Commission should set up cost-accounting guides and take 
other measures to clarify the highly-complicated and disputed cost pro 
visions of the Robinson-Patman Act that limit business discounts, a 
committee of businessmen recommends, 

The cost provisions, clouded by almost 20 years of conflicting de 
cisions by courts and the FTC itself, permit different prices to different 
buyers as long as the differentials “make only due allowance for differ 
ences in the cost of manufacture, sale or delivery resulting from the dif 
fering methods or quantities” in which commodities are sold or delivered 
to buyers. 

A defendant in such a case must be able to prove that his discounts 
are justified by lower costs. But this calls for complicated cost accounting 
In the past 19 years, only two cases under the act have been successfully 


defended on cost grounds alone, 





As a result of the confusion surrounding the cost provision, a sever 
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man advisory committee set up by FTC in 1954 urges that the agency 
establish cost accounting guides and administrative procedures to ease 


the burden on businessmen. 


Army To Buy All Shoes The Defense Department has assigned the Army the task of buying all 
footwear for the Army, Navy, and Air Force, but officials say the new 
procurement plan probably won't actually go into effect until next year. 

Army procurement chiefs have sent to their superior officers in the 
Defense Department their views on how they propose to handle cen- 
tralized procurement of footwear. These views are now being studied, 
and it is anticipated that the Defense Department will act on the Army 
suggestions within the next few weeks. 

Defense Department officers emphasize to the Boot AND SHOE 
Recorver that there is no reason for any shoe manufacturer to be con- 
cerned over losing any military business. As the Navy and Air Force 
terminate their footwear buying programs, the Army will increase its 
procurement, so the total number of pairs bought by the military depart- 
ments will remain the same, 

Over the long haul, the volume of buying is to be the same as now 
(unless there’s a big cutback or expansion in the size of the services), 
but the new mechanics of buying will allow Defense Department to cut 
out some duplicatory purchasing points. 

One factor that may for a year or two have some effect on the sale of 
shoes is the stocking of certain kinds and sizes of shoes by individual 
services, The Air Force, for example, may have an excess of low-quarter 
black shoes in certain sizes, while the Navy may be buying the same shoes 
to build up its stocks. Under the single-manager plan, stocks of shoes 
bought by the Air Force may be distributed to the Navy, and thus the 
market for those sizes and types may ve lower for a couple of years. 

In the long run, though, the opportunity to sell shoes should be as 


good as now, 


Flood Insurance Plan Congress is seriously considering a $5 billion program to subsidize flood 
insurance, 

Under a program being discussed in the Senate, both the federal 
government and private insurance companies, with government support, 
would issue insurance for flood damage. At present, it is virtually impos- 
sible to obtain flood insurance because of the potentially huge risk. 

The program calls for the government to issue flood insurance to 
property owners, and private companies could issue similar insurance 
and have part of their risk taken over (reinsured) by the government. 
Maximum insurance issued by the government to any one person or com- 
pany would be $250,000, and the maximum on any home would be 
$10,000, 

Private insurance firms would be encouraged to issue insurance 
above these limits through the reinsurance program, and also to issue 
policies for the lesser amounts, 

Government would name a federal flood insurance commissioner to 


|TURN TO PAGE 84, PLEASE | 
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: LT; SHoE FOR CHILDREN 


Fit in children's shoes has 
been an Edwards tradition 
for more than fifty years. 


(top)—"'GIGI" in Blue & Red Calf, 
Misses to Growing Girls. 

(center)—"TWO-MOC" in Black & 
White, Childs thru Youths. 
(bottom)—"' MOCCASIN" in all Colors 
& Finishes, Childs to Misses. 
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Climaxing 30 Consecutive Years of Dynamic 
National Advertising... 
Ads like the above in LIFE and other leading shoe line. This advertising has definitely estab- 


magazines continue an unbroken 30-year cam lished Wolverine as America’s best known, most 


paign not even approached by any other work wanted work shor 
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Unprecedented Offer WE 
yf} y lS} 7 
ee ¥ ‘ . . ae “Ze . 
Guaranteed Satisfaction” Offer Proves a Powerful 
Magnet Attracting New Thousands To 
HORSEHIDE AND PIGSKIN WORK SHOES 
Once made exclusively of choice Shell olf ney fandard comlortable fit 
Cordovan Horsehide, Wolverine Work durability that means real 
Shoes could not be produced in sufficient economy for your trad 
volume to supply the whole country. There 
simply wasn’t enough horsehide. Now, that WIDE, WIDE LINE 
handicap no longer exists. Wolverine tech Wolverine offer — i tine wide enough to 
nicians have perfected a way to tan into ilisly every work sto ng I dnelud II 
prime native pigskin the unequalled di basic type ervice oxtord porui 
soft, stay-soft comfort and rugged nd n vecasins, held boots and satel soy 
defying toughness once available only in ll width A to Jumbo » to 14 
mamerine Suen Esovaaniacs, "What 6. ro THE ULTIMATE IN SERVICE 
there is no foreseeable future limit to the : 
No le tnportal \\ ne has devel | 
suppl of thi uperb me w leather. : 
itl ntiret i ce if ‘ ( 
NEW, UNLIMITED SUPPLY tailers...gives you, in effect, an unlimited 
| This make Wolverines available to many reserve stocl i inmediate dd 
| thousands who could not have them before. of any nu Hh The @ntare | But 
i It also opens up new avenues of profit to there mu N he Wolverine prolit 
i hundreds of dealers who could not be tory than can bn it 
accommodated before. To such dealers the , ae 
Wolverine line offers many advantages... Gel all the fac ts... Write Today to 
superior leathers, tanned buckskin-soll) WOLVERINE SHOE & TANNING CORP. 
and guaranteed to stay soft, even dry out 177 Main St., Rockford, Mich. 
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THE PURCHASING AGENT 


...and the SHANKS in his shoes 








When footwear designs have been approved, when production 
plans are being made... the PA’s big job begins. 

He’s part of a team... he helps to execute the work of the 
stylist ... and must satisfy manufacturing requirements. That’s 
why each component of the new shoe must be right . . . for the shoe 
... for production. And all this at a price that will not boost 
the final cost-per-pair. 

Quite a few factory Purchasing Agents with sharp eyes for 
real value have found that it pays to consult United on their 

shank problems. A well fitted, well made shank is the backbone 

of the shoe, helping to maintain shoe lines and minimizing 







the annoyance of returns. 


- VITA-TEMPERED STEEL SHANKS 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Leng Counter Thomas Hee! Normal Construction Normal Construction 
Tan 1 Paar g ames Give & White Saddle Tan Elk Moc Oxford 

x; 8, B- 610; 62-8, B-EE Sprin 'y- rin 
C490Rs; 8-12, A-EE Heol sii diy ~~ Baphgatasttste 
M490Rx; 12'/,-3, B-EE M480; 12!/,-3, B-EE 
All Red Plug Oxford Leather Heel 
C79IRx; B!/,-12, B-EE 
M79IRx; 12'/.-3, B-EE 













ee! 
Cél0; 8'/,-12, B-EE Spring 
Heel 


ee 
M610; 12'/,-3, B-EE 
MA. Leather Heel 


You’ve made a customer 
when you make a sale of 
shoes built to withstand 
the punishment 
of summer’s fun! 


JULIUS ALTSCHUL, Inc. 


ome ee 117 Grattan Street, Brooklyn 37, New York ¢ HY 7-4500 
SERVING AMERICA'S RETAILERS FAITHFULLY FOR 55 YEARS 




















NOW is the time to stock these shoes . . . because 
they’re crafted to keep their rugged good looks despite 
the scuffing, pounding, twisting and bending that 
active youngsters will give the shoes they wear in 
Summer. Sell these Altschul super-quality shoes nou 
and assure yourself of a steady repeat business! 


@ Crafted on exclusive lasts noted for perfect fit 

@ Unusual widths to EEEE 

@ Styles shown only a few from an exceptional selection 
@ All Styles IN STOCK FOR IMMEDIATE DELIVERY 


Write for your FREE copy of our catalog 









''Saddle 
Arch’ Con- 
struction 
iSesty Insole 
homas Hee!) 





Normal Con 
struction Teen 
Lost Blue & 






Tan & White Saddle a Normal Con- 
F510; 6'/.-6, B-EE, Spring Heel struction 


C510; 8'/,-12, B-EE, Spring Heel Tan Elk Oxford White Bal Saddle 

MSI1; 12'/,-3, B-EE Scuff Bumper Tip L612; 5-10, AA 6/8 Leather Hee! 
L511; 5-10, AAA, 4/2-10, C455; 8'/,-12, B-EEE 4-10, A-E 6/8 Leather Hee! 
AA, 4-10, A-E, 49 EE Spring Heel 4-9, EE 8/8 Leather Hee! 
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The New PEEK-A-Boot process gives better style plus 
*% Superior Wearing Qualities tF; 
* Outstanding Design MS 


* Greater Eye Appeal rc It 
\“ 


Look — handy loop | 


fastener that’s easy to ai os ee ’ 
button and insures ankle- Nae Note the smart design 
i and attractive trim now 


flattering fit " +3 ' 
: Oe possible with Peek-A-Boot's 
; new manufacturing process 


A sturdy, light tread 
that features Shur-Grip 
sole. Available in two 
heel heights for high 
heel and flats 


Pliable, yet firm, 
it retains 
attractive shape 


se 


Exeosting Mev? WEATHER-ALL ty pesto 


for winter and wet weather protection 


* Lightweight, rugged, long wearing 
* Easy button loop fastener, slips on and off in a jiffy 
* Stylish and snug, washable too 

For children and misses 


1604 So. Flower Street, Los Angeles 15, California © Warehouses: New York City and Chicago 
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THE SHOCKING TRUTH: Cancer kills more children 


from 3 to 15 years of age than any other disease. 


Help hurry the day when all our children 


will be free from man’s cruelest enemy. Your 
donation—large or small—can help save a youngster’s 


life, Perhaps even one of your own. 


AMERICAN CANCER SOCIETY 





CENTLEMEN; | want to help conquer Cancer, 
(CO Please send me free information about Cancer. 
(0 Enclosed is my contribution of $0. «te 


the Cancer Crusade. 


NAME 





ADDRESS 





crry ZONE STATE 





mai TO: Cancer, c/o your town's Postmaster. 
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THAT'S OUR PRODUCTION CAPACITY 
FOR BOYS’ SHOES WITH OUR NEW 
FACTORY IN NEWPORT, NEW HAMPSHIRE 


And that means at-once-delivery, round-the-clock. Plus! More 

styles . . . better-than-ever styles. And, now, as always, every 

pair of Royal Cadet Boys’ shoes is finest Goodyear Welt con 

struction throughout . . . one-piece leather innersoles 

Analine-type leather uppers . . . genuine leather quarter linings 
. « long-wearing oak composition outersoles and heels, 


OVER 90 STYLES IN-STOCK 
FOR IMMEDIATE DELIVERY 
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“TWO GENERATIONS OF FINE SHOEMAKING” 








The repeat customer is, as every 
dealer knows, the backbone of 
his business. Yorktown Air-Tred 
shoes for men with the famous 
built-in shock-absorber feature and alert styling 
have proved most effective in converting the 
new sales they attract into the old customers that 
insure business success. Available in a complete 
spread of every wanted style from dress shoes to 
casuals. They are recognized as the dominant 
air-cushion men’s line on the market today at 
$11.95-$12.95 retail. 






























Style 1153 
Black Cashmere 
Grain 








Style 1154 
Brown 
Cashmere 
Grain 
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Style 1275 
Black Smooth 
Slip-on 










) 
sOLe 





AIR TREC 
CUSHIONED 














Style 1276 
Tan Smooth 
Slip-on 






For catalog — or for salesman to call, write: 


GARDINER SHOE CO., INC. 
Main Office, Factory and In-Stock Department 


GARDINER, MAINE 


New York Sales Office: Marbridge Bildg., 47 W. 34th St. 
Far Western Distributors 
Solnit Shoe Co., Buckingham & Hecht, 
ALSO MAKERS OF YORKTOWN SHOES FOR BOYS 817 S. Los Angeles St., Los Angeles, California 
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| 1 ROYAL CADET ADDS LITTLE GENTS’ SIZES 


SIZES 12 to 2, B & D widths — styled and made just 
like the fast-selling ROYAL CADETs for older boys — and 
designed to bring you more profit and volume with the 
ROYAL CADET line than ever before. Every pair genuine 
Goodyear Welt, every pair made with grain-leather inner 
soles, Analine-type leather uppers, Pacifate-protected 
cloth linings, and genuine leather quarter linings. Little 
Gents’ sizes made with genuine Neolite Soles 
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ROYAL CADET 

INTRODUCES STYLE TO LITTLE GENTS 
The handsome, Italian-influenced shoe illustrated is one 
of ROYAL CADET’s fastest-selling numbers. A two-eyelet, 
moccasin-front in black grain leather, or black and Red 
wood brown smooth leather, it’s perfect for dress or 
casual wear. 


Available with or without the tassels. 


OVER 90 STYLES IN-STOCK FOR IMMEDIATE DELIVERY 
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FORECAST 


NO CHANGE | 











Heydays is not increasing prices again at this time, because 


we increased last season. Once is enough! 





We could not hold prices any longer then because our costs 
were up. We wceuld not reduce quality, and did not have 


merchandise on hand to close out. 


The material and workmanship is no better in the New 


Heydays than it was a year ago--- we had the best then --- 


we have the best now. 


> We do have some new patterns that will sell right quick, if 


stocked in the proper colors - 


example... 








ECLIPSE The Shoe That FEELS Better 


HEYSACE BHOES, INC. © ZOS2 COCUST STREET « ST. LOUIS 3, MISSOURI 
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BOOT and SHOE 


TALK 


Virnon H. POWELL of the 
Powell Shoe Company in Salisbury, 
Md., says: 

“When the chicken 


trucking and farming around here 


industry, 


are paying off as they should, our 


business is good, 


“Our customers are not price con- 
scious. In increasing numbers, they 
want better grade shoes. Good 
leather, materials and workmanship 
details are carefully noted and na- 
tionally advertised brand names are 
well-known here. Customers desire 
them and feel they are synonymous 
with the kind of quality shoes they 
want. Since we have been selling to 
family units from a radius of forty 
miles along the Eastern shore for a 
good many years, I believe we know 
something about customer security 
as evidenced by the regular return 
of these people. When there is a 
that 


agriculture or 


streak of bad weather tem- 


porarily cripples 
causes a dull season in crops, we 


stand by. If shoes are needed, our 


May 15, 1956 


Recorder 


TRADE 


customers are not going to settle for 
cheaper shoes somewhere else, We 
know that they will be back when 
they have the money to buy the 
kind of shoes with the service they 
are accustomed to, 

“Tf, in the first year of your busi- 
ness, you have had customers re- 
turn to your store for shoes, you 
can be sure that your business has 
some of the personality that en- 
dures. But keep this up, year after 
year, and you have proven that you 
understand your customers and they 
that they appreciate 


have proven 


you.” 


who? WG! 
gyn 


Wintiam LEVI, 


manager for The Hecht Company 


merchandise 


in Washington, D. C. says: 
“During the past few years we 
have heard many new revolutionary 
ideas about how the retailer should 
conduct his business. Everybody is 
telling us about ‘the new era of 


, 


mass retailing,’ or that ‘we should 


work on the dollar and not the 


percentage contribution method’ or 


that we should ‘learn to do more 


business at less cost’—all ideas 
amounting in the final analysis to 
one thing: cut your profits and the 
millennium will be with you. 

“The retailer on the other hand, 


is plagued in every facet of his 


business by constantly higher costs, 
higher wages, higher freight costs, 
higher telephone bills, higher ad- 
vertising costs, higher package and 
costs, costs 


delivery Kverything 


more but we should do business for 
less! 

“I too have a revolutionary idea 
... LET’S SELL ATA PROFIT! 

“What determines a proper retail 
price? It is a price the customer is 
willing to pay at a price level 
where you can sell the most goods 
at a reasonable profit and in 
line with the price of competitive 
stores. Today, many buyers price 
their goods only on one factor, 
namely: Cost! How is it that once 
know we 


we know the cost, we 


cannot get more than the historical 





mark-up? Also, a new philosephy 
seems to be prevailing today: that 
a markup of 45.0—50.0 percent is 
either illegal, or immoral—which 
is the reason why our profits stay 
lean, 

“Why not look at the goods and 
mark them according to what they 
can bring—not according to what 


they cost?” 


Joun DOMASH, vice-president in 
charge of operations at A. S. Beck 
Shoe Co, of New York, at the open- 
ing of Beck’s first retail store in 
Milwaukee, Wisc., said: 

“Men are becoming more fashion 
conscious in buying their shoes, 
while women are becoming more 
comfort conscious. This Summer 
will find many more men buying 
colors. Such colors as blue, red, 
green and even fuchsia will appear 
(and be sold) in men’s footwear 
in combination with the traditional 
shoe leather colors. We expect re- 
tail shoe business to continue to 
be good, Last year our company 
(which manufacturers its own 
shoes) had sales of more than 40 
million dollars at its A. S. Beck 


retail outlets.” 
* ” . 


FLORENCE W. GOLDIN, vice- 
president and member of the board 
of directors of Grey Advertising, 
was guest speaker at a recent Shoe 
Women Executives’ luncheon meet- 
ing. Her subject was: “Putting Shoe 
Fashions to Work—Building Retail 
Sales and Profits” and she based 
her remarks on a capsule research 
conducted among manufacturers, 
retailers and consumers. She indi- 
cated: 

“Our research clearly exposed 
the fact that there is dissatisfaction 
on both sides of the fence, and 
that in the interests of getting the 
full mileage out of the industry's 


56 


advertising efforts, and dollars 
spent, a way should be found to 
coordinate and integrate retailer 
and manufacturer efforts into one 
strong and 


cohesive, productive 


force. 


“The manufacturer wants more 


mileage out of his advertising and 
promotion dollar. He wants to know 


what will induce the retailer to more 


actively tie-in with his national 
advertising, and how to get him 
to do a better display and pro- 
motion job for his shoes. 

“The retailer wants more mileage 
out of his advertising dollars. He 
wants ‘action ingredients’ that will 
bring more women into his store 


to buy more pairs of shoes. 





“From salesclerks and customers 
we learned that today women really 
and sincerely want to buy more 
shoes. They are completely con- 
vinced that they need a number of 
different kinds of shoes for special 
occasions, but they seem to buy 
shoes much more carefully than 
Salesclerks said 


they used to. 


women are vitally interested in 


quality. They like the endorsement 
of a reliable brand name. Some 
want to know what kind of leather 
They’re 


frightened of shoes that will ‘hurt’ 


the shoe is made of. 
their feet. They're less concerned 
than they used to be with their 
feet looking small; they want them 
to look pretty.” 


osVvuyv 


























ern 


“While you're filling me in on details, let's see something in 
black service shoes, size 10 C." 
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Photographed by GEORGE PELZER 


Fae is a season for free and easy going shoes moccasin seams Slightly higher in silhouette and 
sleek and dashing but slightly bolder in character. a practical Fall style, it’s equally at home in town 
Fall is a season for grains and for moccasins, too, or for casual wear with tweeds and flannel, and a 
like this trim two-evelet pattern with its full cut welcome change for a new season. For further in 


tongue, stitched quarter and well executed bound formation, write Boor AND SHOE RECORDER 











Nell the Coat with the 


W ater-Proof or Water-Repellant, Warm, 
Light Weight, Non-Skid, Easy On and Off— 
Foot-F lattering, Colorful or Elegantly Neu- 
tral—These Are the Qualities That Will 
Sell Protective Footwear 1956. Coordinated 
with Rainwear in Coats, Hats, Umbrellas. 


A showing last Winter by one of the leading makers of 
protective footwear—rubber, plastic and fabric—was a 
shining example of what can be done to coordinate this 
kind of footwear with rainwear in coats, hats and um- 
brellas. Model after model came down the runway in 
coats and hats and carrying umbrellas that either exactly 
duplicated the materials in the gaiters or that made a 
harmonious combination of colors and materials with the 
gaiters, Other manufacturers in the rubber footwear 
field are doing similar coordination jobs. Leading manu- 
facturers of umbrellas and rainwear are cooperating with 
them. How long will it be before the stores recognize the 
merchandising and promotion possibilities of such co- 
ordinations? If, at present, some retailers look on this 
idea as only for the big fellow or the very special shoe 
store or department, let them stop and analyze the situa- 
tion a minute, Supposing the coats and hats are in 
another department at some distance from the women’s 
or children’s shoe departments? You can still borrow a 
few garments and show them with the correct gaiters. 
You can also work with the rainwear department to get 
them to show some of your boots together with their mer- 
chandise. If this sounds like a high style, high price idea 

[TURN TO PAGE 83, PLEASE] 





Mother and Daughter style, fabric gaiters in Black 
Watch tartan, Both from Hood Rubber Co. Child's 
coat in matching material. 























Left to right: Black nylon boot, 
plaid lining, flat heel, by Endi- 
cott-Johnson; Grey poplin, wa- 
ter-repellant boot with black 
buttons, loops, binding and 
sole, black and white checked 
lining, by Cambridge; Black 
nylon boot, black and white 
lining, by Servus. Black nylon 
boot with plaid lining, by Tyer. 































































Boots 


Left to right: Red rubber flat 
heel boot with black corduroy 
top binding, buckle fasteners, 
by Beacon Falls; Clear plastic 
boot on rugged sole, by Drizzle 
Boot. Fleece-lined, water-repel- 
lant fabric boot by Goodrich; 
Fleece-lined corduroy boot, Red 
Ball by Ball-Band; Low cut 
fleece-lined boot, Western style 
embossed saddle, by United 

States Rubber Co. 








Left to right: Beige nylon boot 
with black touches and black 
and white checked lining, by 
Cambridge; Red cellular lined, 





solid plastic boot, slip-proof 
sole, with grey fur, by Converse; 
Fleece-lined black rubber gaiter 
with grey fur, by Endicott- 
Johnson; Fur-collared Laco-Lite 
gaiter, insulated, thermo type, 
molded boot, with the appear- 
ance of nylon, by La Crosse; 
New last, wide open top, ankle- 
slimming boot, non-skid sole, 
“Imperial,” Marxie - “Tote”; 
Light weight translucent plastic 
in grey smoke, a Raintones Gay- 
tees by United States Rubber. 








Left to right: Pull-on gaiter of 
elasticized fabric with elastic 
gold braid trim, by Beacon 
Falls; V-throat elasticized slip- 
on, light weight, completely wa- 
terproof, by Tyer. Elasticized 
corded fabric slipon, self-trim 
elastic around topline and V- 
throat, by Ball-Band; Pull-on 
gaiter with rich looking Roman 
stripe cuff, by Hood. Matching 

striped umbrella available. 


Fig. |. Skeleton of foot after 

operation. Note the gap be- 

tween the head of the first 

metatarsal and the base of 
the big toe. 


Tue last time [| had seen Mrs. 


Davidson at my surgery, she 
looked smart in her glossy mink, 
worn over a chic suit. This time, 
poor thing, all her finery is a 
sterile towel on top of her birth- 
day suit as she is wheeled into the 
operating room, oblivious of all 
the world, after the hypo which 
induces anesthesia. 

While the young house-surgeon, 
not looking too sure of himself, 
winds long rubber bandages tight- 
ly all along the lower limbs to pro- 
duce a bloodless field, and while 
Mr. Rogers, the surgeon, is scrub- 
bing-up, | take my last chance to 
recall to him some aspects of the 
case, After all, being an over- 
worked specialist, he has seen hun- 
dreds of similar cases since his 
first, and only, interview with the 
patient, whom I referred to him for 
the final verdict. 

Here comes the clean nurse, so 
called because she, too, has been 
scrubbing. She brings our muz- 
zles straight from the sterilizer, 
and she ties the maestro’s well 
powdered surgical gloves round 
his wrists. We are all looking like 
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he FEET 1 Meet 


by A, JACOBY, F. B. Cc. P., B4.E., London, England 


MR. JACOBY is an expert on shoe design, manufacturing and 
selling. He has many friends in the American shoe industry 
and has written a number of interesting articles for Boot anp 


SHoe Recorper. 


During the last twenty years he has been 


specializing in the treatment of foot and leg ailments. 


baker boys in our sartorially- 
shocking white garb and cap. 

The theater-sister’s place is on 
the surgeon’s right, handy to pass 
to him all the sterilized cutlery 
required, At the surgeon’s left is 
the place of his “clinical valet,” 
the house-surgeon. 

Opposite the maestro, at the far 
end of the operating table, thrones 
Dr. Sanders, the anesthetist, beside 
the head of the patient. He is dis- 
pensing the dope, mixing it from 
his many-dialled trolley, accord- 
ing to the patient’s carefully 
watched breathing and heart-beat. 
In England, only a specially quali- 
fied M.D. is allowed to give gen- 
eral anesthesia, other than the twi- 
light sleep in obstetrics. 

1 am allowed to hover where | 
can best watch the surgical go- 
ings-on, feeling rather the odd- 
man-out, 

The surgeon now removes the 
rubber bandages. The patient’s 
feet and legs, looking blanched as 
a result of the firm bandaging, are 
painted all over with a powerful 
antiseptic. Taking his presiding 
place, the surgeon reaches for a 
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Fig. 2. Note the wedged- 
fusion of the small phalanges 
in the second toe. 


small scalpel, and now we face the 
dramatic moment of the initial in- 
cision. 

With a deft cut, about three 
inches long, straight on top of the 
big toe joint, and deep down to its 
capsule, he prepares the way for 
the separation of the hallux from 
the first metatarsal bone. 

The atmosphere is tense. The 
powerful center lamp exudes trop- 
ical heat. One of the young non- 
scrub nurses gets butterflies in her 
tummy when the surgeon reaches 
for the gigli, which looks like the 
chain of the bath-tap, to saw off 
the lowest part of the big toe next 
to the joint. (Fig. 1.) The head 
of the first metatarsal bone re- 
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Although Your Customers Would Hate Having You Appear to Notice 
Their Bunions, It Is a Safe Bet That This Disfigurement Is Very Much 
on Their Minds. So, in Case You Are Asked, “Did Any Customers of 
Yours Have Their Bunions Removed and Did It Last?” My Casebook 
Story May Help You Give the Answer. 





Fig. 4. The same dancer's foot in 1955, before the opera- 
tion. Note the extreme hallux valgus, and the buckled 
hammer toe. Note how the second toe has been pushed 
away from the metatarsal head by the overlapping big toe. 















“Tl am looking at your two X- 





rays, Mr. Jay,” said the anes- 





thetist. “I wonder, has this one 
dated 1945, and marked Della 


Dale, anything to do with the pres- 







ent case? By the way, this could 
not be Della Dale the ballerina, 
could it?) And the feet couldn't 
possibly be the same as those on 


the plate Davidson 1955?” 








“Il am afraid they are. I had 
Della Dale first in 1945, for a 


shocker of a septic toe joint, and 






general maddening pain in both 





feet. As a dancer, she was worried 
And for 


good reasons, too. As you can see 





about a bunion coming. 





on the plate there was a distinct 





tendency to hallux valgus at that 















mains practically intact, except for 
some shaving at its medial front. 

This is typical for the Kellar 
operation, which saves the patient 
the later dysfunction resulting 
from a man-made short first meta- 
tarsal. In its congenital form, that 
is without surgical interference, 
this anomaly affects about 20 per 
cent of mankind, and it upsets the 
readings of heel-to-ball-fitting. 

It is fascinating to watch the 
surgeon as he neatly does the in- 
ternal suture and the external 
stitches. The internal suture is 
gradually absorbed by the body. 
About 10 days later the external 
stitches are taken out. After that 
the case, and the responsibility for 
the final success, will be in my 


hands for 20 post-surgical treat- 


May 15, 1956 





ments, for advice on shoes, for 
home exercise with my special ap- 
paratus, and for the final X-ray 
photos. 

A little later on that exciting 
morning, when we three, Mr, 
Rogers, Dr. Sanders and |, have a 
cup of coffee together in the sur- 
geon’s room, Sanders starts a little 
post-mortem, 

“Bill (that’s Rogers), you have 
been longer this time than your 
usual thirty-five minutes for a 
Kellars. Anything the matter?” 

“Nothing at all, except that 
small women should never have 
been invented. Show him the 
flicks you brought along, A. Jay. 
See these tiny phalanges? It’s 
sheer filigree work to wedge a 
hammer -toe for these _ lilipu- 


(Fig. 2.) 


tanians.” 


























Fig. 3. The dancer's foot in 
1945. Note the incipient hal- 
lux valgus, the lock-joint and 
the displaced sesamoid bone 








time. (Fig. 3.) 
Her feet felt better after some 






treatment. 








[TURN TO PAGE 6&5, PLEASE} 
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Park-Brannock 
Expands in Filtieth Year 


W ell Known Syracuse Firm Meets Challenge of Suburban 


Tue Park-Brannock Company of Syracuse, 
N. Y., marked its 50th anniversary by acquir- 
ing additional space adjoining its store and 
opening a new entrance on another street. It 
is meeting the challenge of suburban shopping 
centers by thus expanding its facilities and by 
aggressive merchandising. Because the store is 
located near the corner of a triangular block, it 
was possible to arrange for the second entrance, 
which is now almost as important as the origi- 
nal one. Proximity of the new entrance to 
several downtown parking lots is credited with 
bringing in additional customers. 

The store also opened a new Thru-Way Shop 
in the newly acquired space, The popularity 
of teenage, sports and dressy casual flats 
prompted the decision to devote all the newly 

[TURN TO PAGE 87, PLEASE | 


Shopping Centers by Aggressive Merchandising. 
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Left: the new entrance opposite Hotel Syra- 
cuse has angle windows and a center island. 
It is convenient to several parking lots. 


Above: the Budget Shop just beyond hosiery 

and handbags on the side of the original en- 

trance. Decorations are in gray, chartreuse 

and coral. The corridor-like area at the far 

left leads at a right angle to the newly 
opened Thru-Way Shop. 


At top: view of the new Turu-Way Shop fac- 
ing the two doors on either side of an island 
window display. Chartreuse covered seats 
accommodate 40 customers. 












Paris Favors Two-Tone Shoes 


Shoe Colors, Matched to Accessories and Clothes from the Haute Couture, 


Include Several Blues, Pastels, Brown, Beige, Amethyst, American Beauty. 
In Lasts, Toes Are More Tapered. Heels Range from 16/8 to 24/8. 


Tue tapered line of last year is even more pronounced in the 
latest Paris collections. The open shank pump is a favorite 
Summer style and there is a timid return to open toes. But the 
news lies in the two-tone shoes chosen to match costumes and 
accessories. The other noteworthy trend lies in appliqués, cut- 
outs and novelty decorations on the toes and the heels, the latter 
sometimes hand-painted as in the illustrated shoe by Codre. 

Heels, which are nearly all Louis XV but more slender, range 
from 16/8 to 24/8. One of the best collections is by Laure and 
includes many graceful heels and vamp treatments. (See shoe 
illustrated here and two shoes in the April 15th Recorper, 
page 97.) 

Favorite colors are coordinated with the high style dressmaker 
collections—the Haute Couture. Blue in a variety of shades is the 
leading color, often combined with pastels. Following in impor- 
tance are shades of brown and beige, an amethyst and an Amer- 
ican Beauty red. In general, all the pumps are matched to the 
clothes and often made of the same material. 


Above right; Apricot kid 
pump with decorative 
heel stitching, Laure. 


Left: White calf shoes 
with vamp appliqués 
stitched in red, gold and 
blue and hand-painted 
heel decoration, Codre. 








For mid-Summer, a white kidskin shoe 
trimmed with black patent leather for 
dressy afternoon wear, Joseph Casale. 


with daisies. 





Opened-up pump in white 
and yellow leather, encrusted 
24/8 aluminum 
heel, Capobianco. 


by LYSIA HARIVEL 


Paris Correspondent 


Above: Tailored shoe on classic 

walking heel, in blue kidskin with 

white collar, dainty front buckle, 
Joseph Casale, 


Below: Elegant afternoon shoe in 
blue with rose color to coordinate 
with tailored street costumes. Good 
walking height heel, Joseph Casale. 
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STORK «<A, CLUB 


This is to Certify that 
ww Central Pennsyleania’s Newen Citiren 
a ° 
has been apponted a 


LIFE MEMBER of the STORK CLUB 
AND @f 1T KNOWN. that the anncwnemen: 
of this was broadead by 
RADIO STATION WCMB, HARRISBURG 
On AT tho PM 
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The Stork Club is a five minute daily 
sponsored radio program on which 
congratulations are extended to the 
proud parents of newly born babies. 





No Sales Peak for 


If You Get the Children, You Will Get the Adults Too, 
Is the Theory Behind the Advertising and Promotion 
of This Alert Harrisburg, Pa., Retailer. 


CLey ER promotions, strong ad- 
vertising and intelligent selling add up 
to a big-volume business for Irving 
Shoes, 1308 N. Third St., Harrisburg, 
Pa. 

Irving M. Deitsch, co-owner of this 
business, explains that “there is no 
sales peak for an aggressive merchan- 
diser. Shoes are needed by everyone, 
particularly youngsters and growing 
children, and the alert merchant can 
get his share and more of the business 
available if he goes after it. As far as 
we are concerned, we are constantly 


promoting and advertising our shoes 


and store so that our business just 
keeps growing and growing.” 

Although Irving Shoes caters to the 
family, the emphasis is on infancy to 
teen-agers. This store owner reasons 
that customers feel that if a store is 
good enough to outfit their youngsters 
who need careful attention and ex- 
pert fitting, then it must certainly be 
good enough to handle shoes that they 
need for themselves. As a result, this 
outlet almost matches the sales volume 
of its children’s shoe business with 
sales to adults, 

A radio 


program sponsored by 
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Left: Multiple sales to families is 
the general policy of Irving Shoes. 


Irving Shoes has resulted in attracting 
a large home audience. The cost of 
sponsoring this radio promotion is 
cooperatively borne by Irving Shoes 
and a neighboring juvenile clothing 
outfitter. 


Radio Promotion 


Each day, the local hospitals supply 
Irving Shoes with a list of newly born 
children. This list is read over Harris- 
burg radio station WCMB at 12:30 
P.M. Congratulations are extended to 
the proud parents and the program 
acts as a tip off to friends, relatives 
and neighbors of the new parents who 
want to send gifts or congratulations. 
Known as the Stork Club, this five- 
minute program has gained widespread 
attention because new births are al- 
ways of interest to people. 

The following day a congratulatory 
message, either in pink or blue, de- 





children as quickly as possible. For the 
thei 


store that sells the parents 
youngster’s first pair of shoes will in- 
evitably keep selling them shoes foi 
many long years to come. 

While Irving Shoes keeps a file of 
all their sales, they make only periodic 
mailings. These are on birthdays and 
for the regular reminder cards. This 
retailer’s files have become so large 
that it would take a full time employee 
to handle any mailings additional to 
those already done. 

“Once a customer is sold on out 
store for her shoe needs, it isn’t neces 
sary to keep after her with consistent 
mailings,” Deitsch explains. “Because 
every time that she visits our store, we 
sell ourselves to her all over again, and 
planning the next visit to our store be 
comes part of her regular routine.” 

In addition to rocking horses, swings 
and other amusements for tots, comic 
books, pencils, cut-outs and other nov 
elties are available to growing chil- 


dren. The store always has something 











‘QUICK SERVICE’ 
Is NOT Our Motto! 


Why it pays to take your time—and ours— 
in buying your child those new shoes... 
IN ALMOST everything, we pride ourselves 
on prompt, swift service. If you're in a “hurry 
up, I'm dotble-parked” mood, our clerks will 
scamper around, have your purchases wrapped, 


and you on your ay in a third of a jilfy.. 


NOT SO where your child's shoes are concerned 
They're fa far too important to his future 

FOR PERFECT 
thing in children’s shoe es that fail to fit 

"i the shoe. We 


tly a8 nature 


most fmpertant 
fit 





we see the 
active young 





feet of the athletic young man, or the 
woman, of ten and more years from 1 


SO WE employ the most skilled and competent 


and conscientious /it/ anywhere. We keep—and 
hech permanent rf wds of your child's foot- 
¥ fakes a little time ’ Yes, but decidedly 
v t Nothing ! ears has #0 
uh potential influence or sg th and future 
ef { ast } t toda 
AND THE shoes themselves count, too. We 
recommend | ¢ Yankee hoes shaped to Na 
ture's own form r growing feet. They happen 
to be wonderfully attractive designs, too for all 
the nicest designs come from Nature But firat 
and foremost, the designed for fit to fit 


perfectly at every point To let your child's feet 


deve ) thout influence from the shoe 


IRVING SHOES 


WHERE FIT COME First 


1308 N. Third St. Open Evenings ‘til 9 








dren. 


The store’s advertising plays up the 
importance of careful fitting for chil 
They have found that this type 
of advertising has the greatest appeal. 





an Adéressive Merchant. 


for everyone, including a box of family and everyore from the tot on 


pending upon the child, is sent to the candy for adults or a coke. Visiting up enjoys a visit. 


this store becomes an occasion for the [TURN TO PAGE 83, PLEASE | 





parents. This note congratulates the 


parents and tells them that the birth of 





their child was announced over the 





radio. In addition, the new mother is 





informed that a record of the birth has 





been made in both stores and if she 





will stop in at her earliest convenience, 





she will get a pair of shoes for her 





baby and the juvenile store will give 
her a gift of clothing. 






“These parents can bring this notice 
into the store at any time and get their 
free gifts,” explains Deitsch, “and they 







always keep the notice because at- 
tached to the original letter is a color- 
ful certificate that is 


” 





suitable for 





framing. 





Irving Deitsch feels that it is very 


The store uses one window for children’s shoes and the other for 
adult footwear, thus emphasizing the children but at the same time 
identifying the store as a family outlet 





important for a shoe merchant to make 





contact with the parents of newly born 
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“Five years ago,” says Mr. Ralph, “‘we carried only 


women’s and children’s shoes, but this year 


We'll sell 400 pairs of 


, % Mii a ‘ 
























Bakersfield, California is a fast growing community. Yet, for 
years many retailers thought that better quality men’s shoes 
couldn’t be sold profitably in Bakersfield. On top of that, Ralph’s 
Shoe Store had always specialized in women’s and children’s 
never before carried men’s shoes. 







shoes 











But Mr. Ralph had an idea. He had received calls from men 
who wanted the same careful fitting and comfort he had given 
their wives and youngsters. So Mr. Ralph placed his first order 
for Wright Arch Preserver Shoes —— 87 pairs in 1951. This year, 
he expects to sell over 400 pairs! That’s extra volume, extra 
profit he never had five years ago! 


ie 97 Sound business methods have paid off 
for Mr. Ralph. He selects only the 

styles most popular in his community, 

= but keeps them sized-in regularly, call- 







ing on the exceptionally fast service 
offered by Wright’s stock department. 
He now sells Wright’s boy’s shoes, 
too, and introduces Wright’s men’s shoes to teen-agers as they 
outgrow boys’ sizes. Mr. Ralph and his staff all wear Wright 
Arch Preservers and swear by 
them. 


“Wright Shoes”, says Mr. 
Ralph, “have everything 
smart styling, luxurious long- 
wearing leathers and day-in, 
day-out comfort you just can’t 
match! That combination sells 
anywhere!” 

















If your staff is well-trained in 
careful shoe fitting, get the 
facts about a Wright Arch Pre- 
server franchise. Send a card to 
Mr. Leo McCarthy, President, 
E. T. Wright & Co., Rockland, 
Mass. 


What Mr. Ralph can do, you 
can do. 


wright 


anche piiebhee Stoo 


LEFT TO RIGHT: Wright’s famous 308 most 
R. L. Ralph, owner, Ralph’s Shoes comfortable of all; soft llama 

Burt Silverman, Wright shoe fitter; grain calfskin, unlined forepart. 
Ray Vasquez, customer. Also available in black (style 315) 


14 AAA KE 























Sizes 6% 








In Canada: 
Scott & McHale, London, Ontario. 
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What a shoe salesman! 


PUT 


MICKEY MOUSE 


TO WORK FOR YOU 


Many excellent franchises still open. 










Get on the bandwagon ... let Walt Disney’s 
world-famous TV and movie celebrity sell shoes 
for you—in volume! Cash in on the terrific 


selling-power of Mickey Mouse. 


The Mickey Mouse Club, daytime TV -leader by a 
big margin, gives you a big selling edge in children’s 
shoes when you sell Mickey Mouse Shoes by 

Trimfoot. So make the most of Mickey! 
Write now to see if a Mickey Mouse Shoes 


franchise is open in your community. 


e 
© ar DISNEY HE'S A STAR SALESMAN FOR THESE LEADING 


PRODUCTIONS 





STORES, AND MANY MORE ACROSS THE NATION: 


OLDS 





Donallsons and e 
MINNEAPOLIS KING ‘ Aotim 
PORTLAND ST. PAA 
- 
Gimbels _. 
MILWAUKEE ond SOUTHGATE (Huet ahs 
SALT LAKE CITY 
Ci PHILADELPHIA + CHELTENHAM 





CINCINNATI 





wew YU seneer 


LOS ANGELES 
NEWARK 


Tq 
KUnROU 
lt p | 





the 
I< 5 
ae ATT ma: 
DALLAS om! poe al 
$7. LOUIS 
Otuver 


SYRACUSE 


TRIMFOOT COMPANY - FARMINGTON, MO. 
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PROMOTIONS HELP SALES 
IN SAN FRANCISCO 


EARLY April sales took the usual 
after-Easter slump that most shoe 
merchants in San Francisco expected. 
However, it was not as pronounced 
this year as some merchants had an- 
ticipated. This was probably due to 
the carryover effect of the heavy pre- 
Easter promotions and also to the 
fact that many of the leading dealers 
continued strong and 
sales promotion efforts on Spring and 
Summer footwear. 

Some dealers changed the sales em- 
phasis from the dress models to the 
casuals and outdoor every-day walk- 
ing shoes. Here the comfort and cool- 
ness features were pointed up. A good 
example of this was the City of Paris 
promotions of Paradise Kitten, a me- 
dium low heel mesh shoe in honey 
beige, white, navy or black, priced at 
$13.95 and $14.95. An appeal to the 
mail order trade was also made by 
the use of a handy order coupon at 
the bottom of the advertising. 

Frank Werner followed this same 
idea with punched pigskin Shenani- 
gans in both medium high and low 
heels at $14.95. Here again the sales 
emphasis was upon the coolness and 
comfort features. Hanan’s also has a 
perforated vamp number with slim 
looking mid-heel in white, blue and 
black suede, and in red and brown 
calfskin at $19.95. 

Black and white is proving popu- 
lar with many attractive combina- 
tions being shown. An_ especially 
striking model is the white kid with 
black scroll etching designs at Sommer 
& Kaufmann’s. This black scroll dec- 
oration is an allover pattern that 
even extends to the heels. Vinyl mod- 
els are also doing well, perhaps be- 
cause they are both dressy and give a 


bare-foot effect 
e 8 @ 


PHILADELPHIA PROMOTES 
LIGHT COLORS 


BRILLIANT shoe window displays 
continue to dominate the downtown 
shopping scene. Specialty shops and 
department stores are giving much 
more valuable window display space 
to the advertising of their shoe de- 
partments. Shoe buyers are not sat- 
isfied to rely on the trade of people 


advertising 
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coming into the store because they 
need shoes. They insist that people 
want more shoes when they see them 
attractively displayed in street win- 
dows. With the necessary pre-Easter 
displays long past, the theme has 
turned to the abundant light colors 

shoes with clear lucite combina- 
tions. Many pumps are being shown 
but also many halter backs with open 
toes. Heels are both either very high 
or what little heel,” 
which gives the semblance of the high 


is called “the 


heel in contour. 

Also, right after Easter, 
an increase in demand for 
Beige and brown tones have been the 
leading colors in casuals as well as 


closed 


there was 


casuals. 


afternoon or street shoes. The 
toe and heel casual 
continues in popularity 


in soft leather 


despite the 


greater showing of open toes and 
heels. Red and navy follow calls for 
beige. 

Among the light blues, pinks, and 





seashells... 


Beoutiful chugers of poste! seashells ond beads 
heel ond vornp, on our white calf and clear 
vinylite springolotor mule or halter (as shown) , 45.00 
Handbogs to motch, sizes to 10 


Yh Ct 


ORIGINALS 
1203 connecticut avenue 
1104 f street 


Shoes with seashells for summer are 
obviously good promotional material. 
William Allen, Washington, D. C. 






yellows that are getting a lot of pub- 
licity, white is getting an early start 
in general displays. Since white shoes 
are boosted in demand by the many 
spring occasions beginning with the 
May Day large per 
cent of stores had them on display 
with their styles for Easter. Sales in 
children’s shoes slowed after the holi 


processions, a 


day outfitting rush and it seems to 
be understood that business from this 
source will pick up with needs for 


warmer weather. 
—_ * * 


CHICAGO CLEARS EARLY 
SPRING SHOES 


CHicaco had one week of abnor 
early in April 
needed boost to 


mally warm weather 
This much 

light shoes. However, 
by a long stretch of cold, which had 
the opposite effect. Thus, except for 


some of the warm weather spurts, the 


gave a 
it was followed 


light and summer side of the shoe 
business has lagged. It has meant 
that stores still sold a lot of dark 
shoes, particularly patent and navy, 
all through April. However, this also 
had its advantages as it has helped 


to materially reduce early spring mer 
chandise before the 
tive summer selling. 

The beiges and tans and colors in 
the French flax and coffee 
frost family have done well despite 
conditions. Wedgwood blue has con 
tinued to be the surprise color, al 
though its heaviest activity has been 
type 


advent of the ac- 


bread, 


in the comfort and conservative 


Straw has been accelerating 
natural, 


shoes. 
and selling in beige ombre, 
both in 


and all over black, sandals 


and in ties. This is evidently going 
to be a good season for the mesh 
pump, in straw mesh, nylon mesh 


and combinations. Corkette 
and pig in tans, natural, and in some 
of the pastels are being bought for 
and Pink 


and yellow give evidence that 


various 


street afternoon shoes. 
blue, 
they will be the most active pastels 
with a rising interest in absinthe and 
tones in the 
Despite 
been 


some of the lavender 
salon and high style centers 
there has 


the adverse weather 


more early white business this year 
and it is expected 


Thus far, a 


than in some time, 


to increase. 


to continue 
lot of the light business has been con 
in the spectator family. It 


centrated 
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is expected to pick up in sandals and 
all-over white pumps as the season 
progresses. 

There has been an after-Easter 
lull in the children’s end of the busi- 
ness, Stocks in the dressy types were 
reduced considerably. Now, most of 
the activity is in staple shoes for 
school wear. 

The men’s business is always slower 
in getting into the summer selling 
season than the women’s. That has 
been true this past few weeks, al- 
though some of the exclusive men’s 
stores report that business has been 
fairly consistent and is normal. Two 
eyelet ties, the summer continental 
types, the shantungs and those with 
shantung, straw, or other contrast 
plugs, and the straws all show signs 
of good activity. 

- — ” 


BOSTON RE-ORDERS 
ON SOME STYLES 


DESPITE city-wide complaints of 
sales lost because of bad weather, it 
should be noted that many of Boston's 
retail shoe outlets have placed re- 
orders on styles and colors which 
have found favor with the consumer. 
Nor, except in a few neighborhood 
stores, have there been any attempts 
to reduce inventories by slashing 
prices, At the end of April it seemed 
apparent that retailers were content 
to carry over into late spring and 
early summer most of the shoes 
bought for late March selling. 


At the Sterling Shoe Store, 51 
Temple Place, it was reported that 
it has been necessary to re-order 
pump types which have been by far 
the best selling type so far this spring 
and which are expected to continue 
to sell well. In general, sales have 
been holding up well, with blue, red, 
beige and French bread the best sell- 
ing colors in addition to the per- 
ennial black patent. 

The week ended April 21 saw a 
“substantially better business” than 
the same week last year and this gain 
continued in the fourth week of the 
month, it was said at the Curtis Shoe 
Store, 133 Tremont Street. Re-orders 
have been placed for mesh oxfords 
and pumps in pastel blue. In the 
same types, yellow and pink meshes 
have been selling well in this store, 
the latter color being new insofar as 
this store is concerned. 

Anticipating a good summer sea- 
son, this store took early delivery on 
whites and found itself agreeably 
surprised at the ease with which 
women customers could be persuaded, 
while the weather was still chilly, to 
buy two pairs~—— whites and darker 
colors. The best selling pattern in 
all-over white has been a pump on an 
18/8 heel. Black and white combina- 
tions, and brown and white also have 
been early sellers. 

The Thayer McNeil Company at 47 
Temple Place early found an unex- 
pectedly good demand for navy calf 
pumps and oxford types and placed 














The light touch is perhaps the hardest to do well in advertising but it 
is worth the effort because it holds sales resistance to the minimum. 
Gus Moyer, New Orleans. 
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re-orders soon after the season opened. 
Other re-orders later were placed for 
two of the newer shades, French 
bread and Wedgwood blue. 

Boston’s newest shoe store, the 
Miss Antell Shop, next door to the 
Joseph Antell store at Zero Newbury 
Street, has been gradually building 
up volume on the teen-age shoes 
which are its specialty. Eighty per 
cent of its shoe stock carries little 
heels, the remainder being divided 
between closed flats and sport shoes. 
While the early season demand was 
for reds and blues, more recently the 
pastel colors have come to the fore 
and re-orders have been placed. In 
the Joseph Antell store both navy 
and Wedgwood blues are reported to 
have sold well. All pastel colors car- 
ried by the store have picked up vol- 
ume recently, particularly yellow. In 
contrast, so too has black. 


wn * * 


MILWAUKEE TRIES TO 
RECOUP LOST SALES 


MILWAUKEE shoe retailers, partic 
ularly those in the downtown area, in 
the last week of April were trying to 
recoup sales losses suffered by a com- 
bination of disturbing circumstances 

a week-long city-wide mass transit 
strike, cold and gloomy weather and 
the heavy blow dealt consumers April 
15 when state and Federal income 
taxes fell due. Wisconsin income 
taxes are not deducted from payrolls 
and are among the highest in the na- 
tion. Men’s shoe stores reported the 
slowest business. 

White, surprisingly, came in with a 
rush in late April and merchants with 
white windows and with white stock 
on their shelves found business brisk. 
White is expected to be bigger this 
season than in many years. Pink has 
been disappointing to many women’s 
shoe retailers, but few had any com- 
plaints with pastel blue or Wedgwood 
blue, yellow, tangerine, flax and 
beige. Patent has moved well in sev- 
eral stores, has been disappointing in 
others. A women’s shoe salon in a 
leading department store reported or- 
ders and reorders of mid-heel foldover 
opera pumps, in mid-heel t-strap san- 
dals, in Milan straw sandals, in hal- 
ters with draped vamps, in high 
heeled, open-toe pearl buckle pumps 
and in mid-heel pumps with French 
bread trim. all ranging in price from 

[TURN TO PAGE 73, PLEASE] 
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King Bee 
LINES WORTH LOOKING AT........+.4545 ing Bee 


MEN'S 
SLIPPERS 
AND 


SANDALS 


LINES WORTH LOOKING AT TWICE 
. » THAT'S KING BEE SLIPPERS 

AND SANDALS. MEN NOT ONLY 

LOOK FOR KING BEE SLIPPERS, 

BUT SNATCH THEM UP AS FAST 

AS YOU CAN STOCK THEM — 

BECAUSE ONLY KING BEE PACKS 

IN SQ MUCH STYLE, QUALITY, 

AND FINE CRAFTSMANSHIP FOR 

SUCH A LOW PRICE, KING BEE i ; 

SLIPPERS FEATURE BILTRITE f D - ; WRITE FOR YOUR PREE CALENDAR 
NURON-FLEX AND NURON ’ 


CREPE LIGHTWEIGHT SOLES, FEATURING THE LUSCIOUS KING BEE GIRL 


KINGS FOOTWEAR COMPANY ® 47 WEST 34TH STREET, NEW YORK CITY 
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SOFT...as an old Serenade | afe 


TRADEMARK 


the new 
Continental Leather 
by BREZNER 


Stylists say, Bravol’’ We sayy ‘Si! Si!l'' Yes . . . indeed! You must see Brezner'’s new shadow-tone 
leather sensation, NAPOL. . . ideal for men’s, women's and children’s high-quality casuals. 
Beautifully textured,helting soft, yet tough and durable, NAPOLI pampers every whim of foot- 
wear stylists, (every movement of the foot, too)! 


And . . . NAPOLI translates so superbly the long, low lines of today’s Continental styling, you'd 
think it was tanned for that specific purpose! Fact is, it was! 


Send for swatches—TODAY! 


THE BREZNER DIVISION OF ALLIED KID COMPANY 
145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
“Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 
ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
H. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 


MILWAUKEE, WIS ROCHESTER, N. Y LOS ANGELES, CALIF San Francisco, Calif 
Harold |. Stewort John E. Graham & Sons Russ White Co 


Handbag Representatives New York, N. Y., Chilewich Sons & Co. 
Representatives in All the World's Leading Leather Markets 
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$10.95 to $19.95 a pair. 

High fashion halters 24/8 
heels in patent and in tangerine and 
pastel blue were selling well in two 
downtown quality Textured 
shoes were gaining in importance in 
this ultra-conservative center, one of 
unshorn calfskin dyed red in a broad 
toe strap in combination with black 
patent 24/8 heel and narrower foot 
strap to match. Another is a pale 
snakeskin opened shoe overprinted in 
black and gold In style 
with fashionable polka dots, another 
salon navy, 
- beige and black nylon crocheted mesh 
in slim fitted low heels and trim of 
matching calf. These pumps sell at 
$14.95 with matching bags at $10.95 
(plus tax). There is also activity in 
the upper brackets of vinyl sling san- 
dals with 24/8 glass heels, navy calf 
pumps and halters with 23/8 heels 
and black suede and cloth stripping 
sandals with 23/8 heels. Straw was 


with 


shops. 


splashes. 


reported demand for 


gaining in popularity and was ex- 
pected to be in big demand in both 
dress and casual wear by mid-May in 
beige, gray, black and navy. 

In lower brackets, casual wear of 
the airier type was selling well in 
many stores canvassed—punched pig 
wedges in gray and ginger, light pas- 
tel, beige. and off white leather 
wedges, straw flats and straw wedges 
with matching bags. leather slipon 
types and 
downtown shop proprietor said that 
he had water buffalo 
pumps and sandals in rich beige col- 
ors with 14/8 and 15/8 heels as well 
as skimmer type pumps and pumps 
with 18/8 heels. retailing at $13.95 
with matching bags. 
_ 


rubber-soled casuals. A 


re-ordered 


* * 


NEW YORK LOOKS FORWARD 
TO SUMMER 


SHOE retailing in New York has 
been rather sporadic for the past sev- 
eral weeks, due no doubt to the poor 
retailers have 








weather. However, 
consoled themselves with the fact that 
though they missed spring, as such, 
there would be some summer ahead. 

In the interim, they held spot sales 
of the dark 
However, 


and cleared out some 
shoes and broken 
when the heat and humidity burst 
upon New York--on a Saturday, at 


that—there was an immediate pick 


sizes. 
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up and noticeable activity in the re- 
tail shoe shops throughout the city. 
Department stores, too, reported good 
trafic and satisfactory activity in 
their shoe departments. 

As to what was actually selling 
in women’s dress shoes, it was pumps, 
in calf, suede, kid, patent and tex- 
tured leathers. One store showed them 
in a “spectrum of twenty colors.” 
Other colors that seemed to be get- 
light 
some 


ting good response were the 
beige, blonde, flax 


Vinyls in open 


shades 
few blues and reds. 
types — open toes, open heels — are 
continuing to sell well, in the clear 
ov pastel, 

In men’s shoes, retailers have pro 
moted the Italian or Continental look 

with an emphasis on the features 
that would attract the male customer, 
“elasticized laces, invisible 


soft and flexible, 


such as 
side gores, slip-ons 
they feel more like a glove than a 
shoe.” Customer response has been 
good. 
Merchants 
business may 


indicate that although 
have been slow up to 
this point, the prospects are for a 
definite pick up from now on. Inven- 
tories may seem to be a bit heavy 
but they are not unduly out of line 





and retailers are in an open-to-buy 
position when needs be. 

The general picture is satisfactory 
and shoe retailers expect aggregate 
figures to be comparable with last 
year's. 

* * « 


RETAIL SALES SPOTTY 
IN ST. LOUIS 


Sr. LOUIS shoe departments and 
stores are so full of a number of 
things that purchasers should all be 
happy as kings. Novelties in all colors 
have blossomed out among the planted 
rows of traditional Spring footwear to 
form a riot of texture and color ap- 
peal. 

Buying, however, in women’s shoes 
is spotty, with a scattering of every- 
thing being sold, yet no one type, 
pumps perhaps excepted, purchased 
in any quantity. Weather has been a 
factor, with cool days prevailing. 

For women, beige straw casuals be 
decked with fruit, flowers, lacings and 
varicolored straw embroidery go hand 
in hand with St. Louis patio and bar- 
becue weather, which has not ar 
rived on schedule. Consequently sales 
of these casuals, as well as other typi 
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Men's shoe advertising is usually not as original as women's—for obvi- 
ous reasons. Jordan Marsh in Miami breaks the barrier with this lively 
advertisement of a new raffia loafer. 









Why 371 U.S. manufacturers 
now enjoy 100% tax 


Governor Muniz tells why Puerto Rico offers such 


amazing incentives to new or expanding manufacturers. 


N THIS statement, I shall try to explain 
Puerto Rico’s economic position as 
frankly as I would to any manufacturer 
or labor leader who met me face to face. 
Puerto Rico is currently making a de- 
termined effort to stand squarely on its 
own economic feet. At present we do not 
have nearly enough jobs to support our 
people. We are therefore directing every 
energy to create more jobs at home, and 
to curtail migration to the States. 
That is precisely why we are going 
all out to attract every new plant we pos- 
sibly can. But, to date, we are still pro- 
viding only 25% of the new jobs we need 
each year to keep pace with our expand- 
ing labor force. I shall go into details 
later, But first I want to make two points 
of my Government's policy absolutely 
clear : 
1. Puerto Rico has no intention of 
winning industries away from any- 
where, We do not grant tax conces- 
sions to runaway plants. 
2. Puerto Rico's Industrial Devel- 
opment Plan is based on a combi- 
nation of absolutely ethical incen- 
tives. We do not and never will hold 
out low wages as an attraction to 
business. My Government's firm 
philosophy is that wages should rise 
as rapidly as our economic develop- 
ment permits, 

Let me now describe our basic problem 


: 0 09 
in more detail.’ 


Our Problem 


“When people talk of over-population as 
Puerto Rico's biggest headache, they cer- 
tainly don’t exaggerate, 
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Our unemployment is high. Our income 
only 25% of the U. S. 


average. And every year 20,000 more 


level is still low 


workers swell our under-employed labor 
forces. 

But this is probably putting the cart 
before the horse. Our real problem is not 
over-population but under-development. 
What then is our best solution?” 


Our Solution 
“I am convinced that the answer can 
only lie in more and more industry. 
Hence we are pinning our major hopes 
on our industrial development program, 
as the main pull of what we call Opera- 
tion Bootstrap. 

From the economic standpoint, Oper- 
ation Bootstrap has but one simple aim 
—to develop industry, and in doing so, 
to encourage U. S. manufacturers to 
expand their operations to Puerto Rico. 
Operation Bootstrap is, in fact, a bold 
attempt to increase the well-being of our 
whole Commonwealth—workers and em- 
ployers alike. And lest anyone should 
fear that my country’s program might 
injure the U. S. economy, let me now 
sound a reassuring note: 

1. The U.S. already has 65 million 
employed. Puerto Rico only needs 
to create 150 thousand new jobs to 
solve its present problem. 
2. One half of one percent of nor- 
mal U. S. industrial expansion 
would achieve our whole economic 
program. 
I hope these comparisons help to put 
Puerto Rico’s modest needs in proper 
perspective. But, for good measure, let 


me quote a few more figures to show how 
important a prosperous Puerto Rico is 
to U. S. business itself: 
In 1955, Puerto Rico’s purchases 
from the U. S. rose to $580,000,000, 
Without Puerto Rico as a customer, 
New York’s gross sales would have 
dropped by $67,000,000; Califor- 
nia’s by $54,000,000; New Eng- 
land’s by $53,000,000. 
So much for statistics. Now just a word 
about my people, without whose willing 
co-operation Operation Bootstrap would 
merely be a sterile dream.” 


Bootstrap Underway 
“Pay us a visit and I think you will be 
impressed immediately by the whole- 
hearted faith we Puerto Ricans place in 
Operation Bootstrap. 

We believe in it deeply and thoroughly 

and, with practically no exceptions, 
support its policies right along the line. 
Thus, I can promise the same eager, 
cheerful co-operation to every U.S. man- 
ufacturer who expands his industry to 
our Commonweaith. 

Searcely a month goes by that I am 
not visited by the Mayors of a dozen 
Puerto Rican towns, all asking for plants 
to be erected in their areas, There’s not 
a community in all Puerto Rico that 
would not enthusiastically welcome the 
arrival of a new factory. 

For we all realize that though we have 
made a promising start up the long, long 
hill to economic prosperity—the summit 
is not in sight yet. But the Puerto Rican 
people have squared up to their chal- 


lenge and are meeting it in good heart.” 
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Corporate Tax Exemption 


If your net profit 
after U. S. Corporate 


Your net profit 
in Puerto Rico 


in Puerto Rico 


freedom 





If your income after 


Income Tax is : would be: 
$ 29,500 $ 50,000 
58,500 100,000 
245,500 500,000 
485,500 1,000,000 


Dividend Tax Exemption* 
Your net income in 
Puerto Rico 
would be : 


U.S. Individual 
Income Tax is: 
% 7,760 
15,850 


& 10,000 

25,000 
25,180 50,000 
51,180 200,000 


*Dividends are tax-free only if paid to res 
idents of Puerto Rico by a tax-exempt 
corporation, Examples are based on Fed 
eral rates (Jan. 1, 1956) for single persons 








Beardsley Ruml tells how new or expanding industries 


(not runaway plants) get tax exemption. 


“C'TART A NEW plant in Puerto Rico and 
S you are not only free from Federal 
income taxes (they don’t apply) — you 
can be exempt from local income taxes 
too. Your freedom from Federal taxes is 
not a concession. It is a Constitutional fact 
which stems logically from that historic 
American principle ‘Taxation without 


How you gain 


1. A better return. Local tax conces- 
sions, freedom from Federal taxes, and 
lower operating costs will all reflect fa- 
vorably in your company’s balance sheet. 


See table above. 


2. Abundant, skillful labor. Puerto 
Rico’s labor force totals 644,000. The 
Commonwealth operates an ambitious 
vocational training program, which will 
even screen workers and teach them spe- 
cially to operate your machines. The 
adeptness of the Puerto Rican worker in 
learning precision skills may be judged 
by the fact that the following famous 
companies now have operations in 
Puerto Rico: 
Remington Rand. St. Regis Paper. 
Beaunit Mills. International Latex. 
Carborundum Company. Shoe Cor- 
poration of America. United Tool 
and Drill. Sunbeam Electric. Univis 
Lens. Weston Electrical Instrument 
Company. 


3. No currency or customs problems. 


Puerto Rico is a Commonwealth freely 
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representation is tyranny.’ Puerto Rico 
has no vote in Congress, and therefore 
no Federal income taxes — corporate or 


personal,” 
Protected by Two Constitutions 


“Your business is not only protected by 
the Commonwealth Constitution, it is 


It is 


economic 


associated with the United States 
an integral part of the U. 5. 
system. You have none of the problems 
of operating from a foreign country. 
Movement of goods, money and people 
between Puerto Rico and the U. 5. is 
as free as it is between the states of the 
Union. There’s no duty on trade and the 
U.S. dollar is currency. 


4. Low capital investment. New sin- 
gle-story, low-rental factories are ready 
to occupy. The government will even 
build a special one for you on a very 
small down payment. Abundant electric 
ity, gas and water are just waiting to be 


connected 


5. ideal location. Puerto Rico is served 
by 30 ocean lines and 8 airlines. It is only 
York — less 


than 4 from Miami. Goods are actually 


5% hours by air from New 


made in Puerto Rico one day and are 
The 


Tempera 


delivered in Los Angeles the next 
climate is perpetual Spring 


ture stays around the balmy 70's most of 


permanently guarded by all the guaran 
tees of the U 


tion, too 


5S. Courts and Constitu 


As for your local income tax exemp 
tion, this is an added incentive, offered 
by the Commonwealth Government to 
attract new plants that Puerto Rico's 


economy needs sO urgently ‘2 


from a new plant in Puerto Rico 


the year. Swimming, sailing and fishing 


are superb, Domestic help is plentiful 


is Your Company Eligible? 
To find out if your company is eligible 
for tax exemption in Puerto Rico, call 
our nearest office 
New York MU 8-2960 
Chicago AN 3-4887 
Los Angeles WE 1-1225 


579 Sth Ave 
79 W. Monroe 
5525 Wilshire 


Or mail coupon for free booklet 


ap saiemiec vies ini iacaa “ppd 
Commonwealth of Puerto Rico 
Economic Development 

Administration 

579 Fifth Ave., New York 17, N.Y. 
Dept. BS 61 
Mail me “Facts for the Manufacturer 
your report ol the advantages of Puerto 


Rico for plant location 


Name 
Company 
Product 


Address 
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{bove: Al Di Pardo starts to repair heel on 
custom-made shoes for Marilyn Monroe. Miss 
Monroe orders hand-made shoes a dozen at a 
time. She always has two or three pairs in for 
repair of broken high heels. 


Left: Mrs. Carmela Napoli displays a pair of 
rhinestone studded shoes made for Marge 
Champion, the dancer. 


A Good Business in Mukluks 


Hollywood Bootmakers Makes Shoes to Order for the Movie Industry 
Anything from Congress Gaiters to Turkish Harem Shoes. 


One of the West Coast’s leading manufacturers of high 
button shoes is having difficulty keeping up with its 
orders. It also reports a ready sale for caribou-hide 
mukluks, hand carved wooden shoes, and congress 
gaiters. 

Re-orders are heavy for thong sandals used by King 
Pharaoh of Egypt. 

No, they aren’t crazy; they just cater to a crazy 
business. The company known as Hollywood Boot- 
makers has produced hand-made shoes for every top 
star in Hollywood and most of the lesser luminaries. 
Footwear for costume pictures in the style of hundreds 
of years ago, sleek modern pumps for dancing stars, 
laugh-provoking shoes for baggy pants comedians—it’s 
all in the day’s work to owner Carmela Napoli and her 
brother, Al Di Pardo. 

A quick turn around the work benches in the shop 
produces as many stellar names as a Hollywood premier. 
Here are two pairs of congress gaiters being finished 
for the King Star of them all, Clark Gable. These are 
driving boots for Raymond Massey. These square-toed 
patent leather dancing pumps, style of 1890, are for 
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Below: Mrs. Napoli and Al Di Pardo check over 
a few outgoing orders; 1890 patent dancing 
pumps for Montgomery Clift, felt shoes with 
turned-up toes for a Leprechaun, reindeer skin 
dogsled driving boots for a Laplander, and in 
the back, laced shoes for a stagecoach driver 
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Nationally Advertised 





Suntors 


FASTEST! 


suggested retail for most styles $4.9 to $H” 


A few styles slightly higher 


Write us for franchise for your city. 
Send for our catalog today. 


oo 8 OR S S H O E 
ONE ISLAND STREET, LAWRENCE, MASS. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


anufacturing 
tid Markets 


New York State 


THE shoe manufacturing picture in New York remains 
unchanged. For the most part, production continues‘on a 
satisfactory basis. Most of the shoes going through the 
factory are for immediate delivery. At time, 
early fall lines have been detailed and already sampled 
at various shoe shows that were held early this month. In 
fact, members of the Guild of Better Shoe Manufacturers 
went a step further. During the Guild week, they showed 
their late fall shoes. 

Reaction of the retailers to the new lines seemed to be 
most favorable and although their sampling may have been 
a bit cautious, prospects are for good business ahead. 

Shoe manufacturers in the Rochester area see no im- 
mediate threat to the high level of production which they 
have maintained for many months, but they are eyeing 
with some concern the growing inflationary trend which 
may cause serious readjustments later. 

Post-Easter retail shoe business has been good in most 
sections, factories report, in most cases making up for 
earlier slowness due to poor weather. It is the general 
expectation of manufacturers and retailers: alike that 
March and April taken together will equal or slightly ex- 
ceed the same period last year. 

Some upstate stores said they were selling after Easter 
shoes which normally would have been marketed some 
weeks before. Manufacturers concede this may have an 
effect on reorders of spring numbers. When  blizzardy 
weather gives way to warm sunny days it is considered 
likely that customers will want summer shoes instead of 
spring styles. 

A few Rochester factories reported a slackening of or- 
ders after Easter, but this brief trend has not caused 
worry. Factories have every reason to expect a good re- 
ception for new fall lines. 

Rising production costs, however, are causing many man 
ufacturers serious concern. Some executives are outspoken 
about the upward trend of leather prices and the strange 
part the Government has played in the situation. De- 
claring hides surplus was a blunder and an unwise effort 
to placate farmers, one shoeman asserted. 

Upstate shoe manufacturers believe leather will con- 
tinue in strong demand and expect higher prices. Higher 
labor costs are affecting leather prices as well as other 
segments of the shoe industry, they point out. 

While the new minimum wage law has had almost no 
direct effect on shoe manufacturers, it has caused quite 
a bit of upgrading of jobs and rates. This trend and the 
general increase in living costs has caused renewed pres- 
sure from shoe unions in Rochester. 

One major plant has been struck, not so much because 
of demands for higher wages and more holidays as the 
insistence on a pension plan. At another large plant, a 
demand for higher rates for certain jobs was arbitrated 
and the decision called for a 10 per cent boost. However, 
due to the small number of workers affected, the average 
for the plant will increase considerably less. 


the same 
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Shoe prices must eventually go up to compensate for 
higher labor, leather and miscellaneous costs, most factory 
executives state. Some prices were upped several months 
ago and others are imminent, spokesmen for producers 
say. Production costs of the biggest factories are some 
eight per cent above a year ago and those of small fac 
tories 12 per cent or more, according to executives, Profit 
margins are being narrowed dangerously and must be 
corrected, they believe. 


St. Louis 


Activity at the manufacturing level is quiet in St. Louis, 
now that the bustle of the Fall Showing is past. 

Since salesmen for most companies are on the road, re- 
tailers’ reactions and/or resistance to Fall price increases 
cannot be surveyed. Whites are being shipped in quantity 
for the approaching Summer. With balmier weather over 
the nation, retail sales of Summer shoes have been stimu 
lated, and have been reflected in manufacturers’ shipments 
Indications are that retail inventories, which are generally 
recognized as being high due to a cold raw Spring, will be 
reduced to healthier levels by late this month. 

St. Louis shoe manufacturers are showing mixed reac 
tions to the dates set for next year’s Fall Showing. Advanc- 
ing the dates approximately three weeks has the sanction 
of some, but several have voiced opinion against the ad 
vance, since conflicts schedules. The new 
dates, April 7 to 10, 1957, may perhaps force the salesmen’'s 
meetings of individual companies to be held earlier than 


may arise in 


is practical or feasible. 


Chicago 


FALL orders are just beginning to be written in substan 
tial quantities. Salesmen are out on their road trips, fol 
lowing the two major shows. Business is also being written 
Repeat 
and fill-in business is also important at this time, Heaviest 


at the various regional shows around this area. 


orders being placed now are for early shoes for July and 
August delivery. Most of this early business, which is 
concerned with shoes to sell at retail up through August, 
is expected to be completed by the end of May. 

Most of this early business is for suedes in the lighter 
weight treatments both as to material and pattern. There 
is good interest being shown in the sweater pumps with 
the lower side lines and in both sandals and pumps with 
new adaptations of elasticized treatments. Blacks predomi 
nate, but there are more browns being bought in these 
for calf are 
being placed, but the bulk of these are expected to come 
Here 
again, the brown family is extremely important, with green, 
The 


glove leathers and soft treatments are proving extremely 


early shoes than is normal. Some orders 
a little later peaking them for September selling. 
gray, and some reds picked as promotional colors. 


popular in the casual family. 
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... It Looks Better Longer 


DURALENE 


for the 
packing room 
is the newest 
member of the 


family of 


UNITED FINISHES 


Distributed by 








Duralene is the new leather finish for the tanner and the shoe 
factory packing room. If it is used by either, it gives a better 
finish. If it is used by both, it gives a superlative finish. 

It’s more durable. Lustre of the finish holds up from shoe 
factory to wearer. Shoes have added sales appeal in the “‘calfy’”’ 
look that Duralene gives side leather. The full beauty of grain 
and texture stands out. 

The wearer gets an additional ‘‘bonus” in Duralene’s water- 
repellency. Rain won't spot it. 

The price is good news, too, because Duralene adds value 
without increasing cost! Ask for a demonstration to-day! 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


“Trademark BB Chemical Co. 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 73| 


cally patio styles, are not yet news- 
worthy. 
flax, white and multi in both plain 
and luster braids are moving well in 
both high wedges and little thin-heel 
patterns, 

Whites are in everywhere and _ be- 
ginning to pick up momentum in ad- 
d.tion to sales for June weddings and 
graduations. Suburban buying favors 
restrained spectators with low cut 
vamp and highest thin heels. One 
large outlying store department re- 
ports surprisingly good response to 
specs combining white buck and black 
patent, and 
ments that the addition of patent on 
heel and vamp transforms a sporty 
spectator into a considerably dressier 
shoe. 

Store displays usual 
pools and sprinkling cans dribbling 
over washable rubber footwear. This 
type is currently a high volume seller 
in all colors and degrees of decora- 
tion. Vinyl slings were used on mod- 
els wearing Spring formal dresses in 
one downtown department store win- 
dow, with interesting resultant effect. 
The lightness of the ‘ 
and the pink, blue, yellow and clear 
vinyl harmonized pleasingly with the 
airy formals. Sales of vinyl in all 
colors and combined with pastel kid 


Smoother braided straws in 


notes customers’ com- 


feature the 


‘cut glass heels” 


are reported in most stores as good. 

Luster kid high heeled sandals in 
muted pink, blue, yellow as well as 
white are being promoted with match- 
ing handbags, but sales in quantity 
have not started yet. Buyers are also 
reserving judgment on whites with 
gold touches, displayed widely in all 
heel heights. 

Current advertising of men’s foot- 
wear is playing up lighter types, one 
and two eyelet, with inserts of nylon, 
silk, shantung and perforated leather. 
Sales are still scattered and will prob- 
ably remain so until St. Louis weather 


turns on the overdue heat. 

In children’s shoes, retailers report 
delight with the adult-wide range ot 
styles and colors available, pointing 
out that little girls can now choose 
any style, color or degree of dressi- 
ness. Barefoot sandals are heavy vol- 
ume sellers, both in plain tan elk, 
and also in pink, blue, yellow, green 
and white. One major department 
store downtown is stocking barefoot 
sandals in gold kid for the third 
straight year in sizes from tiniest to 
growing girls. Pastel sandals with 
vinyl vamp are selling spottily. Heavy 
sales of saddles have been tallied as 
the summer color switchover ap- 
proaches. 


” n * 


MINNEAPOLIS SALES SLOWED 
BY CONTINUED COLD 


Minneapolis. 


BUSINESS has been only fair, mer- 
chants report, due to continuing cold 
weather. Black continues to 
hold interest and sales in this have 
been good. Navy calf is a close sec- 


A number of stores have had 


patent 


ond. 
promotions of navy for Spring cos- 
tumes and this has upped sale in 
matching shoes. Maple is also a shade 
that is attracting attention. Red is 
moving slowly although stores are 
giving it good display and think that 
it will be popular a little later. 

The very low cut design continues 
to be a favorite. The less shoe, the 


better, seems to be the prevailing 
trend, Pumps with deep-cut sides are 
best selling. There has 
sale of wedgies, also cut low on sides. 
with high vamps and stitched over 
These are 


been good 


lays to give smartness. 


selling in colors with tan or beige 
very good. 

Heel interest sparks many designs 
Black patent or navy calf with silver 
heels, or French bread with gold heel 
are finding acceptance. 

Stores have been making an effort 
of whites, 


for early sale featuring 








them in newspaper advertisements and 
Mesh 


strong 


store displays. combinations 


are being given promotion, 
Powers had a white mesh promotion, 
combining it with white calf in open 
toe pumps and oxfords, selling for 
$16.95. Napier featured a group of 
meshes in allied white 
calf, white mesh with flax calf and 


natural mesh with French bread calf, 


white with 


oo * “ 


St. Paul. 

Bi SINESS has picked up after a 
After-Easter busi 
ness has been considerably better and 


slow early season. 


shoes are beginning to move as stores 


continue to have store-wide sales 


drawing trafic, Schuneman’s held a 
shoe sale of nationally advertised 
shoes, regularly $10.95 to $16.50, for 
a single price of $8.90, all from reg 
ular stock, immediate 
wear and through Summer. 

With Summer 
fashion shows, color in 


promoted for 
dresses now being 
featured in 
shoes is being stressed. Pastels and 


beige tones are good. There is a 
large amount of white and it prom 
ises to be very good in coming months 
have featured 


A number of stores 


white comfortable shoes for nurses 
beauticians and others who wear white 
at work. Mesh for street and dress is 
very strong in white and white com 
binations. 

The Golden Rule 
Italian straw sandals in imported mi 
lan straw in high fashion shades 
cocoa, pink, light blue and white 
with wedge heels, selling at $9.95 


featured Swiss 


The Emporium showed sparkling 
Oriental print on 
beige with comfortable wedge heel 
selling for $10.95, matching 
clutch bags, selling at $7.95 

Black black or navy 
calf continue to be best sellers. Field 
Schlick dusky mat calf 
touched with gold in black or navy 
with cutwork for trim and with square 
throat. selling for $14.95 


a background of 
with 
patent and 


featured 





Selling Polish 
MAKING a simple change in selling 


policies where shoe polish is con- 
cerned has obtained outstanding re- 
sults at Rollnick’s Shoes, a family shoe 
store in Denver, Colo. 

“We sell polish to 85 per cent of 
our shoe customers,” Elgie Dillman, 
manager, said, “in place of selling less 
than half that much a year ago. The 
sole reason is that we have now made 
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it part of every shoe sale for the sales- 


man to step up to the front of the 
store to the findings display and put 
a can or bottle of polish in his pocket. 
He chooses a color or type which suits 
the shoes being purchased and when 
he returns to the customer he simply 
brings the polish out of his pocket, 
suggests that it will make a tremen- 
dous difference in the life of the foot- 
wear and invites the customer to take 
it along with the shoe purchase.” 





The reason why so many customers 
respond affirmatively to the suggestion 
is that most of them appreciate the 
effort 
going after the appropriate polish, re- 
ports Mr, Dillman. “Most customers, 
if they are in a hurry, will pay little 


which the salesman made in 


attention to the shoe polish display on 
the wrapping stand at the front of the 
store but will respond to the personal 
suggestion made by the salesman in 
regard to their own shoes, 











B.E-Good 


B. F. Goodrich heels for low-cut shoes 
look befter—are easier to attach 


Made with wood core construction 


OU add good looks and sales ap- 
peal to your low-cut shoes when 
you use B. F. Goodrich ““Lo-Cut’”’ rub- 
sa heels. They are designed especially 
for use with stitched heel seats. Made 
with wood cores, they fit tighter; seat 
the heel firmly, permanently, without 
Raping of corner separation 
Production and quality improve, too. 
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The wood core provides unlimited nail- 
ing patterns. Makes it easy to miss the 
heel seat nails. Sharply reduces the 
number of cripples. The wood core 
supports the heel, helps to hold its 
shape. 

More and more, manufacturers of 
fine shoes are specifying wood core 
rubber heels. They like the advantages. 
Why not use them on your shoes? 
Either with the famous B. F. Goodrich 


trademark or your own private brand. 
Write Shoe Products Sale 5, B. F Goodrich 
Industrial Products Co., Akron, Ohio. 


B.EGoodrich 


SHOE PRODUCTS 
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No Sales Peak for an 
Aggressive Merchant 


[CONTINUED FROM PAGE 65] 


Seldom does Irving Shoes sell a 
single pair to a customer. Parents are 
usually accompanied by all their chil- 
dren, and if they are going to school, 
they need dress and school shoes at the 
same time. And while shoe buying is 
in order, the father or mother can be 
fitted at the same time. Several pairs 
of shoes to one family at one time is a 
regular part of this store’s merchan- 
dising plan. 

“We try to promote shoe buying as 
a Family Plan,” explains Deitsch. “As 
every member of the family needs 
shoes, why shouldn’t they get them at 
the same time—and more important— 
at the same source. So to stimulate 
Family Plan buying, we have pro- 
moted a Family Plan promotion.” 

A free pair of shoes is given after 
12 pairs have been purchased at the 
store, regardless of price and type of 
shoes that were previously purchased. 
The free pair has a retail value of 
$6.98 and this amount can be made up 
of children’s, men’s or women’s shoes. 
If a purchase is over $6.98, the cus- 
tomer just pays the difference. 

“Each customer gets a card which is 
punched for each pair of shoes pur- 
chased,” says Deitsch., “We keep a 
duplicate card in our file, with the cus- 
tomer’s name and address. Both cards 
are punched at the same time so that 
we have a check when a card is pre- 
sented to us for a free pair of shoes.” 


Consistent Newspaper Advertising 


The store advertises consistently in 
the Harrisburg Evening News-Patriot. 
All ads are keyed to proper fitting and 
attention to children’s feet and in a 
minor position include adult shoes. 

“We have found that ads featuring 
careful fit and attention to youngsters 
have greater appeal for the average 
adult than any other type of advertis- 
ing,” says Deitsch. “We have checked 
it and found it to be so. We ran ads 
featuring careful fittings for adults 
and then ran ads featuring careful fit- 
tings for youngsters and mentioned 
that we gave the same careful atten- 
tion to adults. The results from the 
latter ads drew a tremendous response. 
It’s psychological. The average adult 
feels that if a shoe merchant can fit a 
youngster properly, he can certainly do 
the same for adults.” 

Except for a private sale that the 
store features once-a-year, Deitsch does 
not believe in running price sales. He 
feels that people buy shoes because they 
need them—and for no other reason. 
And a store that runs price promotions 
consistently is only lowering its pres- 
tige in the eyes of the public. 

“There are two main reasons for this 
customer’s sale,” says Deitsch. “First, 
we want our regular customers to know 
that because they are our customers, 
they can get special savings at certain 
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sales dates. Then as far as we are 
concerned, this sale gives us an oppor- 
tunity to reduce certain stocks that 
are slow-movers. All footwear pur- 
chased during this private customer 
sale is at a 15 per cent discount.” 

During such seasons as Easter, Back- 
to-School and Christmas, over 5000 
promotional type cards are sent to the 
store’s mailing list. These cards fea- 
ture shoes for everyone in the family 
and promote the Family Plan and the 
free 13th pair of shoes. 

Only top-notch personnel are em- 
ployed by Deitsch and they must al- 
ways be pleasant in spirit. If for some 
reason an employee has reason for feel- 
ing downcast, he is given the day off. 
This aggressive merchant feels that an 
undermanned store is much better than 
one with unpleasant employees. 

The store operates its inventory on 
a rotating basis. As soon as one order 
comes in, another is sent out. Previous 
orders for all stocks are checked against 
remaining stocks so that the popularity 
of specific styles and types is deter- 
mined, thereby maintaining a balanced 
inventory at all times. 

The store devotes one of its two dis- 
play windows to children’s shoes and 
the other to adult footwear. This places 
heavy enough emphasis on infants and 
youngsters footwear while at the same 
time identifying the store as a family 
outlet. 


A Good Business 
In Mukluks 


[CONTINUED FROM PAGE 77] 


Montgomery Clift. And over here, in 
for repair, are two of the 12 pairs of 
high-heeled pumps that were specially 
made for Marilyn Monroe. Modern 
dressy shoes with high, slim tapered 
heels, she breaks the heels continually 
and always has two or three pairs in 
the shop for repairs. “I don’t know 
what that girl does to her heels,” the 
shop foreman mutters as he starts re- 
placing them. 

With a steady parade of Hollywood's 
top people in and out of the shop all 
day long, year after year, they soon 
lose all glamor and become just like 
any other customers. Mrs. Napoli takes 
their orders quickly and cheerfully; Al 
Di Pardo traces the outlines of their 
feet on a piece of paper with nothing 
more than a friendly comment. When 
asked if the stars are just like ordi- 
nary customers, Al replies. 

“Well, Gable and Clift, 
Monroe girl—ahem—well, 
other matter.” 

She sure is. 

This unique custom shoe shop started 
back in Sicily, when the late Joe Napoli 
was apprenticed to a cobbler, learning 
the trade in the centuries-old manner 
of the Old World. He came to the 
United States when he was 16, directly 
to Hollywood, where his cousin had a 
shoe repair shop. Some years later, 
after he and Carmela were married, 
he opened his own place in the building 


the 
an- 


yes 
that’s 





which also housed the mammoth cloth- 
ing rental firm of Western Costumers, 
who supply most of the costume cloth- 
ing worn in the production of the 
movies. After some years Napoli moved 
to another address up on Hollywood 
Boulevard, where he stayed for almost 
a decade. But it finally got to be too 
much of a chore for Western Costume 
customers to be running up there for 
fittings all the time, and they coaxed 
him into moving back to the old ad- 
dress again. 

About three years ago, Joe Napoli 
passed on, but his widow Carmela car- 
ried on the business, with the help of 
her brother Al, who had been working 
with them for many years. 

Mrs. Napoli is not just an office- 
owner; she actually does much of the 
shoe making with her own hands. 
Hand-turned slippers, fine stitching, all 
receive her own deft woman’s touch, 

In a roundabout way, the shop of 
Mrs. Napoli and Al Di Pardo is often a 
style setter for the world. Special 
shoes they make up for a movie will 
receive attention from commercial man- 
ufacturers, who turn out a modification 
for general consumption. Italian styl- 
ing is one; they made the boots which 
Danny Kaye wore in the “Court 
Jester.” A designer from Aronov of 
California saw them and made a modi- 
fied pair, which he called the Giacomo 
Boot. In this teen-age line it has 
proven to be a leader. 

Dancers, too, have Mrs. Napoli make 
up special shoes for them. Dancing 
star Marge Champion is getting a pair 
of rhinestone studded strap pumps. The 
delicate lasting and slim heel are the 
height of fashion; they could be worn 
to any formal party—until you turn 
them over and see the sturdy rubber 
soles fixed to the bottoms to prevent 
slipping during fast routines on highly 
polished stage floors. 

At the other end of the scale are the 
boots made for Charles Laughton to 

[TURN TO PAGE 87, PLEASE] 


Sell the Coat 
With the Boots 
[CONTINUED FROM PAGE 58] 


for a small store, you have only to 
work on it until you have persuaded 
some promotion-minded rainwear man- 
ufacturers to work along with you on 
the right kind of merchandise to sell 
at the right price for your boots. 

As for the boots and gaiters avail- 
able for this department, they are in- 
creasingly salable with each new sea- 
son. Manufacturers more and more 
show that they recognize the impor- 
tance of products that are both decera- 
tive and functional. They make them 
easier to put on and take off; more 
flattering to the ankle; lighter in 
weight but more durable and warm, 
too, when that is the object; in a 
greater variety of materials, colors and 
heel heights. Made, in fact, to put 


pleasure into a stormy day. 


Look for the VOTAN 
trade-mark— your assurance of 
genuine leather “SUPERSOLE” . 





Washington 
Newsreel 


[CONTINUED FROM PAGE 42 


set rates for this insurance. The in- 
sured would pay at least 60 per cent 
of the premium and the gov 
ernment the rest. 

On claims, the first $100 plus five 
per cent of the remainder of the claim 
would not be paid, but the 


federal 


borne by 
persons buying the insurance. 

> * ‘ 
intend to settle this 
wage negotiations cheaply. 
Union officials have been pouring over 


Labor does not 


year’s 


the annual reports of some key cor 
porations, and they are prepared to 
push for the limit negotiating this 


Spring and Summer for new wage and 
benefit provisions. 

Here’s what the AFL-CIO says in a 
recent issue of its publication, “Collec 
tive Bargaining Report”: 

“A worker must now 
$4,300 to $5,465 a year 
(wife and two children) on a 
reasonable standard of living in an 
American city. 

“This is not ‘luxury’ or ‘ideal’ in- 
come. It is the minimum necessary for 
a modest American level of living.” 


earn at least 
to support a 


family 


This is the keynote for 1956 wage 
and benefit negotiations. Union chiefs 
believe (with good reason) ‘that 1956 


will be a vear of bustling prosperity. 


New orders are rolling in at boom 
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level proportions, employment is a rec- 
ord high, consumers are in a confident, 
“buying” mood, and the Eisenhower 
Administration is pushing 
steps to jack up farm income. 

Next year may see a leveling-off, but 
the year to win higher wages 
and benefits, so the government reason- 
ing 


positive 


this is 


runs 
* ” 4 


The 
is brighter 


of lower federal taxes 
than it for 
many months. But there is no assur 
ance that Congress will take positive 
action this Spring to cut the rates, or 


prospect 


now has been 


that President Eisenhower will ap- 
prove them even if Congress should 
act. 

If any cuts are to be made at all, 
they'll be in favor of individuals, not 
for corporations. Congressional tax 
experts are now estimating that the 
federal government will wind up this 


fiscal year with a surplus of at least 
$2 billion 
billion. 

Both Democrats and Republicans in 
Congress would like to distribute this 
surplus in the form of lower rates for 
individual taxpayers. The cuts, under 
proposals now being discussed, wou!d 
into effect before the No 
vember elections. 

For corporations, the cupboard looks 


and possibly as much as $4 


be put well 


bare 

influential members of the 
Senate and House tax-writing commit- 
tees are talking about increasing the 


Some 


current exemptions to $700 or even 
$800. Another plan to hand out “tax 
credits” of from $20 to $50 for each 
taxpayer and each dependent. 

Basic reason for the slightly more 
promising picture on possible tax re 


duction is that Treasury receipts in 
this fiscal year will be about $2 billion 
more than had been anticipated at the 
start of this year 

> * 

New tax relief may be in the works 
for communities with big tax-free fed 
eral properties on their hands. 

The Eisenhower Administration is 
telling Congress it is in favor of mak- 
ing federal payments to state and lo- 
governments that have had tax 
producing land taken over by the 
federal government. 

Any community that shows “demon 
strable hardship” as a result of the 
removal of federal properties from the 
tax rolls should be eligible to receive 
such payments, the Administration be 
It must be shown that the hard 
ship, in each individual 
such depth and importance that special 
federal financial assistance is war 
ranted though this will add to 
the cost of operating the federal gov 
ernment 


cal 


lieves. 


case, is of 


even 


s © 
Worker productivity in this country is 
remaining about two and a half times 
higher than in the Soviet Union, Red 

officials admit. 
[TURN TO PAGE 87, PLEASE] 
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The Feet I Meet 
[CONTINUED FROM PAGE 61] 


You know what patients are once the 
pain Della Dale got rather 
cocky when I warned her she might 
have to stop dancing unless she ceased 
wearing court shoes and 
stiletto heels all day long. 

“In the end, had the cheek to 
write to me she would have to find a 
aged foot-specialist who under- 
that it is an insult to a well- 
dressed woman to force on her those 
atrocities offered by the various shoe 
stores to whom I had introduced 
So that was that. 

“As you noticed from the date on the 
X-ray, all that happened 10 years ago. 
Now, last September, a Mrs. Davidson 
phoned for an appointment. When my 
secretary, who never forgets a face, 
brought her in from the waiting room, 
she hit her right on the solar plexus 
by saying sotto voice, ‘J suppose, Mr. 
Jay, you may want the case history of 
Miss Della Dale!’” 

“Good girl, good 
A. Jay.” 

“Well, it was a most meek and re 
penting Mrs. Davidson who told me 
that foot trouble has forced her to give 
up ballet dancing in 1947. She had 
opened a school for ballroom dancing, 
which was an immediate success, but 
she felt she could not carry on, as her 
feet were driving her mad. 

“No wonder; she was wearing high- 


goes. So, 


sandals on 
she 
less 


stood 


her. 


story. Carry on, 


three, 
too short and showing the trade-mar! 
of the most expensive Bond Street 
shop. Della relapsed into her old 
cheek, telling me these had been fitted 
by a firm I had sent her to. In the end 
she had to admit she bought them at a 
and fitted them just 
greedy to get an expensive shoe on the 
cheap. 

“Dr. 


heeled lizard pumps size mile 


sale herself, 


Sanders, 
hand shows the 
these feet by short 
last 10 
her 


the skiagram in you: 
played 
shoes during the 


havoc with 
She begged me to let 
treatment. | ‘With 
pleasure; you will have 20, one every 
day,’ and then I shattered her by add 
ing: ‘Of afte feet have 
been operated on.’ (Fig. 4.) 


years. 


have said: 


course your 

“Naturally, she was to see you first 
Mr. Rogers, for the final verdict. 
cried like a child, but she had to give 
in. Well, you know the rest, gentlemen 
Thanks for the show and for the coffee 
Please give me a tinkle when I 
have her back. I reckon it 
about 12 days from now.” 

Are you still with 
the fitting-stool? Believe 
ideas of shoe selling would change a 
lot if you ever had a chance to watch 
the anguish of a foot-suffering woman 
when she must be told that 
tion is the only way to put her out of 
her foot misery. Or if you could watch 
the torment of fear as the crucial mo 
ment comes and nearer, and 
finally observe the poor body, helpless 


She 


can 
will be in 


me, knights of 


me, youl 


an opera 


nearer 


HE trend is to LEATHER 


under tne 
knife 


anesthetic, while the healing 
bring that 


home to you, I have told you this true 


does its work lo 


story 
It has 


son 


Della David 
postsurgical 
She 


a happy ending 
her 20 


religiously 


took 


treat 
ment had to carry on 
with exercises on a 
I had built for 
rence And 


month 


special apparatus 
her, to prevent a recul 
here is a letter she 


after 


wrote 


; 


to me six the operation 
you to see my feet 


X-ray of 


want my 


“Tl want again 


and to take a final them 
Why, 
friend 
worth it to see for 
the 
vear with bunions 
if they 
operation 


By the 
article are 


pt ofessional 
king 


themselves, 


because | 
wa t 
that 
afte) 
be born 

to the 


who are always a 


agony of putting 
should not 


give the time and money 


up year 


necessary.” 


names used in th 


Profes 


way, all 
fictitiou sional eth 


ies, you know 


New Name in Shoe Business 


Utica, N. ¥ \ 
joined 


“new name” in the 
with an 


Wagner’ 


opened its 


business hands 
old, established 
Uptown Shoe 
Asher 
sent the 
“old,” but 
Shoe Company 
Mr. Wagner 
the 
the newest and largest in the territor 
the Hurd 


hoe 
name when 
Store doo, 


here Wagner, manager, repre 


for the 
Hurd 


“new name.” As 


familiar name, it’s 
the 
Shopping Center 


said new store 


Grand Union 


serviced hy firm 


in cars, upholstery, 


and especially in shoes! In the mind of the con- 
sumer, genuine leather means QUALITY. 


Your customers want all-leather shoes . 


. and 


genuine leather “SUPERSOLE” makes ANY shoe a 
Quality Shoe! Nothing can match “SUPERSOLE” for 
EXTRA LONG W-E-A-R, LIGHTER WEIGHT, GREATER 
FLEXIBILITY, WATER-RESISTANCE and NATURAL 


“BREATHING”. 


Insist on genuine leather “SUPERSOLE” — make 


YOUR LINE a QUALITY LINE! 


Viroinia Oak TANNERY 
SALES CORPORATION 


27 SPRUCE STREET = 


NEW YORK, N. Y. 
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UR MEN ARE ON THE Rose. NOW! 


gee WHA HANGES! WHAT ADDITIONS! 


HAT A SURPRIS EOR YOU IN THESE 
TWO GREAT CHILDREN’S 
DO A THING TILL YOU SEE THEM... 
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for good fitting 45 the 


Over AGE 


for every ial 


foot develops 















Many new sales-getters have been 









added this season . . . low cuts with one 
eyelet, two eyelet ties. U-throat oxfords in various Official Girl Scout Shoes 
r combinations for misses and growing girls. Scotch grain Bag Brownie Soqut Shoes * 







and softee leathers. Lots and lots of surprises. 


Our men are on the way to see you now. But remember—time 
is short. So get ready to work with them when they call. We’ll 
make sure you get the shoes in time for your back to school 
selling. 


SAMPLES IN: 
Room 411, Marbridge Bldg., 
47 W, 34th St., New York City 
Room 805, Alexandria Hotel, 
5th and Spring Sts., Los Angeles 
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If you would like to see our latest catalog or have a 
representative call...drop us a line... today. 


™ 
Cen * 


Terms 5°%—30 days f.o.b., Reading, Pa. 





Park-Brannock Expands in Fiftieth Year 


[CONTINUED FROM PAGE 62 


acquired space to that department, 
which was moved down from the third 
floor. The department is planned to be 
attractive to young moderns. It spe- 


ERNEST N. PARK 


cializes in 12/8 and 14/8 heel designs 
in dress casuals and sport flats. 

Park-Brannock was founded in 1906 
by Otis C. Brannock and Ernest N. 
Park. Mr. Brannock is now president 
and Mr. Park directs the men’s depart- 
ment. The original store occupied less 
than 500 square feet of and 
since then the business has outgrown 
a number of locations until today it oc- 
cupies an 18,000 square foot six floor 
building in the heart of the downtown 
retail section. The present specially 
constructed building was occupied nine 
years ago. 

For the Golden Anniversary promo- 
tion, special windows, six in all, were 
changed weekly, displaying Spring and 
Summer styles. The United Shoe Ma 
chinery Company’s exhibition of old 
time shoe styles and Laird Schober 
shoes dating back 50 to 75 years were 
used for displays. Special direct mail 
pamphlets, monthly statement enclo- 
sures and regular daily radio an- 
nouncements were used. Style coordi 
nators from New York, St. Louis and 
New England and manufacturers’ rep- 
resentatives participated in style 


space, 


shows. 


Full page advertisements announc- 


ing the anniversary were run in the 
newspapers, followed by half and full 
page advertisements of shoe styles. For 
the opening, the store’s 50 employes 


OTIS C. BRANNOCK 


served as hosts, presenting orchids to 
all women and balloons to children. 

As part of the promotion, an all-ex 
pense-paid weekend in New York was 
also offered. 

Decorations and appointments in the 
Budget Shop at the original entrance 
of the store were modified to match 
the new Thru-Way Casual Shop. Car 
peting in soft gray broadloom harmo 
with Plymouth gray and char 
treuse walls. Supporting 
mirrored, chairs upholstered in 
chartreuse and ivory and shadow boxes 
are done in Halophane 
lighting fixtures recessed in a 
white ceiling. The color of the drape 
ies is coral. 

Keeping in step with progress, 
Park-Brannock, also meant 
ticipation in Spring and Fall 
shows put on by the morning news 
paper, the Syracuse Post-Standard, 
with special children’s 
ballet window in 
Hotel Onondaga a few blocks north fo 
displaying men’s footwear, frequent 
use of animated department and win 
dow attractions, and television 
spots and consistently heavy advertis 


nizes 
posts 
are 


also ivory. 


are 


has par 


style 


emphasis on 


shoes, a permanent 


radio 


ing linage in both local newspapers 





Washington 
Newsreel 
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In a recent article in Pravda, official 
organ of the Communist Party, a top 
Russian government official laments 
the failure of the Reds to match 
American productivity. 

“The gap has been narrowed, but the 
(Soviet) lag is still serious,” Pravda 
wails. If the gap has been narrowed 
the U. S. Labor Department notes, it 
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must have occurred before 1937, be 
cause other articles indicate that Ru 
then 40.5 


country’s, or ‘about 


productivity reached 
per cent of this 
what it is now. 
Russian claims of increased produc- 
tivity, ranging from six to 15 per cent 
a year, must be accounted for by rela- 
of productivity after 
reconstruction of in- 


sian 


tively low level 
the war and the 
dustries damaged during the war, the 
Department says. 


Corporate enterprise in this countr 


are 


for 


the 
has 


is operating from best working 
capital position it ever enjoyed, 
new Securities and Exchange Commis- 
sion figures indicate. 

By the end of 1955, the SEC reports, 
corporations had a record net working 
capital of $103.6 billion, reflecting an 
increase of $7.8 billion during the year. 
Current assets at that time were fig- 
ured at $206.6 billion, and current lia 
bilities added up to $108 billion. 

Manufacturing corporations 
particularly important to the improve 
ment in net working capital in 1955, 
registering an increase of $5.6 billion. 
Working capital rose by $1 billion ir 
the finance field, $800 million in the 
trade categories, $300 million in 


were 


and 


communications 


A Good Business 


in Mukluks 
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wear in “Hunchback of Notre Dame.” 
Built into the sole of one was 30 pounds 
of pure lead, to help him attain the 
draggy-legged walk of his character, 
Quasimodo. There was no trouble with 
breaking off the heels on that pair. 

In addition to the unusual shoes, 
Hollywood Bootmakers also produces 
many pairs of fine, modern custom 
shoes. Actors, liking the fit of their 
shoes, come back to 
Prices are mod 

custom work 


studio costume 
have their own made. 

erate, considering the 
Marge Champion is paying $75 for her 
rhinestone dancing shoes, while Mari- 
lyn Monroe’s run about the same price 
Special boots for the cowboy stars, fine 
made on British lasts 
it’s all part of 


walking shoes 
for the English stars 
the regular production. 

Workmanship, even on the outlandish 
period shoes, is of the highest. Studios 
won't risk their touchy stars tempera 
ments by putting them in ill-fitting, 
poorly made shoes, and even with cari- 
bou-hide mukluks the craftsmanship 
must be of the same quality the family 
learned back in Sicily. 

So if a customer walks into 
your shop and asks for a pair of Turk- 
igh shoes with turned up, tas 
seled toes, tell him you can get them 
in a couple of weeks on a make-up or- 
Bootmakers wouldn't 


ever 


harem 


der; Hollywood 
even blink an eye 


Flooded-Out Store Reopens 


WOONSOCKET, R, I Completely 
flooded Fall’s 
floods, Gagne’s Shoe Shop has reopened 
its store at Street with new 
fixtures and equipment. Roland Gagne, 
owner, installed 20 chairs reproduced 
in the antique curved back style, and 
put in an aluminum and glass front. It 
stock the flood 
waters four and a half feet 
and destroyed almost everything. 

This is a family featur 


nationally advertised 


out in last hurricane 


567 Social 


opened with new since 


came up 
noe store, 
brands in 
footwear. 


ng 
hoes, 


lippe I and rubber 
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LAST WEEK 
You missed 


LE 


HIGH PROFIT 
extra sales 


ATLANTA 
Thompson-Boland-Lee 
The sales you missed last week BALTIMORE 
— 66 by actual statistics — are May Co. 
volume and profit down the drain 
. BOSTON 
... never recoverable, 
Thayer-McNeil 
Those 66 lost sales could have 
been made to customers with foot CHICAGO 
comfort problems — problems that Marshall Field & Co. 
shoe fitting alone could not solve. 
DALLAS 
Shoe and department stores from Volk’s 
coast to coast are salvaging from 
$1,000 to $4,000 monthly in lost DENVER 


sales with the companion sale of Fontius Shoe Co. 


time-proven Burns Cuboid Shoe 


Inserts. Selling Cuboids along with HOUSTON 
a pair of shoes approximately Foley's 
doubles your profit — assures 
your profi LOS ANGELES 
repeat business from happy foot- 
May Co.- 
comfortable customers. 
NEW YORK 


Designed with an entirely different 
concept to provide medically- 
proven foot relief, Cuboid Foot 
Balancers retail up to $6.95 a pair 
— are available in 248 styles and 
sizes. Required storage space is 
only a few feet of shelving. 


Lane Bryant, inc. 


MEMPHIS 
J. Goldsmith & Sons 


NEW ORLEANS 
D. H. Holmes Co. 


Pick up those 66 sales from now 


on — write today for a Cuboid ee 
demonstration in your own store. Gienbol's 
PORTLAND, ORE. 
Meier & Frank Co. 

Your Ceboid sales are 
backed by national advertising ST. Louis 
and liberal cooperative funds. Famous-Barr Co. 
SAN FRANCISCO 


Macy’s 





¥ a — > 
BURNS CUBOID CO. 


SANTA ANA, CALIFORNIA 





BOX 658 ° 


Manufacturing and Markets 
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As is customary, this is also the time for heavy writing 
of orders for children’s shoes. Since the bulk of business 
retailers do in August is on the sturdy types of school 
shoes, about 85 per cent of the orders for this period are 
for staples. It is this end of the business that is most 
active. Children’s shoe manufacturers probably get as 
much pressure for deliveries for this season as do the 
style houses. 

Retailers are peaking their stocks for the middle of 
August. Most of them do about thirteen per cent of their 
total business for the year in the last weeks of 
August and first week of September. 


three 


Aside from the staple shoes, there has been good inter- 
est in the dressed up pattern pumps for girls and also in 
the convertible strap-to-pump shoes. These dressier types 
are regarded as second selling shoes and are expected to 
help the retailer encourage the wardrobe idea of shoes 
down into the youthful class as well. The softy types and 
glove leathers are also beginning to be a factor in this 


field. 


Los Angeles 


MANUFACTURERS report that confidence seems strong 
at the retail level. Orders and re-orders are coming in for 
complete size lines, good fashion spreads, and for both 
daytime and dress wear. Buying is solid, and middle-of- 
the-road stores are holding to their customary price ranges. 

Most local manufacturers have their fall samples com- 
plete, in preparation for the West Coast Shoe Travelers 
fall showing at the Alexandria on May 20-23, and the cus- 
lomary rumours are winging about new trends. One thing 
is certain—with the exciting new things on tap in men’s 
shoes, if this section of the industry can’t be awakened 


Manu- 


facturers have outdone themselves in the new offerings, 


from its lethargy this year it will never happen. 


both comfort and style-wise, and with intelligent promo- 
tion and publicity this might be the season to get over the 
one-pair-per-year-per-man hump. 

One big news item in fall styles will be cordovan. The 
old time horse-hide is back again in greater variety than 
ever. One firm, Stone-Tarlow, is showing it in at least a 
dozen different patterns. It’s being used in lots of ways 
besides the old-fashioned ornate perforations and heavy 
stitching. Indeed, the smaller amount of stitching may in 
part account for the newer shoes’ popularity; cordovan 
always was a bad offender at cutting the stitches and 
some men objected to frequent re-stitching at the cobbler’s 
shop. Now, shown in one-piece styles and in very dressy 
forms, revival of interest may result in a new boom for 
an old material. One highlight of the Stone-Tarlow version 
is a seamless blucher, with plain toe and much Italian 
influence, Definitely not a sports shoe, the soft sheen of 
the leather makes it as dressed-up as you can get. 

We hate to mention them again, but on the ladies’ side 
of the picture the vinyls and patents are holding over into 
summer with popularity unabated. The plastic shoes are 
now appearing in textures; also marbelized and _ printed. 
One line is showing a sling pump with vinyl vamp con- 
taining a soft gray pattern that appears to be inside the 
plastic itself. The clear heel is also patterned with the 
same gray thread. 
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...the comfort shoe with a style plus! 


The Dr. Locke shoe is America’s #1 comfort shoe... with 5 
exclusive and patented built-in features directed by Dr. M. W. Locke himself. But in today’s market, 
comfort is not enough. Customers want to satisfy their style sense too. And we at the Dr. Locke 
factory have learned to combine both the original Dr. Locke features with fine modern 
styling. We invite you to see the new Dr. Locke shoes — so handsome they could 


sell on style alone .. . so outstandingly comfortable they assure solid repeat business 


DR. LOCKE’S EXCLUSIVE COMFORT FEATURES AT ALL TROUBLE POINTS 
1. Dr. Locke Heel Wedge helps shift weight outward 3. Dr. Locke Elongated Heel assists in distributing waight 
2. Dr. Locke Sole Wedge helps relieve arch strain 4. Dr. Locke Arch Support helps reduce arch strain 


5. Dr. Locke Steel Shank supplies the backbone of sturdy construction 


slog FIELD AND FLINT CO., Brockton 68, Mass 
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5 REM po 
reall 


On the job—day in and day 
out—working to increase your sales! This 
effective counter display is attractive and 


compact. And it's yours free with 72 pr. 
order—or for just $5 without order 


\ 
SEND IN TODAY 


[Tt eee eee eee ee ee SB SSeS SS SASS | 





; Please send me the counter display—FREE—with '/, ; 
i gross order—enclosed. $5—without order. 1 
| NAME H 
| ADDRESS 
1 ciry ZONE STATE : 
' ROCHESTER SHOE TREE CO.., Inc. : 
; Rochester 4, New York 
' 
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In strictly sportswear, raffias and straws continue to 
boom along. The girls like them because they are cool on 
hot summer days, as well as the fact that they flex to fit 
a heat-expanded foot. Cork soles add to their light weight. 
Manufacturers and importers say that the more ornate 
the decoration on them, the better the orders are. Tiny 
baskets of fruit on the toe—the ladies love ’em that way. 


New England 


Berw EEN the fall opening held in Boston in early April 
and the April 29th opening of the Popular Price Shoe 
Show in New York, it became apparent that prices were 
becoming firmer, that chains, mail order houses and large 
department stores could not hope for more than minor 
concessions and that the buying of fall lines, either at 
the New York show or soon thereafter, would be necessary 
if July delivery dates were to be met. Buyers for many 
of these outlets have been in the Boston market since mid- 
April and sampling has been heavy. Some of them have 
indicated that, while they cannot avoid paying more for 
their shoes, they propose to maintain their fixed price 
brackets by buying more of the higher price shoes in their 
lines and thus increase their dollar volume. Others, not so 
firmly wedded to a fixed price policy, will pass on to the 
consumer at least a part of the increase. 

The bright spot in the normal seasonal slackness among 
New England manufacturers, now drawing to a close, has 
been the consistent demand for work shoes. “Unusually 
strong” is the way in which this demand is described by 
one trade spokesman. Men’s dress shoe business also has 
been picking up and South Shore shoe manufacturers have 
not met as much resistance to price increases as have com- 
panies making women’s novelties. 

These latter companies, however, look forward to a re- 
turn to full production in the near future. In the mean- 
time, while they have not had heavy cutiing, re-orders on 
spring shoes and a delayed demand for whites for summer 
selling at retail, have given them a normal amount of 
business during this between-seasons lull. 


Dogging Shoes 
by Jay B. Snow 


THE expression, dogging shoes, is probably tangled up 
somehow, with people referring to their feet as “tired old 
dogs.” So, in years gone by, the men putting shoes on 
these tired dogs began talking of their work as dogging 
shoes. 

From Seattle, Washington, to the New England states, 
New York City, and down across the country through the 
south, this expression has been heard repeatedly. 

Perhaps it is not the most dignified name that could be 
hung on one of our profession, but it is not used dis- 
respectfully but rather as a title for a brother in our work- 
ing fraternity. 

A while ago we enjoyed a fantastic day's business. When 
it was over one of the boys turned to me and said, “We 
sure dogged out a lot of shoes today.” 

“We sure did, Shoe Dog!” 

The term was complimentary—-NOT—belittling! 


Boot and Shoe Recorder 








H 
i 
i 
a 
i 


qu’ IN-STOCK SERVICE & 


FOOTWEAR 


ALL-LEATHER IN EVERY INCH AND EVERY PART* 


Except the stitching and the stylea that feature Neolite and Composition Solea 


INFANTS’ Sizes Oto 9 


@ All top-grade leather: counters, linings, innersoles, outersoles 
e@ Selected Leather for uppers: only small, fine-grained Kips 


@ Soft Cushion Fillers: foot-cradling protection against cold, damp 
4 © Cookie: built into innersole for extra support 
~ 4 @ PROVEN LASTS: wide toe, narrow heel 
€ 
CHILDREN’S ssizes 9». 10 12 


Every pair with genuine NEOLITE SOLES 
Pre-formed soles and moulded heels 

LEATHER UPPERS of Select, fine-grained Kips 
All top-grade LEATHER Linings and Innersoles 
Six-station inspection for quality-craftsmanship 


MISSES’ anv TO 


CHILDREN’S Sizes 9'2to 3 


HIT STYLES . . . Dressy! Casual! Italian! 
JUDY ‘n’ JERRY EXCLUSIVE . . . form-fit, narrow-heel lasts 


Top grade, fine-grained Kip Uppers 
Genuine NEOLITE SOLES on every pair 
Six-Station Inspection for quality craftsmanship 
LITTLE GENTS’ 
Sizes 9'2 to3 


@ RUGGED CONSTRUCTION: Extra strong box toes, counters, shanks 
ALL TOP-GRADE LEATHER: uppers, linings, innersoles 

@ NEW LASTS: wide-toe, narrow heel 

@ PRE-FORMED SOLES AND MOULDED HEELS: to give contour fit 

© Sturdy, long-wearing Genuine NEOLITE SOLES 














Ce ee ee 


For NEW CATALOG or Salesman’s Cali, write or phone to: 


SHERMAN BROS. SHOE MFG. CORP., 230 Jackson Street, Lowell, Mass. 
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Distinctive Moccasins 


ALEXANDER 


ARE AVAILABLE NOW 


in a complete line for 


MEN + WOMEN «+ CHILDREN 


Genuine LITTLEWAY—HAND LACED 
and HAND SEWN MOCCASINS 


to Retail from 


$349 to $599 






Unexcelled for 


Famous for 


FIT 


Known for 
Quality 


ALL STYLES IN-STOCK 
for Guaranteed FAST SERVICE 


When you want the best... . come to 


ALEXANDER! We've been specialists in Moc- 
casins and Loafers for more than twenty-five 
years. Please let us know your 
_ requirements or ask our sales- 
may man to call by contacting 


, 

t r 

\ ALE KANDER 
\ 


Wie 


c 


MOCCASIN DIVISION 


j 


\ mueees ALEXANDER RUBBER CO. 
Phila. 6, Pa. 


928 / 
_—— ad 





13-15 No. Fourth St. 





Shoes in the News 





A 
A new look in saddle oxfords is shown in these two “Airlite” 
styles, Daters, by College Hill, one third lighter by test than 
their former models. Lower backs and sides and foam rubber 
soles lighten the weight. More slender lines and fifty possible 
color combinations—including pink and white, aqua and white. 
or red and white pig shown here, plus solid colors with con- 
trasting underlays—put this classic in a new style field. 





Arrer three years of development and research, Peek-A- 
Boot, Inc., Los Angeles, Calif., announced a new innovation 
in plastic boots at the Popular Price Shoe Show of America 


Sized to fit, the new boot is 
smartly designed and has a 
distinctively attractive trim. 
A handy loop fastener in- 
sures a snug protective fit 
while it flatters the ankle. In 
flat and high heel heights. 





in New York. This completely new process clear plastic 
boot retains its shape and provides extra long wear and 


protection. 





SHOE ENOUGH 


By Bess Ritter 


THe shoes that the ladies of Spain and Venice wore in 
the 1640s were strange enough to sound like fiction instead 
of fact: they were called chopins and had soles so thick 
that they really served as stilts, and elevated their wearers 
to such an extent that all who saw them were amazed. 

One visitor from England wrote in 1648, “Venice is much 
frequented by walking May-poles; I mean the women, 
being mounted on their chopins (which are as high as 
u man’s leg) they walk between two handmaids, majesti- 
cally deliberating every step they take.” 

Another commented, “ Tis ridiculous to see how ladys 
crawle in and out of their gondolas by reason of their 
chopins and what they appear when taken down from their 
wooden scaffolds. Of these I saw nearly thirty together 
stalking halfe again as high as the rest of the world.” 
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FABRIcushon foam-fabric 
lining adds glove- 

like flexibility 

and comfort 


to high styling 


...actually breathes 


... handles like 
ordinary fabric... 


keeps the shape. 


OVER AW BBiRe 


Over 50 brands... from every important shoe manufacturer ... now feature softer, smarter 
shoes with FABRIcushon foam-fabric lining. (HOW ABOUT YOU?) 


FABRIcushon 


PROCESS PATENTED 
THE KENDALL COMPANY 
Andrews-Alderfer Division 
1055 Home Ave., Akron, Ohio 
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4. W. LANDENBERGER & CO. 385 Fifth Avenue, New York 


Manutactured in Canada by; Cosmo Underwear Co. Ltd., exclusive licensees 
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0MELS 


TRADEMARK 


—the complete foot-sock line 


—now exclusively 


You can sell Footlets with every pair of shoes! 
Only Footlets are Sanitized...a new process that retards 
perspiration odors, arrests growth of bacteria, is 
self-sterilizing, self-antiseptic. Besides these strong 
selling advantages, only Footlets possess the fashion 
and comfort extras that result in fast acceptance 
no-show shell vamp, power grip stay-on heel pad, 
fashioned side-seam toe. Stock Footlets for easy 
extra profits twelve months a year! Most women buy 

3 or more pair at a time Styles for every shoe in 
Helanca stretch (one size fits all), sheer run-proof nylon 
and fine cotton lisle 


retailing from 20¢ to 89¢ 








Be Your Own Advertising Agent 
by GERALD RIEFFE 


Hi-Lo Shoe Store 
Denver, Colorado 


My advice to the independent shoe retailer who wants to 
develop the largest possible return from his advertising 
dollars is to “be your own advertising agency.” 

While newspaper, television, and radio advertising all 
definitely have their place in shoe retailing, my experience 
has been that the constantly rising cost of such promotion, 
particularly in terms of the independent store, rules it out. 
Newspaper advertising, invariably, is far too “general- 
ized”; and often, through the mere fact that a newspaper 
reaches the entire metropolitan area rather than only that 
from which the shoe store’s customers are developed, a 
large part of each dollar is wasted. 

During the past three years, I have been running ex- 
haustive tests on the value of various types of advertising, 
and have become irrevocably convinced that direct mail 
is far and away most productive. Direct mail, so long as 
it is personalized to the extent of individual addressing, 
is aimed at the actual, buying customer, or the prospective 
purchaser. It is not sprayed indiscriminately over the 
entire population, and, providing that the necessary me- 
chanical assets are on hand, it is most easily produced. 

Our tests, using each form of advertising in turn, have 
shown that individually-produced two-cent postal cards, 
with a catchy, interesting message slanted at actual pros- 
pects, will show a return of at least 20 per cent, and in 
some instances, as much as 32 per cent. The latter figure 
has been developed in the announcement of special sales. 

During our three years in a suburban shoe store loca- 
tion, we have built up a mailing list of 4700 names, each 
of which is listed alphabetically as well as by shoe types, 
in a file in my office. Every such customer, we have found, 
is glad to recommend the names of friends and relatives 
who have large numbers of children, and who, for other 
reasons, fit into the type of shoe market we serve. 

Thus, the card file is constantly increased with the names 
of new prospects who are circularized four times by direct 
mail before the card is removed as “N.G.”. 

We contact the entire 4700 names on the list an average 
of four times per year, including two sales announcements 
and two special seasonal cards, covering the back-to-school 
season and the Spring Easter season. I buy 5000 two-cent 
cards for the purpose, which leaves plenty of overage for 
cards spoiled in the duplicating process, for special use in 
re-contacting inactive accounts, etc. 

All cards are printed on a simple hand-operated “post- 
card duplicator” which is simply a miniature of the stand- 
ard 8'1x11-inch crank-operated duplicating machine. Copy 
on each of the cards is my own, the result of making up 
several dummies, checking each for catchiness, sales ap- 
peal, etc., until, eventually, the ultimate copy is decided 
upon. 

I hold it wisest, in order to maintain the high degree of 
response which postcard direct mail has produced to date, 
to print out the cards by hand, rather than to use the 
typewriter. This requires careful use of stencil and stylus, 
with precise control to insure that the resultant card is 
neat, fully legible, and attractive. I usually incorporate 
at least one cartoon or drawing on each card, which brings 
out a point in the message. 

During the back-to-school period, for example, the head- 
line reading “Back-to-School—Properly Fitted in Quality 
Shoes” is deliberately marked with letters printed back- 
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THE FINEST 
WELTS & PRE WELTS 








One of a series featuring national advertisers who are Iselin clients 


Ephrata Shoe Company, Inc., is one of the notable shoe manufacturers 
who factor with William Iselin & Company, Inc. We are proud of our 
association with these successful companies. Iselin factoring has long 
been a basic tool of successful operation in many industries, whether 


used for financial, credit or consultative services. 








Atlanta 357 FOURTH AVENUE, NEW YORK 10 Grand Rapids 
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“new TINGLEY 
YOUNGSTER’S RUBBERS 


FOR BACK-TO-SCHOOL | 
PROFITS | 


Seven sizes fit all children's 
shoes 6'/, to 4. Made in black, 
brown and red, retailing at 
$1.98 and $2.39 


Here is some real profit news for you. After years 
of working, planning, designing and experimenting, 
the Tingley Children's Rubbers are in production. 
When you see them, you will agree that they were 
worth waiting for and perfecting. 


These rubbers have everything! Children can put 
them on and take them off with ease, yet they won't 
pull off accidentally. When a child gets them wet 
or dirty inside, Mother can turn them inside out and 
wipe them clean and dry in seconds. They have all 
the rugged wearing qualities of Tingley Rubbers for 
grown-ups, yet are light and stretchy. These rubbers, 
however, conform to and fit shoes because of their 
design and do not merely stretch on, They are cute 
and attractive to Mothers and they are priced right. 


These rubbers will give you extra volume and more 
profits with a style and design that will be good for 
years to come, There is never any worry about ob- 
solete stock with Tingley Rubbers. 


You always make more money with Tingley Rubbers: 
only four sizes to stock, which means smaller inven 
tory, no carryover, and faster turnover. You can 
quickly reorder from a nearby Tingley distributor. 


Fee eS SKK KK RR KR BOO eB eM eee ee eee ee 


TINGLEY russer corporation 
903 ROSS STREET, RAHWAY, NEW JERSEY 


Please send me the name of my nearest Tingley dis- 
tributor and a descriptive circular on the new chil- 
dren's rubbers. 

Mail This Nome 


Address 


COUPON Today! cir, Zone State 


ee a em me mm mee mm mem 
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Be Your Own Advertising Agent 
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wards, in the traditional school boy sign-work theme. A 
cartoon of a schoo] building, listing wedgies, loafers, ox- 
fords, dress flats and other styles, appears in the upper 
right-hand corner. In the center, we list “Brands You 
Know Are Fine,” with nine popular brands listed in turn. 
For the Christmas season we used more or less standard 
headlines, such as “Santa has left us a wonderful selec- 
tion of practical gifts... For Mother... For Father... 
Sister ... Brother . . . Baby, too.” A reproduction of a 
Christmas gift list, with checkmarks to the left of items 
featured, fills up the remaining space on the card. For 
special sales, clearances, etc.. we usually make some sort 
of offer which will catch immediate attention, such as our 
third anniversary sale when we offered a free silver dollar 
with every pair of shoes purchased in the store at any price. 

Only in rare instances do I use prices on postal card 
direct mail, preferring to keep the emphasis on brands, 
style, or the season. In this way, the cards pull customers 
who are not primarily “bargain-minded.” 

From the 5000 cards thus mailed, we may expect 60 to 
100 returns for lack of address, the customer having moved 
out of town, etc. If 20 per cent of the total respond, how- 
ever, we have as much business as we can handle in our 
small store—and that is exactly what has happened during 
the past six consecutive mailings. 

Total costs for direct mail in this way are, of course, 
$100 for postcards, $15 for a postcard duplicator, and $1 
or so for the stencil, ink stylus and other papers. We 
hand-address every card, which we feel is a personal con- 
cession to the customer, using spare time for a month prior 
to the mailing in order to turn out the entire mailing list. 


Father’s Day Sales Exceed 
$250 Million 


S ALES figures for Father's Day, 1955, were in excess of 
$250 million at retail, according to the Father's Day Coun- 
cil, which estimates that this year’s Father's Day, June 17, 
will have more promotional impact than any preceding 
event. 

For the industries concerned with the sales aspects of 
the occasion, the Council has prepared a complete sales 
stimulation collection called “Promotional Clicks for Fifty- 
Six.” This collection includes the following: Sales Person- 
nel, Publicity, Interior Displays, Direct Mail, Newspaper 
Advertising, News, Window Displays, Radio and TV, and 
Special Events and Motion Pictures. Under each classi- 
fication there is a detailed list of suggested promotional 
steps. 

An elaborate newspaper and advertising and mat service 
is being mailed to every newspaper in the country. This 
service contains 12 complete advertising campaigns, in- 
cluding newspaper illustrations and copy, as well as special 
window and counter displays 

The 1956 point-of-sale program is based on the official 
poster carrying the 1956 theme, “Liberty Stems from the 
Home.” For the first time the Father’s Day poster stresses 
“Grandpa’s, Too,” based on a suggestion of President 
Fisenhower. 

Display material is being mailed out to a quarter of a 
million retail outlets throughout the country. For further 
information, write to Father’s Day Council. Inc.. 50 FE 


12nd Street, New York 17, N. Y. 
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Justin has if... 


Tall, short, or in between... square toe or new Justin Trim-Line last . . . 
there’s a complete selection of genuine new 1956 JUSTIN cowboy boots 


designed for modern living and modern merchandising. JUSTIN boots have 






enriched the annals of the “Old West” and survived to enjoy even greater 
popularity. No other cowboy boots have so many exclusive comfort fea- 


tures and such universal customer acceptance, 





MIDNIGHT EL DORADO 






Style No. 2332 Style No. 4040 

Lustrous black leather Mellow brown vamp 
with white piping, Ex- } and sunset copper 
clusive Trim-Line last | 7 top. Narrow square 
and new 1%" long toe and 1%)" walking 


base walking heel. heel. Height 11”. 
Height 12 inches. $29.95 
$35.00 




























RED RIDER 
Style No. 7014 } 
Premium quality red \ : 
wood Justin boot 
leather. Medium 
square toe and new 
1%,” long base walk- 
ing heel. Height 12”. 
$29.95 
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CATTLE KING CORO. 


Style No. 8039 ’ A made only in 
Chocolate brown “kanga- \ FORT WORTH 
roo finish” vamp with TEXAS 
desert tan top. Justin : 
handmade very pointed 
toe and new 14” long 
bose walking heel... . 
Height 12 inches. 


$39.50 












STARFIRE TOMAHAWK 
Style No. 2233 Style No. 8041 
Golden tan top Tomahawk brown 
and rich brown leather of premium 
vamp. Narrow quality, Exclusive 
square toe and Trim-Line last and 
new 1%" long new 1," long base 
base walking heel. walking heel. Height 
Height 11”. 12 inches 


$37.50 $29.95 


IN STOCK 


Complete line of cowboy 
and sports boots with full- 


Write or Wire for 
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yo phageeed JUSTIN BOOT COMPANY . P. 0. BOX 548 + FORT WORTH 1, TEXAS 
Information Where Boot Making Ai Mil a Bine Gil 






EL CAMINO 
Style No. 8044 & 8045 
Rich desert tan (style 


8044) or ebony black 
(style 8045) with contrast 
ing piping. Medium 
square toe and new |'/, 






long base walking heel 


Height 11”. $29.95 































DESERT PRINCE 

Style No, 8040 
Rich chestnut brown 
with white piping on 
scallop. Exclusive 
Trim-Line last and 
new 1%," long base 
walking heel, Height 
12 inches, 













SLIM JIM 

Style No, 2232 

Lustrous black stovepipe 
top and rich brown vamp 
Exclusive Justin Trim-Line 
last with 14" block heel 
Height 14 inches 

















$39.50 






























This proof of extra value 
helps you make more sales 








And they're sewn with nylon thread... 
the strongest thread used in shoes! 


Children give shoes lots of rough wear. That’s why you’ve got a powerful 
sales clincher when you can tell customers that the children’s shoes you sell 
are sewn with nylon thread. Nylon is famous for its strength. In children’s 
shoes, its abrasion resistance is important, too! So your customers have 
added reasons to associate quality and durability with your product. 
Nylon’s extra strength also helps keep your customers sold—helps insure 
valuable good will. 

Leading thread manufacturers use Du Pont nylon and ‘“Dacron’’* poly- 
ester fiber to produce the strong thread used in many of today’s top lines 
of shoes. Check your supplier to find out if the shoes you sell are sewn with 
nylon or “‘Dacron’’, so you can take advantage of this extra sales feature. 


** Dacron” is Du Pont's registered trademark for its polyester fiber. 


NYLON 


DACRON 


POLYESTER FIBER 


" sale 
Wren He iy a thr ead- 7] 


make sure its MY usa 


RE6.u. 5. paT.OFF 


BETTER THINGS FOR BETTER LIVING 
» THROUGH CHEMISTRY 


for sewing thread 
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SHO EY, 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


PPSSA Buying Ranges from Good to Spotty 





Pattern Motivated by Certainty of Further Price Rises; Sales in 
Staples, Particularly Men’s and Children’s Shoes Quite Strong 


By 


New York—Buying at the Popular 
Price Shoe Show in New York ranged 
from excellent to spotty and lagging. 
Several factors wove a psychological 
mist around the show—the higher 
prices, higher retail inventories, the 
temporarily uncertain open-to-buy situ- 
ation, and the over-all outlook for shoe 
business ahead. 

Despite a record number of 670 ex- 
hibitors, attendance fell short of pre- 
vious PPSSA marks as a result of the 
St. Louis Shoe Show running on the 
identical dates. 

Buying was reported quite strong in 
most staples, particularly in men’s and 
children’s. In fact, some lines were re- 
ported closed to further orders. Princi- 
pal reason for the heavy orders here 
was the effort of retailers to place last 
orders under “old” prices. 

In women’s casuals the buying was 
highly gratifying. However, the slump- 
off was found in many women’s dress, 
novelty and fringe lines. In some in- 
stances this was partly expected. Price 
increases were smaller in these lines, 
hence created less buy-now incentives 
than in staples and basics where price 
boosts were higher. Also, many retail- 
ers said they were taking more time 
on buying decisions on style lines, 
would probably place their orders over 
the next two-four weeks. Others said 
they were awaiting the outcome of 
April business to get a better picture 
of their inventories before deciding on 
what and how much to buy in the style 
lines. Wherever the women’s style 
lines for Fall were reported “hot,” good 
business was likewise chalked up. 

Despite some lag of orders in some 
types of shoes, however, general feeling 
among manufacturers and retailers 
alike is that before the end of May the 
amount of business placed for Fall 
shoes will be up to normal. The great 
majority of retailers expressed confi- 
dence in the outlook for shoe business 
over the rest of the year. Most have 
budgeted for sales increases — about 
5-6 per cent in dollars, and 2-3 per 
cent in units. 

A good number of retailers—espe- 
cially those from the East and certain 
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the 
poor 
into 


parts of the Midwest—came to 
show still hurting a bit from the 
pre-Easter weather which cut 

sales. While in most areas 
were good during April, 

failed to clear up enough to make the 
desired comeback, (For example, New 
York City had its coldest April in 13 
years. Markdowns in New York 
stores were reported larger and more 
numerous than ordinary.) In most 
parts of the country, however, March- 
April shoe have reported 
good, 

Retailers from areas hit 
bad weather found themselves in a 
more vulnerable open-to-buy position. 
This is the group that has tended to 
delay some of its buying, and to budget 
a slightly smaller open-to-buy reserve, 
until their stock position is in better 
balance. Some think that this will be 
reflected in open-to-buy on Summer 
shoes until the cash condition of these 
retailers is better fixed. In past weeks, 
manufacturers have _ reported 
slowdown on collections from retailers, 
especially in poor-weather areas. 

About half of the shoe manufactur- 
ers and wholesalers came to the PPSSA 
with higher prices. The 
found dominantly in the men’s and chil- 
dren’s field, and in staple 
styles. These shoes consume more 
leather—and leather price 
have been the chief factor 
current price boosts. 
shoes smaller price 
per cent, as compared 
with an average of about 4-5 per cent 
in men’s and children’s). 
ber of the exhibiting 
this is the second 
eight months. 

Most retailers at the PPSSA seemed 
to resign themselves to the higher 
prices, and little “price resistance” was 
reported, Those retailers with 
lished brand lines will in most 
raise their prices. Some, however, were 
reported shopping for new brands in 
an effort to hold their established price 
ranges at retail. Many of the retailers 
seem insistent, however, on making no 
compromise with price via lowered qual- 

[TURN TO PAGE 107, PLEASE] 
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Shoe Industry Needs to Do 


A Better Merchandising Job 


NEW 


a 700 


YorRK—By 1966 shoes can b 
million pair—$6_ billion 
industry, Robert C. Erb, president of 
Melville Shoe 
Mr. Erb was principal speaker at ar 
industry breakfast-meeting at Hote! 
New Yorker, the first official function 
of the sixteenth Popular Price Shoe 
Show of America. 

Mr. Erb, the 
largest shoe chain store company, said 
that in 1955 the American people spent 
nearly $4 for The indu 
try produced over 570 million pair 


annual 


Corporation, declared 


who heads country’ 


billion shoes, 


be en 


the industry should 
couraged by its performance in 
for the first 

the percentage of 
sumer’s income spent 
up instead of down. He noted that 1955 
hoe pro 


said 


almost a 
the 


shoes 


when, time in 


decade, cor 
for went 
showed the highest 
but 
an increase of 11 per 
hoe Shoe chains, however, 

the 


merchandisin 


not only 


duction in history also registered 


cent in retail 
store sales 


gained only 7 cent, indicating 


need for an even better 


job in the future 

“Shoe 
dustry’ for most of the past ten year 
Mr. Erb said. There 
tantial dollar increases in 
old, but 
stationary 


have been ‘a Cinderella in 


have been 
volume 
sales re 
the per 
income spent for 
1946 on 


Many popular price shoe cu 


footwear per capita 


mained almost and 
centage of consumers’ 
hoes declined steadily from 
he said 
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and he is willing to 
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Built-in Informality Enchants Suburbanites 


This is the uncluttered, casual look that greets the customer on entering Nat 
Goodman's recently-opened Florsheim agency in White Plains, N. Y. Chairs are 
grouped for conversation. 


WHITE 


Goodman 


PLAINS, N, Y. 
recently 


When 
his 


Nat 
opened new 
Florsheim agency on Mamaroneck Ave- 
nue, White Plains main shopping thor- 
oughfare, he was satisfied the new shop 
incorporated a “predisposition to buy.” 

It was Mr. Goodman’s idea, during 
the planning stage, that the new store 
above all else should utilize a truly 
casual atmosphere, to insure a success- 
ful approach to merchandising for 
suburbanites, 

The husband-and-wife team of de- 
signer-decorators, Gert and Lou Res- 
nick, of Emerson, N. J., carried out 
this feeling in their plans. 

The customer, attracted by displays 
in twe see-through windows, finds 
himself in a small anteroom on entering 
the store, demarcated in three sections 

wrapping and cash, sales, and stor- 
age. Each section leads into the other 
in that order. 

The fittine section gains an illusion 
of added space because of the wall 
and lighting treatments. One wall of 
embossed plastic paper has the three- 
dimensional look of white brick. The 
opposite wall is covered with mahog- 
anv-colored cypress wood. 

The ceiling is a dramatic solid ex- 
panse of white light, made possible by 
white corrugated viny] plastic that con- 
trols the issuance of fluorescent illumi- 
nation 

Two-foot panels of vinyl, divided by 
metal runners placed horizontally, add 
to the illusion of width. 

Furthering an uncrowded masculine 
look in the sales area is wall-to-wall 
gold carpeting, white upholstered seats 
in black frames end matchine foot 
stools. Accommodations are for 18 cus- 
tomers, 

A baffle that extends across the floor 
two-thirds of the way to the back of 


100 


the store conceals storage At 
this point too, the theme of an un- 
cluttered effect is represented by a 
well-lit shadow box displaying only 
two pairs of shoes. 

Since it was felt that a suburban 
shopper can be a little too relaxed and 
that his interest would have to be 
stimulated to get him the store, 
two special effects went into the over- 
all store design. 

A large dome lighting fixture, placed 
outside the store, between the display 
windows, gives a prospective shoe buyer 
a good look at the display as well as 
inside the store. 

Two glass doors, of the brand new 
half-inch thickness, and not three-quar 
ter inch, lightly guard the entrance. 
These need only a gentle push and the 
customer finds himself inside the store. 

Once inside the customer is sub- 
jected to the most feathery touch 
possible as far as non-pressure selling 
goes. 


space. 


into 


For instance, at the cocktail party 
Mr. Goodman hosted to launch the new 
store he had the services of a top 
executive of one of the biggest indus- 
trial firms in the country serving some 
500 well-wishers as bartender. Mr. 
Goodman’s only contact with him had 
been to sell him a pair of shoes. 

Chairs are grouped for conversation. 
The setting is right for small] talk. 
Cigarettes are available. Mr. Good- 
man expects to expand the mood by 
installing either FM or HiFi soon. 

Since men generally prefer to buy 
their own shoes, Mr. Goodman’s success 
in selling wives shoes for their hus 
bands is slightly sensational. His file 
of customers’ preferences come in 
handy and when a wife seems to be 
overshooting the mark, he gently steers 
her to something he knows will be more 





Dates to Remember 


Maritime Shoe Fair, Maritime Shoe 
Travelers, Nova Scotian Hotel, Hali- 
fax. N. S. : May 20-22 
Milwaukee Shoe Fair, Chicago Shoe 
Travelers Association, Plankinton 
Hotel, Milwaukee May 20-23 
Fall Shoe Show, West Coast Shoe Trav- 
elers, Hotel Alexandria, Los Angeles 
May 20-23 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers Association, Hotel William 
Penn, Pittsburgh May 20, 23 
Grand Rapids Shoe Show, Michigan 
Shoe Travelers Club, Pantlind Hotel, 
Grand Rapids, Mich. May 23-25 
Shoe Show, Ohio Shoe Travelers Club, 
Deshier-Hilton Hotel, Columbus, O. 
May 27-29 
Shoe Show, Michigan Shoe Travelers 
Club, Hotel Statler, Detroit June 2-5 
Michigan Annual Shoe Fair, Michigan 
Shoe Travelers Club and Michigan 
Shoe Retailers, Statler and Sheraton- 
Cadillac Hotels, Detroit June 3-6 
Cleveland Caravan, Hotel Rollenden 
June 12-14 
Annual Spring Golf Tournament and 
Picnic, Central Pennsylvania Shoe 
and Leather Association, Carlisle 
Country Club, Carlisle, Pa. June 14 
Shoe Show, Michigan Shoe Travelers 
Club, Statler Hotel, Detroit July 15-17 
Cincinnati Caravan, Sheraton Gibson 
Hotel June 17, 18 
Shoe Show, Tri-State Travelers, Hotel 
Statler, Buffalo, N. Y. June 17, 18 
Shoe Show, Baltimore Shoe Club and 
Associated Shoe Travelers, Lord Balti- 
more Hotel, Baltimore July 22-25 
Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 
Aug. 19-22 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago 
Aug. 19-22 
Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, 
New York City Aug. 21, 22 
Annual Meeting, Tanners’ Council of 
America, Edgewater Beach Hotel, 
Chicago Oct. 25, 26 
National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Shoe Retailers Association, 
Palmer House, Conrad Hilton. Morri- 
son and Congress Hotels, Chicago 
Oct. 28-Nov. | 
Spring Shoe Show, Southwestern Shoe 
Travelers Association. Adolphus, Baker, 
Statler, Hilton and Southland Hotels, 
Dallas. Tex. Nov. 11-14 
Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh Nov. 17-20 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago 
Dec. 2-5 





acceptable to the mood of her husband. 

The character of the store has al- 
ready won him a firstclass manager. 
Irving Hirsch had been with the Flor- 


sheim Shoe chain for 20 but 
never with one of its agencies. Mr. 
Hirsch himself is still a little sur- 
prised by his job switch. He credits 
the personality, as well as the potential, 
of Mr. Goodman’s shop for his decision 
to change positions. 


years, 
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‘Changeover’ Shoe Drive Set for May 20 





This streamer is part of the kit material National Shoe Institute is making available 
to retailers throughout the country for the campaign to highlight the men's 
changeover to Summer footwear. The streamer's largest type is set in white 


against a blue 


New YORK Men throughout the 
United States will be urged to change- 
over to the coo] comfort of lightweight 
Summer shoes, shortly. The promotion, 
sponsored by the National Shoe Insti- 
tute, has been set for May 20 and will 
last for a week or longer at the discre- 
tion of the retailer. 

The Institute has mailed more than 
11,000 window streamers to retailers 
of men’s shoes. The streamer is color- 
ful, eye-catching and designed to focus 
attention on the new Summer 
Additional free streamers, in 


shoes. 
limited 


background. 


quantities, will be supplied to retailers 
who request them. 

A four-page newspaper supplement, 
tabloid size, has mailed to 
thousands of newspapers in the U. S 
It features photos of the latest styles 
in men’s Summer shoes, well as 
other editorial material emphasizing 
the theme that coo] foot comfort lies in 
changing to the lightweight, seasonal! 


also been 


as 


shoes. The cover art and illustration 
will be matted free. More than 150 
newspapers have already requested 


“ats of the supplement material 





O’Connor & Goldberg Opens Newest Store in Milwaukee 


By VIVIAN 


MILWAUKEE 
men of Milwaukee, having watched ad- 
vance advertisements and display win- 
dows announcing new quality and 
fashion lines to be made available, ex- 


Fashion-conscious wo- 


plaining the organization’s operations 
and inviting charge accounts, swarmed 
on opening day to O’Connor and Gold- 
berg’s first Milwaukee store located in 
one of the busiest blocks of the down- 
town section at 137 West Wisconsin 
Avenue. Richard O’Connor, vice-presi 
dent and treasurer of the Chicago shoe 
and hosiery retail chain and manage) 


of the new Milwaukee store, and his 
brother, Jack, Chicago, president of 
the organization, were on hand per- 


sonally to greet the many customers. 

Customers were introduced to the 
two new assistant managers, Barney 
Schrote, who has been with O’Connor 
and Goldberg 47 years and was more 
recently manager of the Roosevelt 
store, Chicago, and Charles Brasile, 
formerly assistant manager of Walk- 
Over Shoe Store the past two years, 
and the sales force of six persons. 

“The sales personnel, with the ex- 
ception of Mr. Schrote, will be all Mil- 
waukeeans in order that the needs and 
tastes of the women in this area may 
be better understood and met,” Mr. 
Richard O’Connor said. The latter also 
will make his home in this city. 

The new store is the newest addition 
to West Wisconsin Avenue’s row of 
new and remodeled places, 
covering 4000 square feet on the street 
floor. A modern front featuring a 
large display window area has been in- 


business 
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stalled in the ultra modern 
ing toa 
tive 


hop. Play 
fashion-minded conserva 
clientele, designers set the 
theme with the walls completely pan 
eled with imported African 
resembling antique cherry wood, with 
the unusually lighted finished 
in an off-pink blending with the panel 
tones. Balcony effects where 
co-ordinated 
a few 


yet 
store 


bobingo, 
ceiling 


hoes and 


accessories are displayed, 


ultra modern deepest shadow 
boxes and mirrored displays are 


tectural high lights of the store 


arch 


Unusual illumination ji achieved 
through indirect incandescent and fluo 
rescent lighting 
shaped fixtures 
department. 
a coral-colored 


and 
above 


twinkling 
the 
Chairs are upholstered in 
textured fabric as are 
the fitting stools, couches are finished 
in charcoal gray 
stripe of coral to co-ordinate 
sign and the deep pile rug i 
forest green. 


cone 


accessorie 


with a cross pin 
the de 


of dark 


The store, which is the eighteenth 
retail outlet established in the nation, 
has one of the largest hidden stock 
rooms in the city, the lines ranging 


from $7.95 to $34.95 and including in 
casual and dresswear, Baliganti, Con 
gemi, Naturalizer, Debs, 
Turian, Palizzio Metropolitan 
Emphasis is 


Paramount, 
and 
placed co-ordinated 
selling of hose, gloves and matching 
handbags. 


on 


O’Connor & Goldberg is considered 
one of the oldest of the large shoe 
firms in the country, having been es- 
tablished in Chicago in 1903. 









N. Y. Times, Printer’s Ink 


Praise LIA Shoe Campaign 
New YorkK—The current Leathe: 

Industries of America Tropical Leather 

campaign, designed to extend the Sum 


mer selling season for men’s shoes, 
has been hailed by The New York 
Times and Printers’ Ink, leading ad- 


publication, 
seeking 


marketing 
for industries 


vertising and 
as a blueprint 
to increase sales 

The consumer campaign breaks with 
an eight-page, full-color ad in the June 
Participating in the 
ad with LIA six manufacturers: 
French Shriner and Urner; L. B 
Evans’ Son Company; House of Crosby 


issue of Eaquir é. 


are 


Square; Jarman; Wall-Streeter, and 
Winthrop 

The New York Times reports that 
surveys of retailers and consumers 
disclosed the great potential for in 
creased sales of lightweight leather 
shoes for hot weather and the pref 
erence for the theme, Tropical 


Leather.” 

It attributes 
motion to the quality 
of leather Leather ha 
associated in the consumer's 


2ucceas of the 
identification 


the pro 


always been 
mind with 
fine craftsmanship and value 

The Printers’ Ink a two-page 
illustrated 
tion of the Haquire ad 


story is 


lead article by a reproduc 


“How and why this promotion was 
planned,” it say ‘supplies sure-fire 
sales fodder for every manufacturer 
anxious to increase sales of his prod 
ucts.” 

Citing the campaign as an ideal ex 
ample of how to conduct an industry 
wide promotion, the Printers’ Ink ar 
ticle then goes on to recommend these 
details of the campaign: 


Providing special kits to retailers; 


placing of trade advertising keyed to 


the promotion by LIA and the six 
manufacturers, and LIA’s arranging 
of network radio shows and a barrage 


of newspaper feature stories announce 


ing Tropical Leather and its use in 
new men’s style 

The magazine points out that the 
campaign is already proving 80 su 
cessful that LIA is planning a repeat 
performance on a much bigger scale 
for 1957 At the same time it is em 
phasized that neither LIA nor the 
manufacturers consider the promotion 


a substitute for a sustained adverti 


and promotion program through 


the 


ing 
out year 


Wins Bermuda Pageant Prize 


HAMILTON, BERMUDA Stuart At 
wood, of H. A. & FE, Smith, a leading 
department store here, reported the 


organization was one of the principal 
winners in the Floral Pageant 
recently. H. A. & E. Smith 
are reta of leading American 
brands of shoes. The entry, “Treasure 
was judged best in the parade 


prize 
conducted 


lers 


Trove.” 
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Shoe Retailer Wins Brand Names Award NASCS Approves 


Earle D. Milier, left, secretary of the Heckert Shoe Company, Appleton, Wis., 
receives the Brand Names Foundation's Retailer-of-the-Year bronze plaque from 
Henry E. Abt, president of the foundation. The company was awarded top honors, 
in the shoe category, of the 1955 competition for the presentation of manufac- 
turers’ advertised brands. Conover Girl Caroll Middleton looks on. 





Shoe Women Executives Hear Fashion Role in Shoes 


Louis shoe execu- 
advertising au- 
rostrum 


St, Lours—A St. 
tive and a Cleveland 
thority shared the speaker’s 


at a breakfast meeting of Shoe Women 


Executives, Inc., held May 1 at the 
Statler Hotel here. They were Louis 
J. Schaefer, general sales manager 


of all Brown Shoe Company women’s 
divisions, and Marjorie M. Reich, di- 
rector of fashion for Halle Bros, Com- 
pany of Cleveland and Erie, Pa. 

In addressing their remarks to ap- 
proximately 60 women holding execu- 
tive positions in the and allied 
trades, Miss Reich offered pointers on 
promoting shoe fashions while Mr. 
Schaefer discussed means whereby 
manufacturers could help improve busi- 
ness for Fall. 

Emphasizing that manufacturers and 
retailers must not view the coming 
months as a new season but instead 
as a new era of selling, Mr. Schaefer 


shoe 


said business must not be conducted 
as in the past. 

He suggested five points of action 
for manufacturers to take in order 


to assume their part in achieving bet- 
ter sales and salesmanship: (1) sug- 
gest fewer off-price promotions to their 
customers; (2) shorten their own 
lines; (3) provide better product iden- 


tity; (4) provide retailers with better 
sales tools; and finally, visit retailers 
more frequently so that there is a 


greater understanding of one another’s 

problems, 
Larger 

sounder 


budgets and a 
the promotion 


advertising 
approach to 
two additional fac- 


of footwear were 
tors suggested for the new era by 
Mr. Schaefer. Pointing out that two 


manufacturers spend more to advertise 
their lipsticks than does the entire 
shoe industry its products, the Brown 
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Shoe executive said the advertising of 
products with new consumer interest 
is vital to sales and salesmanship. 
“Our industry suffers from an in 
feriority complex,” he continued. “We 
advertise how cheap shoes are, rather 
than how good they are. As a result, 
our industry gets a pitiful return for 
its technica] skill. Let’s charge a fair 
price and be fearless about it. Let’s 
try to oversell our industry and take 
from other industries.” 
“Fashion is bosh! Yet it is more 
practical than the people who work in 


business away 


it,” said Miss Reich in her opening 
remarks. It boils down to the selling 
of ideas and thus becomes not just 
the fashion, but what those in the 
fashion business do with it. 

At the retail level. Miss Reich ex- 


plained, it begins with the selling of 
an idea to a store’s resources; then a 
of the composite idea to the 
management; and finally, the 
selling of the fashion to the store’s 
customers. To achieve success under 
such a program there must be a clear 
policy as to what position one 
to take in the commu- 
becomes the sales 
promotion authority to every store 
fashion project. The rest is window 
trimming. with the idea fostered 
through displays, ads, publicity stories 
and fashion shows. 

Helene O’Hara. fashion coordinator 
for the Allied Kid Comnany and presi- 
dent of Shoe Women Executives, pre- 
sided at the breakfast program ar 
ranged by Miss Thelma Neunebel of 
Deb Shoe Companv. Members of the 
St. Louis Shoe Manufacturers show 
committee were special guests at the 
meetine held in conjunction with the 
Tenth Fall Showing. 


selling 


store’s 


cut 
wants a store 
nity. This policy 








Electronic Devices 


New YORK — ‘Ihe recommendations 
of the committee on electronic equip- 
ment of the National Association of 
Shoe Chain Stores was approved by 
the association’s board of directors 
during a meeting at the New Yorker 
Hotel during the progress of the Popu- 
lar Price Shoe Show of America. 

These recommendations would 
plete the committee’s program of de- 
veloping and putting into operation 
input devices that would record mer- 
chandising and accounting data in 
member stores. After such data were 
recorded on punched tape it would then 
be compiled by home office computers 
to produce faster, more accurate and 
more detailed information to headquar- 


com- 


ter management. The association’s 
committee on electronics is headed by 
G. O. Petway of General Retail Cor- 


poration. Joseph S. Oettinger is con- 
sultant to the committee. 

Jack M. Schiff, executive vice-presi- 
dent, Shoe Corporation of America, 
was reelected president of the National 
Association of Shoe Chain Stores at 
the annual meeting. George L. Smith 
and William M. Blackie were reelected 
vice-presidents, respectively, and Mil- 
ton Simon was reelected treasurer. 
Mr. Smith is president of G. R. Kinney 
Company, Mr. Blackie is president of 
General Retail Corporation and Mr. 
Simon is president of I. Simon Com- 
pany, Inc. Edward Atkins was re- 
elected executive vice-president and as- 
sistant treasurer. 

Six directors were elected for three- 
year terms. They are James H. Childs, 
Jr., Keystone Shoe Stores, Inc.; Wil- 
Cole, Brasley-Cole Shoe Com- 
pany, Ltd.; C. Charles Marran, 
Spencer Shoe Corporation; J. O 
Moore, Miller-Jones Comnany; George 
Nobil. The Nobil Shoe Comnany, and 
David L. Slann, Butler’s, Inc. 


liam F. 


Ohio Travelers Make Plans 
For Fall Buying Mart Show 


CoLuMBus, O.—The committee for 
the Ohio Shoe Travelers’ “Fall Buying 
Mart” is completing final arrangements 
for the Columbus show to be held May 
27, 28 29 at the Deshler Hilton 
Hotel. 

Well over 100 lines are now regis- 
tered for display—many of these Amer- 
ica’s most outstanding lines in all class- 
ifications. 

The usual peep room wili be in the 
lobby of the hotel. This display will 
feature the new in shoes, with two of 
the hit parade numbers from each ex- 
hibiting line. 

A repeat performance of the Sunday 
night supper club in the famous Sky 
Room of the hotel will be held again 
due to the many requests by the re- 

who enjoyed this affair last 
Buffet will begin at 8:30 P.M 


and 


tailers, 


Fall. 
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FOR QUALITY 
RUBBER FOOTWEAR 


SHOE COMPANY, Inc, 
Shoe City, Belcamp, Maryland 
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the new Cosyfloot surgical shoe with a Denis Browne splint 


“It's usually a problem and a hardship for par- 
ents to meet the expense of corrective shoes. 

“This was brought home to me very clearly 
when one of my daughter's children needed 
a surgical shoe, I was amazed at the high 
price she had to pay...and decided to do 
something about it. 

“We put all 57 years of our shoe-making 
experience into designing a brand-new sur- 
gical shoe without sacrificing quality. Your 
customers can afford to buy it and it is avail- 
able to you at a low price. You can offer par- 
ents a real help—and make those parents your 
friends and customers for years to come. 

“Let me tell you about the new Cosyfoot 


COLOR: White, Elk 


surgical. It's designed for use with or without 
Denis Browne or night splints, It’s a pre- 
walker on a straight last. The open toe allows 
for normal growth. You can see toes are 
correctly aligned. You can make sure the hee! 
is set fully down in the shoe, 

“Notice the toe area is as wide as the ball 
measurement. This allows the foot to grow 
Straight, without pressure from inner or outer 
edge. This shoe is made to hold its shape. 

“Write for a trial pair of these moderately 
priced surgicals, Show them to your orthope- 
dic surgeon and pediatrician, Test them with 
him and get his approval, Then take advan- 
tage of the opportunity waiting in this field.” 


SIZES; 000, 00, 0, 1, 2, 3, 4—narrow and wide 


Full poirs, split pairs or single shoe orders filled ~ no extra charge. 











G.W. 
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Shoe Tree, Inc., Takes Over Children’s Shoe Department 


Detroit — Children’s shoe depart- 
ments in Himelhoch’s, major women’s 
specialty store, are being taken over 
by Shoe Tree, Inc., headed by Robert 
M. Cook, principal stockholder, as 
president and treasurer. William 
Brown, who has leased the shoe de- 
partment at Himelhoch’s for many 
years, is giving up the children’s oper- 
ation in order to concentrate upon 
operation of the women’s department. 

Shoe Tree, now being incorporated, 
opened its first store about three years 
ago at 21629 Grand River Avenue in 
the Redford section of northwestern 
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Detroit, as a children’s specialty store. 

John Urso, who managed the store, 
becomes vice-president and general 
manager of the new chain, and will 
make his office at the Grand River 
store. One reason for incorporation 
was to make stock purchases available 
to employes at their option. 

Fred Komph will continue as man- 
ager of the downtown store children’s 
department in Himelhoch’s, and Mrs. 
Lucille Gillary as manager of their 
Northland store. Valerie Bache, with 
Shoe Tree for some time, was ap- 
pointed manager of Grand River store. 





Downtown Shopping Day 
Swamps Providence Shops 

PROVIDENCE, R. I.—Seventeen 
stores and departments 
with 60 firms in other fields to pro- 
mote Downtown Providence Day re- 
cently. It was sponsored by the Retail 
Trade Board of the Providence Cham- 
ber of Commerce to spotlight the im- 
portance of the downtown center, em- 


shoe 
cooperated 


phasizing tremendous merchandise 
selections in wearing apparel, home 
furnishings and outdoor goods. 

Group advertising included radio 


spots plus full and half pages in news- 
papers in this city and in all surround- 
ing cities and towns. This copy in- 
cluded the offer of free or reduced 
fares offered by four major suburban 
bus companies to incoming shoppers 
during certain morning hours. 

In addition to the group advertising, 


|many companies used large space 
| newspaper copy and radio spots. Space 
in the Evening Bulletin in this city 


was so extensive that the paper came 
| out with an 80-page edition. 

Among the shoe stores and depart- 
ments cooperating were Bette Rand, 
The Boston Store, Burrell Sullivan 
Footwear, Cherry & Webb Company, 
Gladding’s, W. T. Grant Company, 
Health Footwear, Inc., John the Shoe- 
man, Kays-Newport, Kennedy’s, Inc., 
Lobel’s Youth Center, Dr. Locke Shoe 
Store, J. J. Newberry Company. The 
Outlet Company, Randall’s and Selby 
| Shoe Stores and The Shepard Company. 

In spite of cold weather with some 


| rain throughout the day, the event 
was a success. The entire downtown 
area was swamped with shoppers, 


many coming from 20-30 miles. All 
stores found that, even with extra sales 
personnel, they were unable to give 
their customary service. 


Bellanca Acquires Control 
Of Selby Shoe Company 


[CONTINUED FROM MANILA SECTION] 


Mr. Clarke said he had interested 
four local persons in an effort to buy 
the Selby shares and had $400,000 
pledged toward initial payment but 
| time was too short to obtain the re- 
| mainder of the purchase muney. 

Gross assets of Selby are around 
$11 million with net assets set at $8 
million. Debts included about $1% 
million in bank loans and slightly less 
than $1 million from an _ insurance 
company. 

Mr. Clarke said the financial condi- 
tion had been improving steadily. He 
had paid off a million in loans since 

assuming the chairmanship. His policy 
was to reduce the dent whenever sur- 
plus became available. 

The Selby firm, operating the home 
plant at a loss for several years, had 
substantial income from foreign plants 
and licenses and also numerous retail 
stores. A casual plant is operated in 
Manchester, N. H. 
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For Comfort and— 
Preserved Beauty 


a 


Toe Contour ~ 


For toe comfort and that “‘showroom”’ look 
in the toe area... rely on “‘Celastic.”’ 

Use “‘Celastic” for firm box toes, “Soft Box Celastic” for supple 
but resilient toe area support. Either material can be 

depended on for faithful performance and good looks. 





There’s a “Celastic’’ for unlined footwear, too. Stiinta whats webtted tt dei hai Oomn 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASGACHUSGETTS 











Suede . . 


OVER 3 DOZEN STYLES 
FOR MAKE-UP. BE SURE TO HAVE A DICKERSON 
SALESMAN CALL ON YOU. WRITE OR CALL TODAY. 


Fe 
ie THE WALKER T. 
e Columbus 15, Ohio ° 






There's a profit for YOU 
in this Dickerson Shoe... 


THE AVONA ...ona 16/8 heel, featuring 
cool nylon lace for a cool profit! 

IN STOCK FOR SPRING — Immediate 
delivery in Maple, Flight Blue, Black 

. and White Kid... 
matching lace. There’s time also 
for make-ups in almost any combinations 
you'd like, if you act quickly. 


New York Office: 417 Marbridge Bidg. 

















all with 














the Smart Shoe 
that's Really 
Comfortable. 


IN STOCK — HUNDREDS 


DICKERSON COMPANY 





Federal Trade Commission Investigating Stamps 


WASHINGTON—Federal Trade Com- 
mission investigators are probing the 
operations of several trading stamp 
companies, some national and some lo- 
cal, in the government’s first sweeping 
investigation of the legality of the 
stamp industry. 

Trading stamp plans may violate at 
least two federal government laws, 
FTC attorneys indicate: They may be 
a restraint of trade, or they may con- 
stitute price discrimination. 

Among several reasons for the re- 
straint of trade study is that trading 


stamp firms build up customer demand, 
and then limit their stamps to one of 
each type of retail business in one 
trading area. 

Restraint of trade may also be pres 
ent when the trading stamp company 
requires the outlet dispensing the 
stamps to give a specified number of 
stamps for a specified sale, thus re- 
stricting a merchant’s freedom of 
choice, FTC officials say. Illegality may 
also occur because the trading stamp 
firms often prohibit an outlet from 
dealing in competing stamps. 


Price discrimination may be involved 
when a chain organization offers 
stamps in one area, but not in other 
areas, or when it cuts prices to match 
the prices-minus-trading-stamp compe- 
tition of a local outlet, but does not cut 
them in all its outlets, the government 
believes, 

Despite the gathering cloud hovering 
over the legality of the trading stamp 
system, the FTC sternly warns mer- 
chants not to band together and agree 
not to handle trading stamps. 

“A citizen cannot take the law into 
his hands, nor can businessmen agree 
that something is illegal—that’s for the 
courts to decide,” the commission 
warns. 

Trading stamp plans may also vio- 
late state fair trade laws where these 
are in effect, but the federal govern- 
ment is not concerned with this. Sev- 
eral states have laws outlawing trad- 
ing stamps and two more, North Da- 
kota and Utah, adopted such laws in 
1955. Other states forbid their use 
with fair traded merchandise. 

Even if the FTC clears the trading 
stamp industry, it will not be out of 
the woods. A Senate Small Business 
subcommittee, believed to be generally 
hostile to the program, has postponed 
an investigation of trading stamps un- 
til the FTC completes its study. Should 
FTC rule that trading stamps are legal 
under present laws, the subcommittee 
may start in motion new laws to 
tighten the government’s control over 
these firms or to outlaw them. 


New Chevy Chase Store Has 
Modern Shoe Department 


WASHINGTON —A complete line of 
men’s footwear will be stocked in the 
new Chevy Chase store of Raleigh 
Haberdasher. The shoe department, on 
the street level of the 20,000 square 
foot suburban store. will carry Free- 
man Shoes, Nunn-Bush and Wright 
Arch Preserver Shoes, according to 
Murray Winters, men’s shoe buyer for 
faleigh’s downtown and Chevy Chase. 

The store is located at 45 Wisconsin 
Avenue, Wisconsin near Western Ave- 
nue, Chevy Chase, Md. The completely 
modern store has been built for the 
convenience of the shopper and will re 
main open Thursday and Friday until 
9, to accommodate family shopping. 

The shoe department will carry a 
basic, year-round selection of all types 
of shoes. Due to the location of the 
new store the department will cater te 
suburban needs in casuals and sports- 
wear. 

In addition to shoes, the department 
carries a full line of Evans Slippers in 
all lasts and colors. 

Many nearby communities, such as 
Bethesda, Rockville, Spring Valley, 
American University Park, Chevy 
Chase-D.C., Northwest Washington, 
Kensington, Cleveland Park and others, 
will be readily accessible to this new 
and important shopping center. 
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Shoes Shown on Television 


CHICAGO—Shoes came in for a good 
share of attention during a_ recent 
promotion of color television staged by 
Carson Pirie Scott & Company. The 
promotion coincided with the local 
opening of the world’s first all-color 
television studios by CBS here. Pro- 
grams included both broadcast shows 
and in-store productions. 

The in-store productions were picked 
up on color sets throughout the store. 
They included a large number of 
fashion shows illustrating color co- 
ordination of wearing apparel and ac- 
cessories. All types of apparel from 
formal wear to sports and leisure out- 
fits for both men and women were 
shown. Shoe brands for women which 
were included were Oomphies, Custom- 
craft, Valentine, Laird Schober and 
Taylor-Made Shoes for men. 


Popular Price Show Buying 
Ranges from Good to Spotty 
[CONTINUED FROM PAGE 99] 


ity. A small portion of the retailers 
will attempt to absorb the price in- 
creases where such rises are small. As 
one said, “The consumer this year will 
come out the winner in this situation.” 

Unbranded lines reported the most 
“resistance” to higher prices. Most 
raised their prices to a very small de- 
gree, however, but many nevertheless 
found their competitive position tougher 
than with the non-branded lines. In 
the women’s style lines there has been 
much “price maneuvering.” Where 
manufacturers have had to raise prices, 
some have done it by adding a new 
price line in a higher, formerly un- 
occupied bracket, while retaining for- 
mer price brackets. Some lines are re- 
ported adding a new price bracket 
above, and one below, their former 
range, in an effort to capture new cus- 
tomers. Manufacturers admit that the 
general competitive situation is at 
white heat. Many have gone all-out to 
offer super-values and appeals in an 
effort to hold present customers, or pre- 
vent them from sliding into new lines, 
and also to win new business. 

Most of the heads of the major shoe 
chains are expressing complete confi- 
dence in shoe business both for Sum- 
mer and Fall. Together, they plan to 
open several hundred new shoe stores 
this year, and 250 of these will be in 
shopping centers. Some of the chain 
buyers at the PPSSA said they plan 
to grade up on some lines. For exam- 
ple, Thom McAn’s extension of its 
former range of $7.95 and $8.95, now 
expanded to a range of $12.95. 

Chief highlight of the PPSSA was 
the gradual crystallization of the cur- 
rent shoe price situation. Consensus 
of authorities is that over the next 
month perhaps 60-70 per cent of shoe 
manufacturers will have fixed their 
new and higher prices, and that retail- 
ers will have made their final decision 
on pricing their own lines for Fall. 
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Shoe Industry Needs to Do 
A Better Merchandising Job 
[CONTINUED FROM PAGE 99] 


prices. If, during the next ten years 
prices were to advance substantially, 
per capita sales might not hold to their 
1955 ratio, he said. 

The inevitable growth of population 
will insure that 15 per cent more feet 
will be needing shoes ten years from 
now, he pointed out, but he urged 
the industry not to be content with 
achieving gains based only on needs, 
and expressed confidence that the in- 
dustry could realistically goals 
based on creating greater consumer 
want for footwear. 


set 


Making More Room for Shoes 


LINCOLN, NEB.—Wells & Frost is re- 
modeling its street floor so that all but 
approximately 25 square feet of the 
50 by 140-foot floor will be devoted to 
men’s, women’s and children’s footwear, 
it is reported by President Jack Wells. 
Extra space is being gained by moving 
men’s furnishings to the downstairs 
men’s store. 

Entire west side of the floor will be 
Men’s shoes will 


be moved to the front on the west en- 


devoted to shoes dres 


trance. Space now occupied by men’s 


footwear will be remodeled to provide a 
comfort for wo 


new shoe department 


men, 


“CAPITAN” 


Always known for their advanced styling in top quality, easy fitting, long 
wearing boots, NOCONA presents two new numbers recently added to the 


large family of NOCOWA BOOTS. See them 


The “LLANO” (1063) Chocoiate 
colored kip leather top and Color 5 
tan kip leather vamp are combined into 
an appealing creation of simple beauty 
Top is 12-inch California style with 
leather pulls, two rows of stitching. Has 
our new No. 8 woe with double medal 
lion stitching, and low shoe heel. Stock 
widths, B and D 


wear them enjoy them 
The “CAPITAN” (1065) 
mond stitching of this new 
gives it a rich 
Color 5 tan kip leather 
inch California style with leather pulls 
Vamp is of chocolate colored kip leather 
with new wrinkled and stitched toe, D 
heel. Stock widths, B and D 


The dia 
NOCONA 
appearance lop is of 


made in Ii 


These NOCONAS and many other styles 
appeal to men, women and children 
GOOD STOCKS MAINTAINED FOR PROMPT SHIPMENT. 


NOCONA BOOT 


ENID JUSTIN, President 


INC, 


COMPANY, 


NOCONA, 


TEXAS 





Here They Are: 


Sale Price String tags, 
Pin tickets, Gummed labels, Senso labels 


Millions 





Another use for your 


Monarch Marking Machine 


Now you can establish a Sale Price instantly 
. if you 
keep on hand a supply of these flashing red on 
yellow SALE PRICE tickets, tags and labels. 
Millions in stock are now ready for immediate 
shipment. Ask the Monarch salesman for sam- 


for large or small lots of merchandise . . 


ples, or write us direct. 


For best results use Monarch tickets, tags and 
labels on Monarch price-marking machines. For 
example, the Junior model illustrated produces 


price tickets like those shown below. 


sToRE NAME 


c41 580 
759 47 









STORE wang’ MSy H 
C48 57 |/ 


Tame hielet. @. 






[7] Check 


$7] 00 


25¢ 


Salt Lake Market Week and Show to Be Held May 26-29 


SALT LAKE City, UTAH—The Salt 
Lake Market Week Association will 
hold its Summer Market and show at 
the Hotel Newhouse, here, May 26-29, 
it was announced by Melvin D. Boley, 
factory representative for the Bucking 
ham-Hecht Shoe 
tor of the association. 

The show is sored by the 
S.L.M.W.A., the of which 
are distributors in the men’s, women’s 
and children’s ready-to-wear 
clothing or accessories industries, Sixty 
distributore plan to their mer 
chandise at this summer event. There 
will be seven shoe show-rooms. 
yearly 


Company and dire 
spon 
members 


shoe, 


show 


have been held 
by the group since its inception in 
1942, according to Mr. Boley. Pro- 
grams with lists of firms showing me 
chandise are mailed out to the owners 
of approximately 2,000 shoe and gen- 
eral stores throughout Utah, Nevada, 
Idaho, Wyoming and western Colorado. 
the average, at- 
tend each of these shows. Some come 
from as far away as Montana. The 
sponsoring firms, who are the members 
of the Association, number from 50 
to 65. A good turnout of buyers is 
expected for this Summer Show. 


Four shows 


Over 400 buyers, on 


Edison Stores in Long Island 


Sr. Lours—Edison Brothers Stores, 
Inc. has scheduled five new stores for 
Long Island, New York, all to be com- 
pleted this Fall. 
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The stores will be located in 
shopping centers. There 


taker’s and Chandler’s in each of the 


new 
will be a 


The MONARCH Marking System Company 
216 South Torrence Street, Dayton 3, Ohio 


Without obligation to us, please mail infor- 
mation and samples on items checked: 


Send samples of the new 
SALE PRICE red and yellow 
tickets, tags and labels 


Address to attention of v= 


Title or Department seesinian ° 















Fs cil dobinaneinsnccal 








{_] Check 

Send folder illustrating Mon- 
arch Junior Price-marking 
machines; also sample tickets 


BSRESE 


two shopping centers of Green Acres 
and Roosevelt Field in Hempstead, Long 
Island. The fifth store, a Chandler’s 
in Hicksville, Long Island, will be in 
the Mid-Island Shopping Plaza. 





Cincinnati Woman Awarded Sales Osear 








Frankie Campbell, of Burt's Shoe Store, receives a salesmanship “Oscar” from 
Cincinnati's mayor Charles P. Taft, left. Miss Campbell, whose specialty is hosiery 
sales, competed against 600 clerks in the 272 Burt stores, a subsidiary of Edison 


Bros. Stores, Inc. 


This marks the first time the honor has come to Cincinnati. 


Mike Goodman, regional manager for Edison, and Maurice Loffer, right, Burt's 
manager, watch the presentation. 


Boot and Shoe Recorder 











Lively New Styles Are Ringing Up Sales 


Made the Way 
the Kiddies Like Them! 









R EST-TIME FOOTWEAR 


There’s lots of bounce in every 
ounce of these springy foam 
rubber soles and heels. Active 
boys and girls from two to 
twelve go for these snappy 
styles in a big way. 


#7618 Argyle corduroy with elastic side 
gore. Red and blue. #7670 The always 
popular zip bootee in circus print cordu- 
roy. Red, blue and biege. #7630 Smooth 
soft leather in red and blue. 


PRICED TO RETAIL PROFITABLY AT 


]-98 to $9 .98 





BLUM SHOE MANUFACTURING CO. 
DANSVILLE, NEW YORK 





#7670 


#76340 


Write for catalog of Blum’s 
Spring 'n’ Summer Casuals. 











Jordan Named Manager of Elgin Walk-Over Store 


MILWAUKEE F. 
Elgin 


Joseph 


manager of the (Tll.) 


Over Shoe Store since 1951, has taken 
new duties as manager of the the Walk-Over organization in 1950 
After a year as a salesman in the 


over his 


Walk-Over Shoe Store, 125 West Wis- 
consin Avenue, in downtown Milwau- 
Lane, 


kee. He succeeds Howard 





Jordan, 


Emphasis and promotion are being 
changed in the store here since Mr 


Jordan’s arrival. Emphasis is 


on women’s 
the middle price and style 
Queen Quality Soft 


rected to busy women. 


Najarian’s Takes Over Its 
Leased Shoe Department 


PAWTUCKET, R. I. 


partment store located at 12 Broad 
Street, has discontinued the leased 


Department Store, West Chicago, re 
turned to Elgin as a salesman for the 
Leath Furniture Company, but rejoined 


Elgin store, he was promoted to man 
ager. The store closed early this year. 


placed 
dress and casual shoes in 
ranges; 
Pedal line ha 
been added to the Walk-Over, Sandler 
of Boston and Penaljo lines already 
in the store, and promotions are di 


Najarian’s, de 


F. JOSEPH JORDAN 


Quincy, Mass., a Walk-Over manager 
who had directed the store’s activities 
Pappas left last year 
Economy, 


since Gilbert 
to begin new duties with 
Ltd., Flint, Mich. 

Mr. Jordan started with Walk-Over 
Shoe Store in his home city of Elgin 
as a salesman in 1942. After a year 
in the Army, he worked for the Lyons 
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operation of its shoe department and 
for the first time is now operating thi 
department itself. It is now in charge 
of Jasper Najarian, assistant manager 
of the store, with Dorothy MacDonald 
in charge as saleslady and fitter 

The department occupies an entire 
corner spot in the basement with six 
island displays and eight chairs. It 
features footwear for babies, children, 
and women. 


Edison Appoints Goodman 


To Merchandising Post 


St. Lours—Meyer Goodman has been 
appointed to the Chandler’ 
merchandising staff of Edison Broth 


announced by 


division 


ers Stores, Inc., it wa 
Simon Edison, vice-president in charge 
of shoe procurement, 





MEYER GOODMAN 


Mr. Goodman, formerly regional 
Edison 
in Cincinnati, is assuming 


in May 


manager for Brother with 
headquarters 
his new dutic 

Starting in 1941 as a salesman in 
one of the firm’s Rochester stores, Mr 
Goodman was promoted successively to 
assistant manager, manager, assistant 


regional and regional manager 


109 








YOU CAN SELL MORE PAIRS / . a 
UPPERED WITH | 





FREE KLEENETTE FOLDERS AND 


UPPERED SHOES. WRITE A. H 


KLEENETTE 


Foot Health Seminar Tied 


New York—A shoe and foot health 
seminar will be offered as a course in 


corrective footwear combined with a 
Summer vacation in Miami Beach, to 
which all shoe men, manufacturers, 


and members of the medical profession 
from the United States and Canada 
will be invited, according to Seymour 
Helfant, a director of the seminar. 

It will be given for six days during 
the week of July 23 at one of the hotels 
in Miami Beach, under the supervision 
of Dr. Marvin Steinberg, podiatrist, 
and Seymour Helfant, supervisor of 
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TAGS NOW AVAILABLE FOR 
CHICAGO 22, ILLINOIS 


to Miami Beach Vacation 


the courses in Shoe Fitting and Shoe 
Therapy at the City College of New 
York. 

The seminar will demonstrate how to 
become an authority in working with 
structural and functional] abnormali- 
ties of the feet. The students will be 
taught how to work with the medical 
profession on a professional level. They 
will see how to develop confidence in 
recognizing foot defects and how to 
overcome them through mechanical 
shoe therapy with the cooperation of 
the doctors they work with. The vari- 


ous buildups and wedges as prescribed 
by the physician will be demonstrated 
and how and where they belong in the 
shoe. Foot anatomy, physiology and 
pathology will be discussed and visually 
shown by examples from slides and 
movies. No previous formal educa- 
tional background will be required to 
gain a thorough understanding of the 
lectures, 

Seminar hours will take place from 
9 A.M. to 1 P.M. daily. Fee is $55.00. 

Registration information may be ob- 
tained from Seymour Helfant, 34 Den 
ton Avenue, East Rockaway, N. Y. 


Northwest Shoe Show Most 
Successful in Its History 


St. PauL, MINN.—The Northwest 
Shoe Travelers who conduct the North 
west Shoe Regional Fair closed the 


largest and most successful fair in its 
history. This Fair was held in the St. 
Paul Hotel, here. 

Coming at the same time as the St. 
Louis Shoe Fair, several] lines which 
are normally shown at the St. Paul 
Fair were not on display and on top 
of that, snow fell across southern Min- 
nesota up to 15 inches in depth, but 
the registered attendance was greater 
than at any other fair. 

Salesmen all reported that they were 
well satisfied with the amount of busi- 
ness written. 

A complimentary breakfast was 
given to retailers of the Northwest at 
which time there was a speakers’ pane] 
with questions and answers presided 
over by Ed Trench, national secretary 
of the National Shoe Travelers, 
commentator. 

William Sweasey, president of the 
Redwing Shoe Company, Redwing, 
Minn., spoke on “Why the Retailer 
Should Become Better Acquainted with 
His Source of Supply.” R. F. Dosse, 
representative of the Vitality Shoe 
Corporation, spoke on “The Salesman’s 
Responsibility to His Customer.” Keith 
Potter, owner of the Potter Shoe Store 
at Huron, S. D., spoke on “What the 
Merchant Expects from the Manufac 
turer.” 

Northwest Shoe Travelers’ officers 
are, president, Roy C. Miller, Roberts, 
Johnson and Rand; first vice-president, 


as 


Keith L. McCarthy, Mercury Shoe 
Company; second vice-president Ken- 
neth F. Jensen, Weinbrenner Shoe 
Company; secretary, Paul D. Cook, 


Northwest Footwear; treasurer, Henry 
Thorson, Seaboard National Shoe Com- 
pany; National Director, David C. Lar 
son, Sr., Mid-States Shoe Company; 
Director, Ed Trench, Somersworth 
Manufacturing Company, Somers- 
worth, N. H.; Director, Joe N. 
bois, Twin City Sales Company; Direc- 
tor, Wm. F. Strub, Wohl Shoe Com- 
pany; Director, Tom S. Morton, Rich- 
land-Davidson Shoe Company, Nash- 
ville, Tenn. 


3ris- 
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Jordan Marsh Staff Changes 


BostoN—Changes in the shoe buying 
staff of the Jordan Marsh Company 
have been announced. William J. Sulli- 
van, formerly women’s shoe buyer for 
the basement store, has been made buyer 
of women’s better shoes in the upstairs 
store. William J. Balboni, formerly 
assistant buyer of children’s shoes in 
the upstairs has been made 
buyer for that department. 

At the same time A. M. Ablow was 
named buyer of women’s basement 
shoes for the Jordon Marsh Company. 
Previously, he was associated with 
this company since 1952 and since late 
last year has been buyer of women’s 
basement suits and coats. Prior to that 
he had been assistant to William J. 
Sullivan, basement shoe buyer, and 
now buyer of women’s higher-priced 
shoes, sold in the third floor shoe de 
partment. 


store, 


Forty-Eighth Burt’s in Toledo 


To.Lepo, O.—Burt’s a division of Edi- 
son Brothers Stores Inc., has opened 
its forty-eighth store here. 

It features modern design and cus- 
tomer convenience. The front is of 
green mottled terra cotta facing and 
wide-vision store windows. The interior 
has beige salt-and-pepper carpeting 
and contemporary chairs of beige, white 
and copper stripes. Main walls are 
powder blue with the rear wall accented 
in a cantaloupe plastic. 

Burt’s specializes in women’s shoes. 
The new store also will have a hosiery 
and handbag department. 


Financial 
News 


U.S. Shoe Machinery Net Up 
160 Per Cent Over Last Year 


The United Shoe Machinery Corpo- 
ration had net income earnings of 
$18,665,192 for fiscal 1955, ended Feb- 
ruary 29, an increase of 160 per cent 
above the $7,177,481 earned in the fis- 
cal year preceding. The corporation 
cleared $5,972,537 in the final quarter 
of the fiscal year. 

This year’s income was equal to 
$7.89 a common share, compared with 
$2.93 a share for the preceding year. 
Operating revenues, for which the cur- 


rent year’s income showed a 31 per 
cent gain, totaled $23,323,901 against 
$17,760,921. 

The final quarter net of $2.54 a 


share was 87 per cent above the $1.33 
or $3,188,980 earned a year ago. 

The report showed that there had 
been further sales of shoe machines 
which had formerly been leased. Capi- 
tal gains resulting, after taxes, 
equaled $1.30 a share for the quarter 
and $4.15 for the year. 


May 15, 1956 


Macy’s Celebrating Shoe Week in Cooperation with LIA 


New YorK—Marking the first time 
it has engaged in such an event, R. 
H. Macy Company, the world’s largest 
department store, is celebrating “Shoe 
Week” now by devoting windows and 
department displays and advertising 


throughout the store in cooperation 


with Leather Industries of America’ 
campaign of Spring and Summer ad- 
vertising themes, “Elegance Begins 


With Leather,” “Leather Is 
Affair,” and “Enjoy the 
World of Leather.” 

The first of four fashion shows, to- 
gether with a short indoctrination 


4 Family 
Wonderful 


course by an LIA representative is 
being held Monday morning, May 15. 
In all, 144 shoes will be featured. 


Brand names, besides Macy’s own, will 
include Celeb-Deb, Citations, Dr. Locke, 
Hollywood Scooters, Life Stride, Lilli 
bets, Moxies, Naturalizer, Oomphies, 
Penaljo, Troyling and Westport, as well 
as Macy’s Little Shop shoes including 
I. Miller, Matador and others. 

The celebration was touched off with 
advertising in the New York papers on 
Sunday, May 13, and 
continue until the following Saturday 
night. 


scheduled to 


Here's the 
selling Featuyr, 
Can “as fo0tweg, 
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— and that makes 


CONVERSE 


CHICAGO 6 
564 West Monroe St. 





easier to sell! 


CONVERSE RUBBER COMPANY, MALDEN 48, MASSACHUSETTS 


NEW YORK 13 
241 Church St. 


SOUTH SAN FRANCISCO, CALIF 
100 Freeway Boulevard 


















HOLD PRICES DOWN 


Phyllis shoes for Fall are priced fairly and competi- 
tively. 27 years of honest shoe-making stand behind 
every pair. If you sell popular priced shoes and 
haven't looked at the new PHYLLIS line, you're 
missing a "natural". 4000 other retailers 
sell them successfully and profitably. 
Our salesmen will gladly call, or 
write for FREE catalogue. 





for misses and mrs. — finest values 
in low heels retailing at $4 -$5 - $6 


PHYLLIS SHOE CO., 95 Bridge Street, Lowell, Mass. 


manufacturers 






° ° bert Dantzic and Maurice Dantzic. 
Q b | t u a r | € S The brother in Baltimore is Jack, the 
sisters are Mrs. Betty Gilman, Mrs. 
Rae Kirsh and Mrs. Tessie Schlossen- 
Gale F. Johnston Orthwein, Jr., St. Louis; and five berg. The sister in England is Mrs. 
grandchildren. Sarah Coleman. 









St, Louts—Mrs. Gale F. Johnston, 
the former Miriam Lumpkin Rand, 













died May 2 at Barnes Hospital, St. Solomon Dantzic John J. Damrich 

Louis, where she had been under treat- BALTIMORE—Solomon Dantzic, active Mosite, ALA.—John J. Damrich, Jr., 

ment for 10 months for cancer. She as a shoe retailer since 1922, died here OWner and operator of the Damrich 

was 49 years old. recently. He was 58 years old. Shoe Store at 205 Dauphin Street here, 
Her husband is president of Mer Mr. Dantzic was associated first “ied following a brief illness 

cantile Commerce National Bank, vice- with Hutzler Brothers and then the The store was founded in 1881 by 





a. or we om , _- 
chairman of the board of Mercantile Hecht Company, this city, as well as Mr. Damrich’s father, John J. Damric h, 
Trust Company, of which he isa former with Bloomingdale’s of New York City and the son devoted his entire life to 











: . > * j ing ¢ xD: ine » } siness. 
president, and a governor of the New and Namm’s in Brooklyn. ape re Fi saree Pay ms "8 , 
' * 9° : ‘ e was t le time ¢ lls death anc 
York Stock Exchange. Long a leader In 1937 he went into business for tele Bee’ were Pare oe 
: “tied iat Tete : , had been active in the business for more 
in community affairs, he was awarded himself and since then had built a rep- . 
Se ae en aa , , ; : than 45 years. 
a citation for civie service in 1934, utation as a children’s shoe specialist. S iy aie | wid Mr 
c> : Survivors include his dow, Mrs. 
Mrs. Johnston, a civic leader of St. Mr. Dantzic was a member of the 






Monica Ryan Damrich; a son, John J. 
Damrich, III; two daughters, Mrs. 
Thomas S. Bartley and Mrs. Robert 
B. Wilkins, all of Mobile; a sister, Mrs. 
John J. Hanighen, Jr., Omaha; an aunt, 
Mrs. Katie Rickett, Mobile, and fotr 
grandchildren. 


Louis prominence, was the daughter National Shoe Retailers Association, 
of the late Mr. and Mrs. Frank C. Independent Shoemen, The Baltimore 
Rand. Her father was board chairman Shoe Club, and, for several years, was 
of International Shoe Company at the a director of the Middle Atlantic Shoe 
time of his death in 1949, Retailers Association. 

Survivors, in addition to her hus- His is survived by his widow, Mrs 
band, are three sons: Ensign Norfleet Fannie Dantzic; a daughter, Mrs. J. H 
R. Johnston, a senior at Princeton Geller of Perryville, Md.; a son, W. J. r 
University; Dr. Chambless Johnston, Dantzic, now studying at the Hebrew Hugo R. Weber 














Rochester, N. Y.; and Gale F. John- University in Jerusalem; two brothers MILWAUKEE—Hugo R. Weber, shoe 
ston, Jr., St. Louis; three brothers: in New York, one brother and three retailer here for many years, died at 






Henry H. Rand, president of Interna- sisters in Baltimore and one sister in the age of 62 at his home, 3260 Cardi- 
tional Shoe Company; Norfleet H. England. Mr. Dantzic himself was nal Drive, Brookfield, after a short 
Rand, a director of International Shoe born in Liverpool, England, and came _ illness. Mr. Weber, who had come here 
Company; and Frank C. Rand, Jr., to this country in 1922. from Potter, Wis., as a child, had been 
Santa Fe, N. M.; a sister: Mrs. W. R. The brothers in New York are Al- in the shoe business most of his life. 


i} 
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See the complete 
BARIS 
Showing of Close-outs at 
WEST COAST SHOE SHOW 
Los Angeles 
HOTEL ALEXANDRIA 
Room 512 
May 20-23 


Celebrating our 25th Year 


WOMEN'S and 


CHILDREN'S SHOES 
FINEST BRANDS 


At Prices Below Manufacturer Cost 


BARI 
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THE NATION’S FINEST 
CANCELLATION SHOES 


)61 READE STREET - NEW YORK.7, N, Y. 
ress: ALBARISHOE - Phone WOrth 2-5180 








He had been a partner in the 
Wolfgram-Weber Shoe Store, 4707 
West Lisbon Avenue until his retire 
ment three years ago when he sold his 
share of the business. 

Mr. Weber was prominent in 
Masonic circles and was a past patron 
of Milwaukee chapter, Order of the 
Eastern Star. Christian Science Ser 
vices, followed by Masonic services, 
were held at the Ritter Funeral Home 
with burial in Pinelawn 
Park. Survivors are his 
daughter, Mrs. Alpha Mae Townsend, 
Ontonagon, Mich.; a son, Russell, two 
and three brothers, all of Mil 
waukee. 


old 


Memorial 
widow, a 


sister 


William Scholnick 


William Scholnick, who or 
Scholnick Shoe Company 
here in 1927 and who was its executive 
until his withdrawal from the 
company in 1945, died recently at his 
home in nearby Brookline following 
a long illness. In recent years the com 
pany has been known as the Melori 
Shoe Corporation. 
Mr. Scholnick had 
in the industry for 
fore organizing his own company he 
had been a sales representative for 
other New England shoe firms and 
had had experience, as well, in selling 
leather. He is remembered everywhere 
for his friendliness, his sincere interest 


BOSTON 
ganized the 


97 


head 


known 
many Be 


been well 


years. 
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in people, and his straightforward 
dealings. 
Surviving him 
Lillian Scholnick; 
and a daughter, 


St. 


widow, Mrs 
Michael; 
Miller of 


are his 
one 


Mrs. 


son, 
June 
Louis. 


Samuel J. Katz 

Samuel J. Katz, of Brook- 
founder of the Hubbard 

tochester, N. H., died 


was 65. 


BOSTON 
line, Mass., 
Shoe Company, 
He 
services 
Kehillath 
was a member of 
Lodge of Mason 
Temple, a charter member of the Bo 
ton University Hillel House the 
Crotched Mountain Crippled Children’s 
Beth 


Univer 


recently. 
held at Con 
srookline. 

Brother 


Aleppo 


Funeral] were 
Israel, 
the 


and 


gregation 
He 


hood 
and 
member of 


Hospital, and a life 
Hospital and 


Israel] srandei 
sity. 

He is survived by hi 
Katz; 
and Burton; two brother 
Joseph; a sister, Anna Leon, and nine 


widow, Jean 


nette three sons, Saul, Irwin 


, Nathan and 
grandchildren. 


Warren C. Thompson 


DETROIT—Warren C 
Detroit 
At one time 
Milner 


store, he 


Thompson 
died 
shoe buyer with 


veteran shoe man, here 
recently. 
the Crowley and Company de 


became buye) 
Hudson 


Retiring 


later 
in the J. L 
store. 


partment 
of women’s 
Company 


shoes 


basement 


opened W ( 
West M 
Detroit 


type hoe 


that 
Thompson, 
Nichols Road in 
high quality 


position, he 
7510 
northwestern 


from 
Inc., at 
as a family 
store. 

This became 
Me Nichol 
ha 
T he 


advance of it 


store 


the 
forerunne! 


pionee! on 


Road, of what 


become a major shopping street 


tore itself was considered well in 


when opened, a 


Mr 


retired 


time, 


a neighborhood shoe store 
Thompson closed the 
in 1951 


He j 


tore and 


urvived by two daughter 


Edward Osborn Walker 


SPRINGFIELD, O Kdward Osborn 
Walker, Springfield’s oldest 
hoe man, died here recently at Mere 
Hospital after a He wa 


BA 


known a 


brief illness 


Mr. Walker was a 
the Walker 
south 
Street 


enior partner at 
Shoe Store at 
Fast High 


heen in the 


srother 
and 
had 


1822 


Limestone 

Hi 

hoe busine 
Mr. Walker 


business a8 a 


family 
ince 
the 

fitter 

notable i 


started in hoe 


cutter and and 
for uch 
Governor Asa Bushnell, General 
Warren Kiefer and William 
Whitely, the “Reaper King.” He opened 


his own 


made footwear 


hoe store in Springfield 
years 
He j 


and a nenhew, 
of Springfield 


ago 
brother Spe I 


Walker 


urvived by hi 


Howard J 
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THE MANUFACTURER 


in his product 
THE RETAILER 
colors 


catcher 


does on the oustide. 


THE CONSUL MER 


HAMEL KID LINING 








anilines. He recognizes the need for appeal 


comfort and beauty. They 


Who Buys Hamel Kid Linings 


And Why? 


Because he knows that ove 


thirty-five years of “know-how”, experimenting and 
perfecting expressly for linings, has produced the 
finest in kid linings. He wants the genuine article, the 
material made to do the job, There’! be no after-thought 


inside and out, he wants quality. 


because he wants something that 
will sell, and stay sold. He recognizes the trend toward 


soft pastels, deep dark tones, and distinctive 


the eye 


the shoe that looks as good on the inside as it 


because he or she wants quality, 


want a lining of quality be- 


cause they want something that will last, something that 
will make their shoes look new longer. Consumers want 
comfort, a lining that molds to the foot, yet retains the 
shape of the shoe, a lining that gives the foot a chance 
to breathe, They want beauty in keeping with the trends 


of the day. where the inside is as beautiful as the outside. 


the only kid lining made to 
meet the demands of them all! 


L. H. HAMEL LEATHER COMPANY 
HAVERHILL, MASSACHUSETTS 








About Shoe People 





Sam J. Pooley, secretary of the Grin- 
nell Shoe Company, Des Moines, Ia., is 
as enthusiastic as ever about sports. 
Now 87, he was a halfback and track 
star during his stay at Grinnell College, 
from which he was graduated in 1892. 
Mr. Pooley was born in Plymouth, En- 
gland and was brought to America at 
the awe of 5. Another of his hobbies is 
bridge 

* * * 


Shoe salesmen were unhappy to learn 
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that Grace Pearce, pretty and petite 
secretary of the West Coast Shoe Trav- 
elers Association, has left that organ- 
ization to move to the nearby city of 
Long Beach. Grace, secretary to Dave 
Kleinsmith, has been one of the prettier 
sights around town and she will be 
missed, She had been with WCST for 
about two years. No successor as yet 
has been chosen. 


* * * 


Two of the oldest shoe stores in 









Rochester, N. Y., have gone out of busi- 
ness recently, Phelan’s Shoe Store, at 
340 Main Street East, established in 
1869 and owned and operated in recent 
years by Harry H. Phelan, closed be- 
cause of financial difficulties. The Pidg- 
eon Shoe Store, Clinton Avenue 
South, ceased business operation unob- 
trusively. It was established about 60 
years ago by the late William Pidgeon. 
The firm was one of the largest shoe 
stores here for a number of years. Fol- 
lowing Mr. Pidgeon’s death three years 
ago, ownership passed to his widow. 
His daughter, Mrs. Helen Draper, had 
been managing the business. 


+ 


25 


Charles Sibley Morgan said plans are 
now being formulated to celebrate the 
tenth anniversary of Sibley’s, juvenile 
footwear operation in Pacific Beach, 
Calif. The anniversary party, June 1-2, 
will be heralded by a double page ad- 
vertisement in all the local papers. A 
local television personality has been 
engaged to act as host for both days of 
the observance. 

Young’s Shoe Stores, Inc., 818 Miners 
National Bank Building, in Wilkes- 
Barre, Pa., has been incorporated and 
capitalized at $75,000 to operate a re- 
tail shoe store as well as to merchan- 
dise allied items and accessories. In- 
corporators are Arthur Silverblatt, 
Frank Townend and James P. Harris, 
Jr. 

a” - 

C. J. Fetzer, owner 
the John Bright Shoe 
Street, Rochester, N. Y., for the past 
25 years, has moved to 340 Main Street, 
East, where he is doing business under 
the name of Fetzer’s. In his new store, 
Mr. Fetzer has added women’s shoes, 
making it a family operation. The new 
store is considerably larger and more 
modern than its predecessor. 

*” * a 

M. P. Belcher has sold the Belcher 
Shoe Store in Eureka, Kan., to Royal 
A. Elder and Cora Mae Nettler, of 
Yates Center, Kan. Mr. Belcher was 
manager of the shoe department of the 
Sears Roebuck Plaza Store, Kansas 
City, Mo., before he entered the shoe 
business in Eureka in 1953. Mr. Elder 
has operated the Elder Clothing Com- 
pany in Yates Center for the past 11 
years. Cora Mae Nettler was associated 


with the Elder store for six years, for 


and operator of 
Store, 46 North 


the past two of which she has been 
manager. The new store will be re 
modeled and restocked and will be 


known at the E-J Shoe Store. 
* * 

Harry J. Rook has announced the ap- 
pointment of Lawrence H. Pleister as 
manager of the men’s shoe department 
at 1635 Lane Shopping Center in Co- 
lumbus, O. Mr. Pleister began his career 
in the shoe business in Cleveland 25 
years ago. He has a background of more 
than 30 years’ experience in selling 
high-grade shoes. Harry J. Rook is ex- 
clusive dealer in Columbus for Nettle- 
ton, Stetson, and Barclay shoes. 
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ELASTIC 


David Elliott wil! the new 
Thom McAn shoe store which opened 
recently at the Midway Plaza Shopping 
Center in Talmadge, O. He was former- 
ly associated with a company store in 


Cuyahoga Falls. 


manage 


* 


H. M. Willoughby has been named 
manager of the department at 
Gus Roos in Dallas, it was announced 
by Norm Alweis, president. Mr. Wil- 
loughby, who has been in the shoe busi- 
ness for 51 years, came to Dallas in 
1904 from his native Tennessee, 


* 


shoe 


Ernest Hopkins has been named man- 
ager of the Bostonian shoe departments 
in the Reynolds-Penland stores in Dal- 
las. He has had more than 20 years’ ex- 
perience in men’s and boys’ shoes. He 
recently moved to Dallas from Ohio. 

* x 7 

Mrs. Viola B. Van Meter has taken 
over the management of Van’s Quality 
Shoes, located in the Redgord section of 
Northwestern Detroit at 17729 West 
Grand River Avenue. She will continue 
to operate it as a family shoe store. 
Her husband, Archie L. Van Meter, who 
opened the store about eight years ago, 
died recently. 

at * 

Mayor David L. Lawrence presented 
the trophy signifying an outstanding 
job of salesmanship in the Baker Shoe 
Store chain to Harold Amato, 28-year- 
old assistant manager of the Baker’s 
East Liberty branch near Pittsburgh. 
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SLIPPERS 


WELLCO SHOE CORP. © Waynesville, N. C, 


Soop! bythe MILLIONS 


e 100% Nylon & Heat « available in all colors 
and sizes with matching 
or contrasting color 
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PERFECT FIT EVERY TIME! 





Protect your shoe stock from wet or bare feet 
heavy socks, by using these disposable fabri 
seamless toe and heel, try-on socks 


your jobber, or write for free sample and prices 


D & K COMPANY, INC. 






That's What Shoemen 
Say About 


<= The Only 
® 
DISPOSABLE 
Try-On Socks 














Amazingly 
order now from 





For jelivery 


sure 
t 












resistant rubber 


tensile-strength 


clips 


LOOP CORP. 


Mr. Amato has been employed by the 


company for 11 years. 
* ” * 


A complete shoe department featur 


ing a general line of men’s dress and 
work shoes and children’s and boy 
shoes is now in operation at Charles 


Guidio’s new Guidio’s Shoes operation 
in Provo, Utah. The new store, at 328 
West Center Street, is much large 
than Mr. Guidio’s former store at 317 
West Center Street. 

* * * 

Elwinn Shoe Shop, 99 Main Street 
Woonsocket, R. I., recently ran a news 
paper advertisement citing its eight 
year record of having sold 64,154 pairs 
of children’s shoes. Owner Eleanor 


Winn, attracted considerable attention 
with the ad, which employed the tag 
line, “Blackstone Valley’s largest chil 
dren’s shoe fitters.” 


* . ~ 
Irving Winston is manager and co 
owner of Winston Shoes, 515 Market 
Avenue North, Canton, O. The store, 


dealing in women’s shoes, had a recent 
formal opening. For the last five years- 
Mr. Winston was manager of the shoe 
department at Bon Marche. He has been 
in the shoe retailing field 1941. 
* . - 


ince 


W. E. Byrd has been appointed man 
ager of the Regal Oakland, 
succeeding “Manny” Mannheimer. The 
store, a new one located at 1427 Broad 
way, is the third in a group of 25 
planned for the West Coast this 


store in 


year 


Write for Samples & Prices... 


41 West 24th Street 
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e for use on all rainshoes¢ 
and snowshoes ; 

_@ prompt delivery... 

< usually from stock 


NO OBLIGATION 
NEW YORK 10, N. Y. 


























Our unique) Llama-proce 

bringa.the matural gtain of 
Magnificent calfskiis ito bold 
relief Dbis superbl) casual 
“textured look” makes Llama* 
the Fall favdrite for casual 
fashion 


There is only one 
genuine Llama®- 
Finished ¢ alf! 
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from every angle... 


FARBER WELTING 


Makes better shoes... 


makes shoes better 


In Production. . . Farber Welting molds to the shoe . . . leaves no 


“grinning seams.” 


In the Retail Store . . . Farber’s complete range of decorative and 
plain weltings are styled for eye appeal. 


In Actual Use .. . Farber Welting resists shrinking, curling and 
cracking because Farberizing replaces water soluble tannins with 
our scientifically developed re-tannage. 


£. Farber Wel 


50 FREMONT STREET 


WoRcES 


Stage Set for West Coast Shoe Travelers’ Fall Show 


Los ANGELES — Nearly all exhibit 
rooms have been reserved, is was an- 
nounced by Ed Pankau, West Coast 
Shoe Travelers show chairman, and 
Dave Kleinsmith, executive secretary. 
The show will be held May 20-23 at the 
Alexandria Hotel here. 

Typical of the promotional efforts 
being used for the show is a mailer, 
more than 5,000 copies of which have 
gone to retailers in the 11 western 
states, covering almost every retail 
outlet in the West. 

Also expected to contribute interest to 
the show is the announcement that a 
main floor sample room, called the 
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“Peek-a-boo Room,” will be placed at 
the disposal of each exhibitor for the 
display of two half pairs which he feels 
will evoke the most interest in his line. 

The “Peek-a-boo Room” will not be 
open to anyone except bona fide re- 
tailers and members of the press. It 
will not be open to manufacturers once 
the show opens. 

The rule, rigidly enforced, gives the 
retailer complete privacy in which to 
view the lines. 

Claire Weeks, chosen early this year 
as “Miss Footwear of 1956,” will again 
preside over the Fall show. City-wide 
publicity is tying her in with the tag- 


line, “Follow the Stars to the Peek-a- 
boo Room.” The lobby of the Alexandria 
Hotel will be decorated with stars, all 
leading to the half-pairs display area. 

Because it is slated to be a working 
show, entertainment functions have 
been held to a minimum. Sunday morn- 
ing, May 20, will be reserved for regis- 
tration and inspection. An 8 A.M. 
breakfast is slated for Monday morn- 
ing, to be co-hosted by National Car- 
loading and the West Coast Shoe Trav- 
elers. The breakfast will be both a get- 
together and a fashion preview, with 
color slides to be shown displaying the 
new fashion silhouettes. 


Marjorie Lenz, West Coast editor of 
Charm Magazine, will serve as one of 
the fashion commentators at the West 
Coast Shoe Travelers Fall shoe show. 


No emphasis on brands will be made; 
only on the fashion outlook for Fall. 
Commentators for the slide show will 
be Marjorie Lenz, West Coast Editor 
of Charm Magazine; Jack Hyde, Men’s 
fashion editor for the Coast of Foot- 
wear News, and Joanne Ahearn, also of 
that publication. Sales promotions will 
be discussed, as well as methods of 
industry tie-ins. 

Reason for the use of color slides is 
the difficulty experienced in previous 
shows with live models. With so many 
different lines to be displayed, it was 
necessary to have several models on the 
walk-way at once, passing slowly down 
the audience. While viewers at the end 
of the room were looking at one style, 
fashion commentators had already pro- 
ceeded to items further down the pro- 
gram. The experiment this year with 
the projection of color transparencies 
may lead to its adoption as standard 
procedure. 

Sachs Buys Dantzic Store 

Abram I. Sachs, has 
establishment of 
Solomon Dantzic, who died here, re- 
cently. The store still specializes in 
orthopedic children’s shoes as well as 
regular youngsters’ footwear. It is lo- 
cated at 5216 Reisterstown Road. 

Mr. Sachs owned and operated the 
Economy Shoe Store in Catonsville, 
Md. with his brother and partner, 
Samuel J. Sachs, to whom he sold out 
his interest. 


BALTIMORE 


purchased the shoe 
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What’ 


s New 





Lilly Company Patents 
Pre-Walker Baby Shoe 


SouTH BERWICK, Me. The Lilly 
Shoe Company, here, has been granted 
a patent on a pre-walker shoe in which 
the sole and heel are divided and se- 
cured by a nylon zipper. There is also 
a snap closure at the end of the zipper 
and a double slot tongue through which 
the laces pass. 


white, blue, 
with 


pom- 


It is offered in 
pink, navy and red, 
striped cuff and nylon 
for 
travel selling include washability and 
speedy drying. 


maize, 
contrast 
pom. 
and 


Stressed assets back-to-school 


Stretch-Mates are packaged in indi 
vidual polyethylene bags. They are 
priced at $14.40 per dozen and avail 
sizes 8% to 10) 


able in small (hosiery 
and large (10% to 11%). 


Clerks Go to Tourist School 


CHEYENNE, Wy0.—Shoe department 
clerks here are attending hospitality- 
tourist schools as a part of the Cham- 
Retail Committee’s 
program to boost sales to tourists dur- 


ber of Commerce 
ing the 1956 season. Cowboy boots and 
Indian moccasins are important items 
for the tourist trade in Cheyenne stores, 
and merchants believe business can be 
increased this year by impressing sales 
personnel with the importance of the 
transient well as having 
salesmen well informed as to places of 
in the area. 


business, as 


tourist interest 


Shoe Display 
FORMS 


that fit into the 


The unique, zippered Pre-Walker Shoe by 
Lilly Shoe Company, Inc., of South Ber- 
wick, Me. } , ad _ 

Once laced, the lacing operation need fas ion pe lure 
not be repeated since the infant’s foot 
slips easily into the shoe with the 
zipper open, and the shoe cannot be 
kicked off once the zipper is closed, ac- 
cording to Richard A. Lilly, president 
of the company. 

The shoe is made in all white lamb 
capeskin, in white with a blue plug and 
in white with a pink plug in sizes 0 
through 3. The design is protected by 
United States Patent No. 2494770, and 
the shoe is being featured on TV and in 
national magazines. 


Patent Pending for New 
Stretchable Women’s Slipper 


Arnold Shoe Products 
introduced a _ new 


New York 


T ate fi » flatty types of femi- 
Company has Translate fashion in the flatty types o 


nine footwear into beauty of form with Pierce's 


new, transparent, skeletonized plastic shoe forms 


Designed to accentuate fashion highlights, in 
conjunction with the light, care-free, comfortable 
look dominating the new styles of flatty types of 
footwear 


feminine Pierce shoe display forms 


“key” with these trends. 


For lightness in weight, for effectiveness in shoe 
display, and for clear, transparent beauty which 
highlights fashions at their best, there is a Pierce 


clear plastic shoe form to fit your requirements 





Write today for samples and prices, better still 
end us We'll gladly submit free 
samples of the proper Pierce shoe display form for 


The new stretch slipper for women, in- 
troduced by the Arnold Shoe Products 
Company in a variety of colors. 


sample shoes 


your 


PIERCE COMPAN sassacusers 
\, P| JHU UY AN TE MASSACHUSETTS 





requirements 








“Stretch-Mate” slipper for women, for 
which a patent is pending. This new 
slipper-sock is made of Helanca stretch 
nylon and features a cushion-comfort 
sole of polyurethene plastic foam. 
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STYLE 

3001% 

piack, White 
Underlay; 
Square Toe 
IN sTOCK 


3101% : 

Same 4 3001% 
@ except with 
ed toes : Round Joe 
IN-STOCK 


an styling 
; .» Western » 
@ true 
+ Round, 
hing P 
Fye-cate 
' color combinations 


int 
square, pom 


atterns and 


32-6 
@ Sizes 4-8, 812-3) - 


to retail pro 
s $3.95! 


fitably 
e priced 
as LOW A 


WRITE FOR PRICES 


, ll 
or Salesman 5 - OT MFG. co. 


RT poo 
QUINN & DELSE® ARLBORO, MASS 


ACHUSETTS 


onty Bainflex 


INNERSOLES 


SINGLE-PLY ALL-LEATHER 
FIBRE CONSTRUCTION 
ASSURE SO MUCH UNIFORM 


FLEXIBILITY 


IN WOMEN’S CEMENT 
PROCESS FOOTWEAR 


* 


PROVED BY USE 


in hundreds of thousands of 
yairs the cooler, more com- 
fortable properties of this 
sensational innersole has 
confident acceptance by the 
ultimate consumer. 
BAINFLEX innersoles easily 
adaptable to all cement process shoemaking 
requirements provide an added value sure to 
mean greater volume sales for both manufac- 


CORPORATION _ turerand retailer. Now you can have them, too 
a” ; 


try them... prove their value in your lines. 


19 CHESTNUT ST., CAMBRIDGE, MASS. ® TRO 6-723) 


Institute Singles Out 


| Melville for Performance 


| 
| 
| 


NEW YORK Outstanding perform- 
ance in vital management areas has 
drawn praise for a leading shoe or- 
ganization, Melville Shoe Corporation. 

The 1956 Manual of Excellent Man- 
agements, published by the American 
Institute of Management, singles out 
Melville from among the 409 com- 
panies it lists as deserving particular 
merit for excellence in one or more 
of the Institute’s areas of management 
appraisal. 

Melville Shoe is particularly cited by 
the Institute for exceptional sales 
success, and the degree to which ef- 
fective sales management, advertising 
and marketing policies have aided the 
entire effort. 

Other areas of appraisal are eco 
nomic function, corporate structure, 
health of earnings, service to stock 
owners, research and development, 
directorate analysis, fiscal policies 
production efficiency and executive 
evaluation. 

New Chandler’s Unit 

PASADENA, CALIF.—Chandler’s Shoe 
Salon, at 380 South Lake Avenue, here, 
 coandanie celebrated its grand opening 
It is the second store for the company 
in Pasadena, and the sixth in the 
Greater Los Angeles area. 

Designed by Kanner-Mayer Associ 
ates of Los Angeles, and built by Steed 
Brothers of that city, the new salon, of 
California design, has a striking open 
vision front whose large plate glass 
windows and glass doors are accented 
by an overhanging canopy wrought in 


| dark blue and white imported Italian 


mosaic. 

Above, the facade is faced with pas 
tel gray ceramic veneer, with contrast- 
ing indented side panels of blue multi 
colored imported ceramic tiles. 

There is an attractively landscaped 
parking area in the rear of the store, 
with a canopy extending to the store 


| entrance to afford protection against 


the weather for customers. 
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NEWS OF THE 


SULSINEN axv Suppers 


West Coast Travelers Hear Insurance Plan 





‘ 


Milton Pollard proposes a retirement and pension plan before a joint meeting of 
management and salesmen arranged by the West Coast Shoe Travelers. Left is Bill 
Kays of the Los Angeles Times and right, Dick Graffiss, president of the travelers. 


ANGELES 
campaign to 
for 


Los Opening gun in a 


secure pension privileges 
manufacturers’ 
tives was fired at 
of the West Coast 


sociation. 


shoe representa 


the regular meeting 
Shoe Travelers’ As 
Salesmen, 
short-lived is their earning capacity 
once efforts cease, have long felt that 
some additional 


conscious how 


security should be of 


fered besides the regular commission 
checks. Directors of both national and 
local travelers’ groups have been cast 


ing around for some kind of retirement 
insurance. 

After lengthy consideration, the Mil 
ton R. Polland Company was author- 
ized to prepare a retirement plan and 
submit a definite proposal. Mr. Polland 
attended the WCST meeting person- 
ally to explain details of the proposed 
plan. 

He said two out of every three men 
in the room would live until age 65. 
Yet, with the current high tax rate, 
their future at 65 is questionable. He 
said most commercial] travelers carried 
life policies in amounts smaller than 
income. This inadequate 
protection for the one man out of three 
who dies before 65 makes a pension 
and life insurance plan neces- 
sary, he told the group. 

Mr. Polland said his company has 
worked out a deal with various insur- 
ance company underwriters which 


one year’s 


quite 
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would permit travelers to obtain a re 
tirement plan at minimum rates, with 
both manufacturers and_ individual 


alesmen to share the financial burden 

Briefly, his proposal calls for an im 
mediate issuance of $11,170 in 
for 
agreement 
payment of $15,000 at age 65, or $100 
month for the rest of the insured’ 
life, whichever he elects to take at that 
The $100 per month payment i 
due a minimum of 10 years, so that in 
the event of the insured’s death before 


life in 


surance salesman. In addi 


the 


every 


tion, calls for a cash 


pel 


time 


age 75 the balance of the 10 years of 
monthly payments would be left to hi 
heirs or assigns. 

Cost for the plan would be about 


$288.35 per year for the salesman, and 
a like amount to be contributed by hi 
These rates apply 


employer. regard 


less of the number of salesmen a man 
ufacturer hires; a one-man force can 
be signed up as quickly as a group 


numbering hundreds. The plan ha 
been accepted and approved by the Na 
tional Shoe Travelers, Mr. Polland 
stated, and is already in use in other 
sections of the apparel industry 

Shoe salesmen anywhere in_ the 
United States may secure additional 
information on the plan, plus printed 
booklets, by writing to the home office 
of Milton R. Polland Company, 312 
East Wisconsin Avenue, Milwaukee 


Moda Shoe Corporation 
Opens Plant in Puerto Rico 

AGUADILLA, PUERTO 
Shoe Corporation, a manufacturi: 
affiliate of Wellco Shoe 
Waynesville, N. C., was 
tories on the schedule of inauguration 
during the week of May 6-13 pro 
claimed “Bootstrap Week.” 

The week 
the 


Rico Moda 
Corporation 


one of 20 fa 


was set aside to ce 


eprate 
accomplishments of ‘Operation 
industrial 


the past de 


footstrap,” Puerto Rico’ 


zation program which in 


ade has attracted more than 400 1 
branch plants to the island 

Moda Shoe Corporatior cup ‘ 
20,000 square foot plant in this town 
on Puerto Rico’ Northwest Coast 
from which it will produce shoes and 
slippers. It will create 75 new job 

Six U. S. mainland footwear man 
facturers have established a $3 million 


industry in Puerto Rico sines 


1951, the year when “Operation Boot 


shoe 


strap” began to gain momentum 

Shoe Corporation of America and 
Vaisey-Bristol Shoe Company, Bell 
Moc, Inc., now operate iffiliate in 
Puerto Rico 


According to the Economic Develop 


ment Administration, two new hoe 
affiliates are now in the planning 
stage 


Eaton to Suspend Brockton 
Operation Probably in June 
MA LD 


Katon 


BROCKTON, 
Charles A. 
cided to 


kecutives of the 
Company have de 


su spend manufactur ing oper 


ations in the Eaton factory here. Some 
time during the Summer, probably i: 
June when the Spring run has been 
completed, manufacturing will be cor 


centrated in the Eaton factory in Rich 
mond, Me 
Executive office 


tinue to have their headquarter 


and sale will con 


here 


as will the company’s mail order di 
vision, which operates under the name 
of the Charles Chester Company. An 


nouncement of the impending move wa 
made recently by Charles C. Eaton, J1 


president 


O’Brien and Powers Moves 


Boston—The leather firm of O’Brien 


and Powers has moved from 20 East 
Street to new offices at 210 South 
Street, this city. This company sell 
Haus of Krause leathers as well as 


representing the Eagle Ottawa Leather 
Company. 
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Feature America s 
Gest- Liked 


white shoe 








dressing .. 
















CAVALIER 


piSise)— 
WHITE 


with Lanolin 
















America prefers our New 
Formula Glossy Finish 
NURSE WHITE Liquid 
Shoe Dressing. 










And no wonder! NURSE 
WHITE not only cleans and 
whitens brilliantly, but also 
nourishes and preserves elk, 
calf and kid leathers. 


Best of all, NURSE WHITE 
will not rub off easily. 





For traveling, we suggest 
NURSE WHITE SOAP, 
our concentrated shoe 
cleaner in jars. Excellent for 


all whites. 
LIFE 


Advertised in 


PS. 


Cavalier products are sold 
only in better shoe stores 
and repair shops. 



























Order from your findings 
wholesaler or direct from 


CAVALIER CO. 
Baltimore 30, Md. 


















U.S. Now Permits Shipment 
The 
export 


WASHINGTON, D. C. 
ment 


govern- 
has relaxed its rules to 
permit the shipment without export 
licenses of about 700 nonmilitary items 

including footwear, leather, hides 
and skins—to Russia and its satellites. 

Secretary of Commerce Sinclair 
Weeks the 
carry the 
“to conditions 


designed to 
government’s objective 
will 
courage the 
change of peaceful goods throughout 
the world.” The effect of the relaxa- 
tion is to suspend the license-filing 


said move is 
out 
which 


increase 


create en- 


nations to ex- 


requirement, 

Shipment of so-called “strategic 
goods” to Red-dominated 
countries still is prohibited. All types 
of military footwear included in 
the category of “strategic goods.” 

Official U. S. Commerce Department 
figures that U. S. exports to 
Communist countries have 
tantially in recent months. 

Export licenses granted by the Com- 
Department for shipments to 
Communist countries in the first quar- 
ter of this year were valued at $8,788, 


Russia or 


are 


show 


risen sub. 


merce 


443. The value in the previous quarter 
was only $1,624,856. In the first quar 
ter of 1955, the exports were valued 
at $4,968,322. 

Actual shipments, however, lag be- 
hind the figures shown on export li- 


European 
the fourth 


censes. U. S. exports to 


Communist countries in 


of Footwear to Soviet Bloc 


$1,151,000, 


totaled 
$1,051,000 in the 


of 1955 
as compared with 
third quarter of 1955. For the entire 
year of 1955, U. S. exports to Red 
countries were valued at $7,248,000, as 
compared with $6,120,000 for 1954, 
and $1,776,000 for 1953. 

Included in the new list of products 
that may be shipped without export 
license are all types of footwear except 
findings, leather, hides 
rubber products, and 


quarter 


military, shoe 
and skins, 


numerous other products and supplies. 


dyes, 


By “Communist” or “Communist- 
countries, the U. S&S. 
Albania, Bulgaria, 
Germany, Es- 


dominated” gov- 
ernment means 
Czechoslovakia, East 
tonia, Hungary, Latvia, Lithuania, 
Outer Mongolia, Poland and Danzig, 
Rumania, the U.S.S.R., except the Far 
Eastern seaports of the U.S.S.R. 


Archie Kaplan Liquidating 

BostON—The Boston firm of Archie 
Kaplan Leathers, Inc., is liquidating 
its operations. Company president 
Archie Kaplan announced he is _ re- 
tiring for personal reasons. The com- 
pany, formed in mid-1954, was a dis 
tributor of patent leather. 

The firm’s group of top-level execu- 
tives is presently considering openings 
with other companies in the leather 
industry, the announcement said. 





Charles Sheldon Retires at Hood Rubber 
















CHARLES L. SHELDON 


WATERTOWN, MaAss. Charles L. 
Sheldon, manager of purchasing, Hood 
Rubber Company, footwear and floor- 
ing division of The B. F. Goodrich 
Company, has retired after 47 years 


| of service and has been succeeded by 


Arthur B. Porter, deputy manager of 
purchasing since 1954. 

Mr. Sheldon joined Hood in 1909 
and, after serving successfully in sev- 


eral departments, joined the purchas- 


ing department in 1916. In 1924 he was 
made manager of purchasing. During 
World War II, he was loaned by the 


company to the government and served 





ARTHUR B. PORTER 


with the War Production Board in 
Washington for three years. In 1945-46 
he served as president of the National 
Association of Purchasing Agents. 
Mr. Porter joined Hood in 1919 and 
became office manager in 1936. For 18 
years he was active in the affairs of 
the National Office Management Asso- 
ciation and served as president of that 
association’s Boston Chapter in 1945- 
46. During the war he served with the 
Hundred-and-First Field Artillery, 


Twenty-sixth Division, from which he 
was discharged with the rank of cap- 
tain. 
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Why neglect the extra profits that 
are yours for the taking with 


world-famous dance shoes 
of the stars with the finest 


IN-STOCK SERVICE 
IN THE INDUSTRY! 


dance tap shoes. 





Top quality, true hand craftsman. | ————— 


ship means easier fitting and more 
customer satisfaction. Tremendous 
in-stock selection minimizes your 
stock problems, keeps you always 


filled-in on styles most in demand. 


* Toe Shoes 


© Oxfords 


* Tap Shoes 


© Ballet Slippers 
© Sandals 


ACROBATIC Sandal 


It's NEW—It's HOT 


Now, for the first time, Hollywood 
Products offers this Acrobatic Sandal 
to the shoe trade, in Men's sizes 8 
to 16. Also available for women 
and children in sizes 8-7 to L-9. 
Made of smooth sueded-elk leathers 
in tan (fawn) and black, with « 
variety of other colors available; 
and the soles are made of well- 
chosen soft retan leather, and all 
sizes have flexible elastic ankle 


bands. This line of nature sandals retails from one dollar to one-ninety- 
five a pair. The company assures the shoe dealer of quick turnover and 
profits by fast deliveries and satisfaction guaranteed. The many uses 
of this slipper include lounging, dancing, active sports and theatricals. 
Orders should be sent to Hollywood Products, Inc., Post Office Box 628, 
Columbus 16, Ohio, who are leaders in the theatrical shoe business, as 
manufacturers and distributors for more than ten years. 
of this company are Hollywood ballet dance slippers and Hollywood 


Other products 


gomilo GD Don nell¥ 


Shoe Store Equipment 
CATALOGUE 


IS RESERVED FOR YOU! 


Write for catalog or visit our show 
rooms—today! 


/ Prima Ballerina, 
Patricia Bowman 


BURT McKAY 


St. Lours—C. R. Smock, northwest 
women’s and children’s sales manager 
for Peters division of International 
Shoe Company, has recently announced 
two personnel changes. Jack Barbee 
has been appointed women’s and chil- 
dren’s sales representative in the Pa- 
cific Northwest, succeeding E. J. Cross- 
man, who has resigned. Burt M. Me- 
Kay was named sales representative 
for the Los Angeles area, replacing 
Charles C. Tarbutton, also resigned. 

Mr. McKay, who is a member of the 
National Shoe Retailers Association, 
will carry the new Fall line of Velvet 


May 15, 1956 


La Mendola 


THEATRICAL FOOTWEAR & ACCESSORIES 
130 W. 46th St., N.Y. 36 © JUdson 6-0113 


JACK BARBEE 


Step, Weather-Bird and Happy Hikers 
in Los Angeles. 

He began his career in the shoe busi 
ness with the Peters division in 1921, 
traveling in South Dakota and Boise 
until 1953. Prior to rejoining the 
Peters sales staff, Mr. McKay was vice- 
president and general manager of the 
Barnett shoe chain in southern Cali 
fornia. His headquarters will be in 
Room 904 of the Haas Los 
Angeles. 

Jack Barbee will make his headquar 
ters in Boise, from which he will cover 
parts of Washington, Oregon, Idaho 


suilding, 


ROMITO-DONNELLY 


CORPORATION 


RAVENNA,OHIO 


and Montana with Velvet Step, 
Weather-Bird and Happy Hikers. 
For many years, Mr, Barbee traveled 
for the Williams Shoe Manufacturing 
Company out of Portsmouth, O. Prior 
to joining Peters, he represented the 
Burns Shoe Comzvan, for two years in 
Texas. Pe began his business 
career as a retail salesman in the shoe 


shoe 


department of Famous-Barr Company 


Government Rubber Plant 
Closed in Newfoundland 


Str. JOHN’s, NFlLo.—Premier Small 
wood announced operations of Superior 
Rubber Limited, one of the government 
established 
will 


industries 
last 


sponsored 
here during the 
be suspended 

He said the plant at Holyrood, 30 
miles from here, will be kept in good 
condition pending an improvement in 
the market outlook. 

The would continue ef 
forts to bring in a substantial company 
to take on operations 

Mr. Smal)wood said the government 
has been trying for months to get ex 
perienced Canadian, U. S., or British 
rubber take 
management of the plant but was un 
successful because of the situation in 
the Canadian rubber industry 

The market was glutted with 
cost rubber footwear imported 
Hong-Kong. 


new 


three years, 


government 


manufacturers to over 


low 
from 

























THEY'RE WELL AWARE IN DELAWARE THAT 


CHAIRMASTERS’ CHAIRS Help Sell Shoes! 


The Bata Shoe Co. store in 
Dover, Delaware is made more 
attractive by CHAIRMASTERS’ 
furnishings which are expressly 
created for shoe stores. In this 
store, as in others throughout 

the country both large and small, 
CHAIRMASTERS' chairs 

allow customers to relax 

in comfort while they 
choose shoes... make 
it easier for salesmen 
to sell! 
Style #3215A 


EU 


200 East 146 Street @ New York 51, N.Y. @ CYpress 2-0600 
SPECIALISTS IN SHOE STORE FURNITURE 


Featuring Styles #3251 and #3215A ° B- 
Let CHAIRMASTERS help you increase: Please send New Chairmasters Catalog to 
your volume and profit. Consult our ‘ 
planning department about the design, : HAME. 
layout and furnishing of your store... ' 

remember it takes more than shoes : STREET — — 

H 















to sell shoes! 


POORER ERRORS EERE OR OES 


Shoe Industry Unemployment 
































Discussed in New Hampshire 

MANCHESTER, N. H. The Man 
chester Industrial Council, of which 
Harold Goldberg, local shoe-manufac- 
turing executive, is the chairman, has 
held a special meeting to discuss a 
rising threat of unemployment in some 
segments of the city’s textile and shoe 
industries. 

Merrill J. Teulon, industrial agent of 
the MIC, reported to the organization 
that a number of manufacturers were 
negotiating for the use of vacant por 
. tions of the International Shoe Com 

DON FERRITOR ARTHUR C. PETT FRANK FLETCHER pany plant in this city. 
Meanwhile, in Dover, N. H., a strong 

BAnGor, Mer.—Richard C. Hasey, dition to the Viner line of footwear. Possibility was reported that the closed 
vice-president and sales manager of Frank Fletcher, third man to be J°hn Flautt Shoe Company plant will 
Viner Brothers, Inc., manufacturers named to the sales staff, is now asso- ¢ back in operation here soon. The 
of women’s flats and moc-casuals, has ciated with William Sorensen in han- "ePort came from Arthur Wasserman, 
added three members to his sales staff. dling the Viner line in Texas, Okla- Boston attorney, assignee for the firm. 

Don Ferritor will cover Kansas, Ne- homa, New Mexico, Louisiana and According to Mr. Wasserman, one 
braska, Iowa and western Missouri, Arkansas. He lives at 3201 N. Ww. New Hampshire group and several in 
making his headquarters at 7327 Char- Grand Boulevard, Oklahoma City, Massachusetts are interested in buying 
lotte, Kansas City, Mo. He formerly Okla. the plant, whose assets, he said, prob- 
traveled the same territory for the Cheer nee ably amount to nearer loner gs the 
E. E. Taylor Corporation and suc- : ’ $60,000 previously announced. He set 
pees Al Weetling who Bint Mel Preston Appoints Cohen the company’s liabilities at between 
tired. BROOKLYN, N. Y.—Nat Cohen has $260,000 and $270,000. 

Arthur C. Pett will sell the Viner been appointed sales representative for Max Leighton, chairman of the 
line in Wisconsin, Minnesota and the Mel Preston Shoe Corporation in Dover Board of Assessors, said Mr. 
North and South Dakota. His head- the southwest and West Coast territo- Wasserman had reported the value of 
quarters are at 4249 Abbott Street ries, it was anncunced by Preston the Flautt concern’s stock-in-trade at 
South, Minneapolis, and he will con- Beyer, president of the firm. Mr. $33,000, with an appraisal of $18,000 
tinue to sell the Paramount line in ad- Cohen is a native of Los Angeles. on machinery. 
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Taylor Holds Semi-Annual Sales Meeting 


MAURICE MILNE 


30STON—Appointment of the follow- 
ing salesmen was announced by Miles 
Baker, vice-president of E. E. Taylor 
Corporation. 

Maurice Milne will travel the state 
of Ohio. Mr. Milne has had consider- 
able experience in the leather industry. 

Carl Dunmire will travel North and 
South Dakota, Minnesota and 
Nebraska. 

Charles H. 


Iowa, 


Smith was recently as 
signed the Maine, New Hampshire 
and Vermont territories. 

E. E. Taylor recently held its semi- 
annual sales meeting at the Eastland 
Hotel, Portland, Me. 

Millard Peabody, president, opened 
the sales seminar with a review of last 
season’s business and projected future 
plans. 

E. E. Taylor has plants in Freeport 


CARL DUNMIRE 


CHARLES H. SMITH 
and Augusta, Me. Its shoe distribution 


is world-wide. Taylor manufacture 


snoes, 


golf 
boys’ 


men’s and women’s shoes, 
Rod and Gun 
including a hand-sewn line 
of more than 55 different styles. 

John Kurkjian, executive 
presented the Fall advertising program 
prepared by the Lloyd Advertising 
Agency, Inc., of Boston. 

Robert Derby, eastern advertising 
manager, and Phillip Du Val, 
wear advertising manager, of the Neu 
Yorker magazine, discussed the latest 
fashion trends in the men’s apparel! 
field. 

Harry Fellman, of Fellman, Ltd., 
New York City, as a retailer, stressed 
the importance of the casual hand 
sewn shoe market with its ever-grow 
ing potentialities. 


shoes and shoes, 


consisting 


account 





Daniel Green Names Rutland 
To Southern Territory 


DOLGEVILLE, N. Y.—Joe B, Rutland 
will represent the Daniel Green Com- 
pany in Tennessee, Mississippi and 
Louisiana, the shoe company an- 
nounced. 

Until four years ago when he joined 
the company as a junior salesman, Mr. 
Rutland was a history teacher in the 
publie schools of Alabama. 


JOE B. RUTLAND 


This year, Danie] Green adopted a 
policy in which every senior salesman 
was required to have a junior salesman 
training under him. Mr. Rutland was, 
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heretofore, the junior salesman work 
ing with Marion P. Dominick, of Bir 
mingham, in the states of Alabama, 
Georgia, Florida, Tennessee, Missis 
sippi and Louisiana. 

Mr. Rutland has now been given hi 
own territory. He served in the U. S 
Navy and acquired retail shoe selling 
experience at Brunfield’s Department 
Store in Gulfport, Miss. Since his as 
signment, Mr. Rutland has moved to 
Tupelo, Miss., the center of his terri 
tory. 


Bay Bee Shoe Building 
Addition to Present Plant 


DRESDEN, TENN.—The Bay Bee Shoe 
Company, Inc., has begun a new addi 
tion to its plant, it was an 
nounced by A. L. Drerup, president 

This, the third in a series of expan 
sion moves, will provide an additional) 
10,000 square feet of space at a cost 
of $45,000. Construction is expected 
to be completed by August 1 and will 
increase personnel by approximately 
75 additional persons and increase the 
annual payroll by about $250,000. The 
company now employs 251 
women, 

Bay Bee shoe now 7,000 
pairs of infant's and children’s open 
toe sandals daily. When construction 
is completed, production will be boosted 
to 9,000 pairs daily. 


present 


men and 


produces 


IN THE PALM 
OF YOUR HAND 


@ What happens to your custom- 
ers after they leave your store? 
Will they return? Will they want 
to be fitted to another pair of shoes 
similar to the ones they just pur- 
chased? Did you ever stop to con- 
sider why a great percentage of 


them never come back? 


® With 


you hold the trade of nine out of 


Foot-so-Port men's shoes 


every ten customers in the palm of 
your hand. You hold them because 
of the perfect fit, the lasting com- 
fort, the supreme ease, the quality 
materials and skilful shoemaking 
that keep them “like new” long 
after ordinary shoes are worn out. 
You hold them because they've 
made an investment that pays ex- 
tra dividends in comfort and per- 


formance, 
= . 7 


If you are interested in building a 
sound business with the highest 
percentage of repeat sales, write 
for your free copy of ‘The Inside 
Story of Foot-so-Port Shoes” and 
complete details | 
HE 


concerning an INSIDE stony 
agency in your | OF 
city. There are eyitroar 
frequent oppor- 

tunities for mana- 

gerial positions . 
among dealers who own and op- 


erate several Foot-so-Port 


FOOT-SO-PORT SHOE COMPANY 


A Division of Musebeck Shoe Company 


stores. 


Oconomowoc, Wisconsin 





ALWAYS 


count on getting fashion’s 
best numbers promptly from our 
















sizes to 10 


Pastel 
Pink or Blue // 
Sun- Yellow I 
Pastel Multi // 


White Bark 
Stark White 
Braided 
Lustre 
Straws 
on 22/8 or 
17/8 heela 
$5.35 
8,N,M 
widths 






























Send for our newest 





at 


BINGHAMTON, N. Y.—The National 
Relations Board has set June 
19 for the start of a hearing at the 
Federal Building here on a union peti- 
tion for a collective bargaining elec- 
tion among Endicott-Johnson Corpora- 
tion tannery employes, 


Labor 


This is the latest step in a campaign 
involving the shoe company and the 
Amalgamated Meat Cutters and 
Butcher Workmen of North America. 
The union has been attempting for 
several months to obtain the support 
of a majority of approximately 1,600 
tannery employes. 

Soon after Earl W. 
ternational president of the 
claimed a majority, the union 
tioned the NLRB for an election. 


In a of talks to employes. 
Charles F. Johnson, Jr., president, has 
repeatedly said that piecemeal unioni- 
zation of the company’s many operat 
ing divisions would 
sequences, 


Jimerson, in- 
union, 
peti- 


series 


have serious con- 

In a similar case involving an at- 
tempt of the Teamsters Union to or- 
ganize Endicott-Johnson truck drivers 
and helpers, the company contended 
that the only appropriate bargaining 
unit is the entire production and main- 
tenance staff. 


The NLRB has not rendered a deci- 
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IN-STOCK 





































daytime and evening catalogs 


im celavatelatceyats 


HAVERHILL, MASS. 





Spec 
sizes to 10 


White & Tan 
Calfskin 








17/8 illusion 
or 21/8 heel 
$5.50 





All Tan or 
Vanilla 
Corkette 
square-back 
17/8 heel 
$5.80 
AAA, AA, B 

widths 


ready 


BE 





leather and 





Lion 








707 BROADWAY 








NLRB Petition New Move in Drive to Unionize E-J 


sion yet following the Teamsters hear 
ing which was concluded several 
months ago. 

A high percentage of Endicott-John 


COOL Summer Proposition 
Bricconés Italian Style Casuals 


for your biggest casual selling 
American men go out-of-doors this Summer. Your cus- 
tomers will be looking for Briccones gay, carefree casuals 
with wonderful fitting qualities. They come in rich smooth 
embossed 
famous sales making Mold-Crepe 
out at their low price ticket. There are other Lion sandals 
for men, women, and children, all profitable retailers 






season when 


Lion’s 


walk 


and feature 


Watch them 


woven effects 


sole. 


Sandals 


INCORPORATED 


NEW YORK, N. Y. 









employes have signed pledges of 
loyalty to the company. During World 
War II, tannery employes were union- 
ized for a brief period, but the union 
contract renewed after its 
piration, 


son 


was not ex- 





BGS Shoe Corporation Promotes Two 








ARNOLD J. COHEN 
MANCHESTER, N. H.—Two appoint- 


ments to key executive positions have 
been announced by Eli A. Cohen, presi- 
dent of the BGS Shoe Corporation of 
Manchester. 

Arnold J. Cohen, who formerly 
worked on plant management, has been 








WILLIAM LUBELL 


made sales manager of the company; 
and William Lubell, formerly sales 
and credit manager of the corporation’s 
Buskens division, has been made gen- 
eral manager of that division. 

Mr. Cohen will also continue 
present duties as treasurer of BGS. 


his 
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Israeli Hand-Woven Uppers 
Exported to American Market 
By SOPHIE P. GERBER 

New York—Hand-woven uppers for 
shoes, made up te fit American shoe 
lasts and specifications, are being im- 
ported into this country from Israel, it 
was announced by Mrs. Ruth Dayan, 
director of Maskit, a government-spon- 
sored agency for marketing the village 
arts and crafts of Israel. 

I. Miller & Sons, Inc., and Capezio, 
Inc., have already made selections 
from this unusual collection of na- 
tional handicraft for Fall de- 
livery. 

An assortment of uppers, attached 
to heels and soles of Israeli manufac- 
ture, were presented in a special show- 
ing to civic and trade leaders by Meir 
Sherman, Minister 
Israel, 


early 


Economic from 

One striking model consisted of sil 
ver beads woven into a pattern against 
a background of hand-woven 
color wool. Another 
of gold embroidery. 

The color range was as varied as the 
color wheel itself. Prices went from $2 
for a pair of multi-colored uppers to $9 
for the silver-bead model. All the 
styles were created for high-heeled, 
women’s shoes, with 
without sling backs. 

Men’s models, mainly in the scuff 
tradition, will be handled exclusively 
by Bronzini, Ltd., of 720 Fifth Avenue, 
New York City. 

Everything that went into the crea- 
tion of the uppers—color dyes, fabric, 
design, as well as handicraft 
to Israel. 


natural 
pair was a glitter 


sandal-type or 


is native 


Mr. Sherman announced that Ellen 
Lockwood, well-known manufacturers’ 
representative with offices at 1410 


Broadway, 
appointed 
the shoes, 


New York City, has been 
Maskit’s representative for 
as well as for other fashion 


will be available in American stores 
soon. 

Maskit is managed also by represen 
tatives from the offices of the Prime 


Minister, Ministry of Labor and Min 
istry of Commerce and Industry 


New Wolverine Officers 


RockFrorp, MicH.—A new alignment 
of company officers of the Wolverine 
Shoe and Tanning Corporation was 


effected here at a meeting of the board 
of directors. Elected as vice-president in 
charge of production was Gordon ©. 
Krause, who formerly served as trea 






... the most-wanted feature 





in outdoor footwear 


... the patented feature of 





ROYAL 


surer. The treasurer’s duties have been 
assumed by R. H. Krause who also con 
tinues as vice-president in charge of 
merchandising. Reelected president was 
A. K. Krause. Secretary is John R. 
Janssen. 

The number of directors has been re 
duced from thirteen to seven. They 
George S. Norcross, senior partner 0! 
the law firm of Warner-Norcros and 
Judd: Clement Wall, retired vice-pres! 
dent of the A & P Company, Jelle Hek 
man, president of the Hekman Furni 
ture Company, and A. K. Krause R. H 
Krause, Krause and Victor 


are 


Gordon C., 


W. Krause 








WORCESTER 


j Pat. Ne. 
accessories and ready-to-wear items 2,619,741 
; that were exhibited at the same time. Insulated Leather Dec. 2, 1952 


In the two years since its inception, Sport Boots 


“Maskit,” Israel’s home industries pro- 
gram, has developed into a major pro- 


! gram. The idea came to Mrs. Dayan, Just slip on a pair of “Royal Worcesters” yourself and 
wife of the Israeli Army Chief of you'll see why they've become America’s “best buy” in outdoor 
Staff, Maj. Gen. Moshe Dayan, when footwear. 
she was © volunteer sagricultural Nearly a quarter-million pairs sold proves that your cus- 
worker, assigned by the Zionist Or tomers want the comfort, warmth and protection of “Royal 
\ ganization to teach ex-merchants how 


Worcester” insulated leather boots especially when you can 
sell them with a generous profit at way under $20. 


to be good farmers. 


Mrs. Dayan launched her experiment 


with the weavers of two villages. To- Smart-looking moccasin and plain toe styles for men and 
day, Maskit involves 20 villages and women in 6, 8, 10 inch tops. Nationally-advertised, of course, 
600 workers. Twenty-six professional 


ata and you get lots of free selling helps. 
experts on its staff specialize in the 


manufacture of sports 
jewelry, carpet weaving and textiles. 


fashions. 


Sold only through Jobbers — call yours today. 


Their products combine the talents 
of people from such dissimilar back 
grounds as Morocco, Yemen, Tunis, 
Tripoli and Iraq. This year, for the 
first time, the clothes, textiles, jewelry 
and home furnishings of their creation 
have been brought to New York. They ' 





WORCESTER 


74 HAMMOND STREET 
WORCESTER © MASS. 


Made in Canada a 
T. Sismen Shee Co 





om 





COMPANY 


Siemen Bushmaster Shoe by 
led Onteria © 





Aurore anede 
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We Offer Quality Jobs, Cancellations 


and Closeouts in Branded Footwear to | 


CANCELLATION| 


shoe stores, 
drive-ins 
, and 
shoe 
promotion 
buyers 


reputation 


1215 Washington Ave 


Somple Rooms: Los Angeles 


SEE US: Los Angeles Show, Hotel Alexandria, Rooms 821-823 | 
M. K. Weil and Marcus Epstein in attendance 


known mokers 
are in line with 
our nationwide 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 
Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
Saint Lovis 3, Mo 


on fine shoes, 
bought direct 
from the best 








New York 





Hamilton Separates Coverage for Delmanette and Penaljo 


St. Lovuis—Harry Bennigson, vice- 
president and general manager of 
Hamilton Shoe Company, St. Louis, 


announced recently the complete sepa- 
ration of Hamilton’s two lines, Del- 
manette and Penaljo, as far as sales 
representatives are concerned. 

“Both our Delmanette and Penaljo 
have grown tremendously over 
recent years,” Mr. Bennigson said, 
“with the result that we now manu- 
facture two extremely long lines of 
shoes. Due to the size of each line, 
it is our belief that in order to do jus- 
tice to the entire setup, the undivided 
attention of a sales representative is 
necessary.” 

Subsequent to the St. Louis Shoe 
Show, the following salesmen wil]! 
cover the territories listed: 

Delmanettes: A. C. Brown, Jr— 
Mobile, Ala.; Arkansas, Colorado, IIli- 
nois (except Chicago and suburbs), 
Iowa, Kansas, Louisiana, Missouri (ex- 
cept St. Louis and Kansas City), 
Nebraska, Ohio, Oklahoma; Memphis 
and Nashville, Tenn.; Texas (except 
FE! Paso), Wyoming, Kentucky. 

Ed Gillaspy — Alabama (except 
Mobile), Florida, Georgia; Ashland, 
Ky.; Mississippi, North and South 
Carolina, Tennessee (except Memphis 


lines 


and Nashville), Virginia, West Vir- 
ginia; Marietta, Ohio. 
Vere M. Curtis—Arizona, Califor- 
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nia, Idaho, Montana, Nevada, New 
Mexico, Oregon; El] Paso, Tex.; Utah, 
Washington, Alaska, Hawaii. 

Clyde Martin—Chicago and suburbs; 
Indiana, Michigan, Minnesota; Kansa 
City, Mo.; Ohio (except Cincinnati and 
Marietta); Erie, Pittsburgh, McKees 
port, Braddock and Sharon, Pa.; and 
Wisconsin. 

Joseph Wallace—-Connecticut, Dela- 
ware, District of Columbia, Maine, 
Maryland, Massachusetts, New Hamp- 
shire, New Jersey, New York, Pennsy! 
vania (except Erie, Pittsburgh, Mc 
Keesport, Braddock and Sharon) ; 
Rhode Island, Vermont, Cuba and 
foreign accounts. 

Penaljos: Kimbal] Adams 
necticut; Ashland and Morehead, Ky.; 
Maine, Massachusetts, New Hamp 
shire, New Jersey, New York, Pennsyl- 
vania (except Philadelphia) ; Rhode Is- 
land, Vermont, West Virginia. 

Ray Bennigson Colorado, north- 
western Illinois, Iowa, Kansas, Min 
nesota, Missouri (except St. Louis) ; 
Montana, Nebraska, Nevada, North 
and South Dakota, Utah; Eau Claire 
and LaCrosse, Wisc.; Wyoming; Poca- 
tello and Idaho Falls, Idaho. 

Frank Fernandez—Arkansas, Louisi- 
ana, Mexico, Mississippi, New Mexico, 
Oklahoma, Texas. 

Milton Keach—Alabama, Delaware, 
Florida, Georgia, Kentucky (except 


~Con 





snios Laneenalions 


BRANDED 
JOBS 














Broitman-Gaffin Shoes 


146 DUANE ST. - NEW YORK 13, N. Y. 







Ashland and Morehead); Maryland, 
North and South Carolina, Philadel- 
phia, Pa.; Tennessee, Virginia; Wash- 
ington, D. C. 

Clyde Martin-—Chicago and suburbs 

Edwin Reinhart Michigan, Ohio, 
Indiana, Illinois (except Chicago and 
suburbs); Wisconsin (except LaCrosse 
and Eau Claire). 

James Swanson 
California, Hawaii, 
Pocatello and Idaho 
and Washington. 


Alaska, Arizona, 
Idaho 


Falls) ; 


(except 
Oregon 


Rockmore Sales Director 
For Columbia of St. Louis 


St. Lours—Martin F. Rockmore has 
been sales director and vice- 
president in charge of operation of 
Columbia of St. Louis, Inc., combiners 
of fabrics and leather, it was announced 
by L. J. Rockmore, of the Rockmore 
Company, Inc., of New York, distribu- 
tors of satins and lining fabrics. 

Martin Rockmore was also elected 
president of the Columbia Sales Corpo- 
ration, which will handle the sales of 
products of Columbia of St. Louis and 
also of the Middletown Rubber Com- 
pany, manufacturer of vinyl for quar- 
ter linings, sock lining and wraps for 
the Middle and Far West. 

Mr. Rockmore will still maintain his 
position as vice-president of Wavershoe 
Trimming Company, Inc., of St. Louis 
and The Rockmore Company, Inc. 


elected 
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Shown at the recent sales conference of Geo. E. Keith Company salesmen carry- 
ing Walk-Over, Keith Highlander and Wm. Joyce shoes for men are, left to right, 
Mose Smith, Harry Lang, George Rhodes, Cari Kendall, Ray Gann, Robert H. Fesler, 


sales manager; Charlie Campbell, Joe 


Christy, Ray Walsh, and Tom Bailey. 





International in Management 
Exchange with German Firm 

St. Louis—International Shoe 
pany has sent three management rep- 
resentatives to Stuttgart, Germany, as 
part of International’s European de- 
velopment program. Lee Brock, In- 
dustrial engineer, Jack Reck, tanning 
engineer, and Dixon Stauffer, Jr., gen- 
eral quality supervisor, will study man- 
agement methods at the Salamander 


Com- 


Shoe Corporation’s headquarters in 
Kornwestheim, outside Stuttgart. 

The Salamander Corporatior  rep- 
resentatives, Erich Schreiber, Klaus 


Heinze and Hans-Dieter Schultes, have 
arrived in St. Louis to begin their 
phase of the exchange program. They 
will observe management operations 
and consult with International Shoe 
Company executives during their stay 
in America. 

The exchange program between Sala 
mander and International, believed to 
be the first of its kind involving an 
American shoe company, provides for 
each firm to send three men to study 
operational procedures of the other 
company. 


Firm Formed to License 
Anti-Rot. Bacteria Process 


New YorkK—N. Erlanger Blumgart, 
Inc., and Dubin-Haskell-Jacobson, Inc., 
two of the major firms serving the 
apparel industry, announced they have 
become associated in an independent 
joint venture, the Sanitized Sales Com- 
pany of America, Inc., to license users 
of the Sanitized process, which retards 
the growth and action of bacteria in 
fabrics, and prevents the development 
of perspiration odors, mold and mildew. 

The Sanitized Sales Company of 
America, Inc., will act under an exclu- 
sive arrangement with the Sanitized 
Corporation, developers of the process, 
to license additional users. Lawrence 
Iason, executive vice-president of 
N. Erlanger Blumgart, Inc., will be 


May 15, 1956 


president of the new company, which 
will have offices at 181 Madison Ave- 
nue, New York. 

Some of the current users of Sani 


tized are U. S. Rubber, the General! 
Shoe Corporation and Hood Rubber. 
Officers of the Sanitized Sales Com 
pany of America will be Lawrence 
Iason, president; Leonard Kahn, Du 
bin-Haskell-Jacobson, Inc., vice-presi 


dent. Directors include, in addition to 
Messrs. lason and Kahn: Samuel Du 
bin, Herbert Haskell and Eugene 


Jacobson of Dubin-Haskell-Jacobson, 
Inc., and Martin S. Erlanger, Girard 
Iason and David F. Seiferheld of 
N. Erlanger Blumgart, Inc. All 
continue in their present capacities at 
N. Erlanger Blumgart, Inc., and Du 
bin-Haskell-Jacobson, Ine 


wiil 


Meirs Eastern Sales Head 
Of Haley Cate Company 


EVERETT, MASs. Henry E. Meirs, 


who has been actively associated with 
manufacturing 


the shoe and allied 





HENRY E. MEIRS 


industries for 
years, has been made manager 
of the Eastern division of the Haley 
Cate Company, according to Flora M 
Haley, president of the company. One 
of the best known manufacturers of 


the last 25 


sales 


products 


Where 


TO 


i 


BOX HANDLERS 


2 OO OF er er ee er ee ee 


LONG ARMS 


Reach 
Shoe 


BOXES 
HIGH 


They grip*them se 
You can 






Patented 


curely 
handie one or several boxes a stack. You take 
the one you want and return the others. Empties 


are returned to the shelf upside down. No ladder 


climbing. No falls. No wasted energy. Quick 
and easy. Order several right now Handle 
lengths 24°' to 60 $3.50 parce! post prepaid 
in USA. Satisfaction guaranteed. Specify handle 


lengths you want and if for men's or women's 


boxes. Your jobber or 
CARL BEEMAN 
Cedar Heights Road Stamford, Conn 


ee ee 


“JOBS 


ee 


4 ee em ee ee ~——™ 


FOR OVER 40 YEARS 


Headquarters For 


CANCELLATION 


STORES 


All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 


Los Angeles Show, Hotel Alexandria 
Rooms 515-518 


be e bh: ae 
MOSINGER-COHN 


Lovis 3, Me 








235 Washington $f 


Everyone Who Knows Comes to BARIS 


SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 


BARIS 


THE NATION'S FINEST 
CANCELLATION SHOES 
N.Y.7 + WO 2.5180 
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shoe trimmings and the 


company has its 
here and a Western division with head 


tripping 


eastern headquarter 


quarters in St. Louis 
Mr. Meirs said the present sale 
force will remain unchanged and will 


operate in the East as before. Member 
of his sales staff are Sam Alper, J 


eph Mayo and Ray Payette 
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CUSHION-SOLE 
CASUALS 


the big news for Spring and Summer 

this popular finger-gore style in 
soft, pliable elk with buoyant \ 
12-iron cushion crepe sole } 
Retails profitably at $4.95 
Order Now for May and 
June delivery 







a 


Case runs of 12, 18 and 36 pair 
Minimum order 12 pair. 


Tan or Browr 
size runs 6-11 


Write for Cateleg and Price List 


HUBER 


SLIPPER CO., AVISTON, ILL. 
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LEOTARDS AND TIGHTS 


Whirl-a-Weve Leotards, Durene yarn, zipoer bach 








fastener Children: Short sleeve, $2.15; long 
sleeve, $2.50. Adults: Short sleeve, $2.35; tong 
sleeve. $2.75. Give sizes when ordering 


4. Chatila and Company 
5719 168th Avenue, Bkiyn., N. Y. 
MANUFACTURERS OF BETTER DANCEWEAR 
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ORTHOPEDIC FOOTWEAR 


SO er ree er ee 


TARSO SUPINATOR SHOES® 


—for weak or flat feet— 
. prescribed by doctors 
the modern corrective 
shoe for children. 

Made and distributed only by: 


Maurice J. Markell Shoe Co., Inc. 


332 South Broadway - Yonkers, N. Y. 


Westport Assigns Williams 


Sr, Westport division of 
Brown Shoe Company has announced 
the appointment of William C. Williams 
as its representative for lowa and part 
of Nebraska. Mr. Williams has served 
manager in the Westport 


Louis 


service 


as 


divisien. 
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Endicott-Johnson Holds Four-Day Fall Sales Meeting 


Envicott, N. Y.—Fifty-three Endi- 
cott-Johnson Corporation salesmen at- 
tending a four-day conference here in 
connection with the introduction of the 
Fall line heard top executives express 
considerable optimism on the business 
and sales outlook. 

Lawrence Merle, vice-president and 
general sales manager, expected 1956 
to be a peak year. 

The salesmen were told that Guide- 
Step sales had increased from 89,490 
pairs in 1950 to 1,148,941 pairs in 1955. 

P, Douglas Blain, sales manager, told 
the group that Spring sales showed an 
increase of 15 per cent over a year ago, 
while last Fall business was 11 per cent 
over the preceding Fall. 

Many basic styles in the Fall line 
show no price change despite an in- 
crease of eight per cent in manufactur- 
ing costs during the past year, Mr. 
Merle said. He noted that some prices 
have actually been lowered. 


Charles F. Johnson, Jr., president, 


welcomed the salesmen, who work in 
the eastern sales division. 
Fall advertising and promotional 


plans were described by William San- 
born of the Winius Brandon Advertis- 
ing Agency, St. Louis. He pointed out 
that national advertising had helped 
Guide-Step Spring sales to exceed those 
of Spring, 1955, by 54.6 per cent. 
Retail accounts handling Guide-Step 
shoes and Johnsonians have increased 
150 per cent, Mr. Sanborn stated. 
More than one million copies 


of the 


educational booklet on the Guide-Step 
principle have been distributed through 
retailers or direct to inquirers who 
have written to the company. 

Johnsonian Junior shoes will be pro- 
moted through a separate advertising 
campaign this Fall, using Parents Mag- 
azine, 

Louis B. Morris, advertising man- 
ager at Endicott-Johnson, helped ar- 
range details of the sales conference 
and a display of 900 samples of foot- 
wear in the recreation center where 
the conference was held. The display 
was open to employes and their friends 
for two evenings. 


Allied Kid Brezner Division 
Introduces ‘Napoli’ Leather 


BOSTON A new leather called 
Napoli, “the leather with the Conti- 
nental touch,” is being introduced by 
the Brezner Division of Allied Kid 
Company, Boston, according to Jack 
Schweitzer, sales manager. Especially 
to achieve new success with 
the popular Italian look in high qual- 
ity men’s and women’s shoes, Napoli’s 
extreme flexibility is to provide 
unique working ease. It combines deep 
shadow-tone nap texture with the du- 
rability needed for rugged wear. 

Mr. Schweitzer said, “We are enthusi- 
astic about Napoli. Tying in as it does 
with the Continental trend, confi- 
dently expect the demand to be heavy.” 


designed 
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we 





Rosenfield Ad Company Changes Its Name 











































































Seed 






Leonard S$. Kanzer, left, and Marvin E. Feit look over legal papers that officially 
change their agency name from Rosenfield Advertising Company to Marvin and 
Leonard Advertising Company. 


BOSTON Rosenfield Advertising 
Company, advertising agency, has 
changed its name to Marvin and Leon- 
ard Advertising Company, it was an- 
nounced recently by Marvin F. Feit 
The two prin- 


and Leonard S. Kanzer. 











cipals took partial control of the 
agency in 1952 and complete control in 
May, 1955. Offices will continue to be 
at 210 Lincoln Street, here. The agency 
has specialized in shoe advertising for 
many years. 
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Classified AND Want Ads 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











policy and crack in-stock service 
right man. 


Substantial draw, plus commission. For 
send complete background and qualifications to 


SALES OPPORTUNITY WITH HUSKIES 


Wonderful opportunity to carry the Nationally Advertised Huskies brand of 
popular-priced teens’ and children’s shoes on an exclusive basis in Metropoli 
tan Chicago, Northern Indiana and Northern Illinois 


Aggressive promotion 
in Chicago assures terrific potential for 
immediate interview 


National Sales Manager, 


HUSKIES, 47 West 34th Street, New York 1, N. Y. 








Good Salesmen, Now Traveling, 


may tie up with one of the country's 
Fastest Growing Lines 


Priced Men's Casua 


of very Popular 
Stream-lined fac- 


tory in-stock service. No objections to 


n nfl cting lines. Ful 
first letter 

West Virginia 
Kentucky 

Tennessee 

Mississippi 


details, please, 


Michigan 
Arkansas 
Oklahoma 


Texas 


MOC-ABOUTS, 


Maurice Kobrin, Sales Manager 
P. ©. Box 753, Lawrence, Mass. 


OPPORTUNITY! 


We have several openings for side line rep 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear 
All open territories are well established 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 








SALESMAN WANTED 


To carry Line of Children's, Pre-Welts and Ce 
ments. Luther Brand, Stock and Make Uos; Com- 
mission basis. Can be carried with non-conflicting 
Line. Established territories: Oklahoma, and State 
of Texas. Reply, with references 


THE KEPNER SCOTT SHOE CO., INC 
Orwigsburg, Pa 











APTITUDES 


Famous in-stock casual line 
Can use men for the 


SOUTHEAST 


and 
SOUTHWEST 


States to be arranged 


Apply: APT SHOE MFG. CO. 


43 Leon Street Boston 15, Mass. 





FOUR SALESMEN 
WANTED 


Territories: Tennessee, Mississippi, Ar- 
kansas, Louisiana—Oklahoma and Kan- 
sas—Maryland, Virginia, West Virginia 
and Eastern Pennsylvania; also Oregon 
and Washington—to sell well known line 
of Children's Stitchdowns and Patent 
Straps. Liberal Commissions. Send ref- 


erences and application to— 


Box 479, care BOOT & SHOE RECORDER 
1221 Locust Street, St. Louis 3, Mo 











ACTIVE SALESMEN WANTED 


Manufacturer instock Popular Priced Genuine 
Goodyear Welt Men's Dress and Work Shoes; $4 
and $ retailer. Goodyear sewn boys’ and men’s 
Thre and Work Shoes; to represent the Carolinas 
jeorgia, Alabama, Kentucky, Tennessee 

Wi nein Minnesota lowa Missour 

Nebraska, Kansas, West Coast 

Address Box 527, care BOOT & SHOE RECORDER 

Chestnut & 56th Streets, Philadelphia 39, Pa 


SALESMEN WANTED 


Excellent opportunity for salesmen calling om inde 
pendent retailers and department store Wel 
known manufacturer in stock line. Women's 
clalty Walking Shoes to retall at $9.95. Compensa 
tion 1 m a commission basis everal territories 
now open. Give full detail n first letter. Reply t« 
Box 526, care BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa 











*ALESMEN NEEDED FOR OUR LN- 
~~ CREASED PRODUCTION. Volume Man 
facturer of Children’s Shoes has several ter 
ritories oper Complete Line of Infants’, Chil 
s and Misses’ Bonwelts and Compos, in-stock 
ind makeup in the Popular [rice 
ional Distribution Fast moving 
petitive line Contact: KIDDII 
CO., Westminster, Maryland 


W ANTED SALESMAN FOR 
PENNSYLVANIA AND 
GINIA to replace man who ha 


nineteer 


Range Na 
highly com 


‘KUB SHO! 


vering territory for 
en's and childrer hoe« 
it State jualificat 
LIANT COMPANY 86 | 
ton, Massachusett 


AMUEL BRII 
n Street, Bos 


t 


[OWA MINNESOTA ror 
for complete Line Ba Infants, 
Misses, Youth in middle 
price range ould have one non-confhetiu 
established line iis is a profit opportunity f 
1 top notch man with proven record, able to ex 
ploit sales potential of our fine Children’s SI 
Write complete information to Box 4 Boot 
ind Shoe Recorder, Chestnut & 6th Street 


Philadelphia », Penna 


FLIGHT MAN 
Chi 


sand Dut Shoe 


oe 


GEORGIA- FLORIDA MISSISSIPPI, LO 
2 ISIANA, and ALABAMA, Aggressive 
ilesmen wanted for these States to carry our 
Line of Men's and Be work and dress shoes 
Liberal comn ion basis for right 
nflicting Lines aurried, State road ex 
erience and trade references JUNG HO} 


MFG. CO., SHEBOYGAN, WISCONSIN 


men and 1 


may be « 





SIDELINE SALESMAN WTD. 








SIDE LINE SALESMEN WANTED 


made expre 


Patent Leath. reat 


cod 
ACE SHOE DYERS 


140 West 42nd Street New York, N. ¥ 











Ornaments and Bows 

Manufacturer offers 
Reply to Box 462, Hoot 
Chestnut & 56th Streets 


} ELANCA Foot Sox, 

Pocket size samples 
highest commission 
and Shoe Recorder, 


Philadelphia 39, Pa 


Sip! LIN} Make $50.00 Weekly selling our 
“ Dolt-¥ elf Sign Making Kits. Your cus 
tomers will appreciate this service. Write for 
circular ales Kit and order blanks furnished 
PRUCHEY 
Ohio 


SERVICE CO.,, 


at no ¢ t to 


Re 461, Napoleon, 





Buy Savings Bonds 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum amount 
accepted 18 words, $3.60. When a box number is desired, 12 words must be added for this and charged at the word rate. 
If advertiser's own name and address is used, count each word (street number is one word) at word rate. Classified adver 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified advertising 
except for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch 


Notice: All Classified Advertisements Should be Addressed to Our Philadelphia Office—Sth & Chestnut Streets, Philadelphia 39, Pa. 
ALL ADS MUST BE ON HAND 20 DAYS PRIOR TO PUBLICATION DATE 








May 15, 1956 














HELP WANTED 


HELP WANTED 











experience 





A LEADING CHEMICAL MANUFACTURER 


Seeks a Technical College Graduate with Sales Management aptitude to assist in 
development and ultimate sale of a new Shoe Upper Material. 

his thirties, and have Shoe or Leather Industry Ex 

Please send complete résumé, including salary expected and details of education and 


Reply to Box 513, BOOT & SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna. 


Applicant should be in 


perience. Replies held confidential. 





_ WANTED TO PURCHASE 
| 


MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, M. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 





MANAG! R: Department Store Shoe Depart 
ment, city of 15,000, Midwest. Salary com 
mission, profit-sharing, with opportunity to pur 
Reply to Box 528, Boot and 


chase department 
56th Sts., Philadel 


Recorder, Chestnut & 
Penna 


Shoe 


phia 39 





FOR LEASE 





| 


F4 MILY SHOE STORE, Established 32 | 
years, Newport, Vermont Five year lease 
Main Street Retail] Shopping center entire 
County, Beautiful Summer and Winter resort 
rand names Fifty Thousand yearly gross 
Owner deceased MRS. A. ARKIN, New 


port 459M 


OR LEASE EXCELLENT LOCATION 
FOR MEDIUM PRICED SHOE STORE 
Fully Fixtured, Modern Front; Fast growing 
ity—-Salem, Oregon, Reply tc Box 530, Boot 
ind Shoe Recorder, Chestnut & 56th Streets, 
Philadelphia 39, Penna 





FOR RENT 


Third and Fourth 
100% location, 
Growing City 

Address: P. O 





“OR RENT 
500 Square Feet, 

Kentucky's Fastest 

elevator. Reasonable lease 
1, Ashland, Kentucky 


Floors, each 
in Eastern 
Self service 


Bo» 


FEET BY 100 


Main, 


STORE 20 
the Square at 25 West 
Wisconsin. Excellent for Shoe Store 

July First. For particulars write 


MEAGHER, 27 West Main, Madison 


FoR RENT 
FEET on 
Madison, 
Possession 





MERCHANTS’ NEEDS 








Hlals x.» Ydeas 


#aos youl 


NEWSPAPER, ADVERTISING 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


2. Vincent Edwards Idea Clipping 
Service 


A tual newspaper tear sheets 
o. is of shoe stores; you se- 
lec: the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 


World's largest advertising 
service organization 
342 Madison Ave. 
New York City 














130 





FOR SALE 








AMILY SHOE STORE, Long Established 
Profitable Operation. Rent $200.00. Volume 
Approximately $50,000. Nationally Advertis 


Brands. New Jersey town 30 miles from NY‘ 
Reply to Box 505, Boot and Shoe Recorder 
Chestnut & 56th Streets, Philadelphia 39 
Penna. 


FoR SALE RETAIL SHOE 
STORE located at 509 West 
Hanford, California. For 


OUTLET 
Seventh Street 
information write to 


A. T. Johnson, same address 
FOR SALE: FAMILY SHOE STORE, Fast 
est Growing town in Texas; $30,00 inven 
tory; $7,000. Fixtures; $2,500 good accounts 
receivable. Seven year percentage leas Num 
ber One location. $45,000.00 cash Reply to 
Box 529, Boot and Shoe Recorder, Chestnut & 
6th Streets, Philadelphia 39, Penna 
AMILY SHOE STORE, Nationally Adver 
ed Brands, in Mesa, Arizona; Approximatel 
$40,000 for Stock, Fixtures and Trade Name 
Reply to Box 495, Boot and Shoe Recorder 
Chestnut & 56th Streets, Philadelphia 39, Penna 


Rainey in Charge of Sales 
At Diamond Shoe Corporation 


MARLBORO, Mass.—Ernest A. Rainey 
has become vice-president in charge of 
sales and merchandising of the Dia- 
mond Shoe Corporation here, it was an- 
nounced by Saul Schiff, president of the 
men’s shoe manufacturing concern. 

Mr. Rainey has been associated with 
the corporation for 12 years. He 





ERNEST A. RAINEY 


started his shoe career as a factory 
hand for the F. M. Hoyt Shoe Company 
in Manchaster, N. H., in 1912, 

In 1929 Mr. Rainey joined Diamond 
as a salesman. He left the corporation 
in 1938 to fill a sales executive position 
for the Brown Shoe Company. From 
1947 to 1952, he was associated with 
the General Shoe Company. Thereafter 
he rejoined the Diamond Shoe Corpora- 
tion. 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


161 DUANE ST. NEW YORK 7, W. Y. 
Telephone WOrth 2-2515 

















for 
« closeouts 
¢ surplus 
« discontinued 
lines 


* complete stores 


BROITMAN- 
GAFFIN SHOES 


inc, « BE 3-7290 
146 DUANE ST., N. Y.C. 














for your 
* SURPLUS STOCK 
/| * DISCONTINUED LINES 
|| * CLOSE-OUTS 
Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ » Men's * Children's 
31 Me. 4th St. 
BARSH & CO. ‘Piiia. 6, ra. 
Write or PHONE - MA 7-1666 


| WE PAY CASH 
| 








MORRIS BAYROFF 
formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 











Moore Joins Confettis Unit 


St. Lours—Jim Moore has joined the 
Confettis of Brauer Brothers 
Shoe Company Midwest salesman 
covering the states of Indiana, Michi- 
gan, Ohio, West Virginia, Kentucky 
and western Pennsylvania. 

Mr. Moore previously 
another shoe company in this territory. 
Prior to traveling, he was manager of 
the women’s Florsheim Shoe Store in 
Chicago and also operated two high- 
fashion women’s shoe salons. 


division 


as 


represented 
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WANTED TO PURCHASE 


\ 
WANTED TO PURCHASE 


WANTED TO PURCHASE 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 
132 No. 4th S#. Phila. 6, Pa. 
Phone: LO 3-9533 








WE BUY CLOSE OUTS SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE $F. aw youn 7, N.Y. 











Topic of the Day 
WHO CAN 
BEAT IKE... 


WHO CAN BEAT 
UNCLE LOUIS’ 
jo 


For the answer—phone or write 


LOUIS CAMITTA & SON 
91 READE ST., NEW YORK, N. Y. 











RALPH VOGEL 
CASH 
10? PRICES 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ac- 
tien . . . quality men’s, 
women’s and children’s shoes. 


ine a FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington St. lLovis 3, Mo 


“BARIS BUYS for CASH!” 


Quick decision on your offers of discontinued and 


THE WATION'S FinasT 
CANCELLATION SHOES 


* 


79-81 Reade St. - 


surplus men's, women's and children's shoes. 
Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


New York 7, N.Y. + Tel: 


WOrth 2-5180 


MEETING 


V Quality Shoes \ Complete Stores 
J CLOSEOUTS OR SURPLUS 


from Mfgr. or Retailer 
Any Quantity ... Any Time! 


1 eGe@ 8610 bese Oeit b Bitews 


For Quick Action, 
Write, Wire or Phone 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


I WANT WOMEN’S HIGH TO 


1086 RBSCSSi 8!) 8es Bese 


SHOES Flat Heel; Large, wide sizes 
BEBE SCHWARTZ, 1419 Grand Avenue, Kar 
Missouri 


as City, 





MERCHANTS’ NEEDS 








PRICE TICKETS 
— Swivel Clips — 
“DAYGLO” BANNERS 


Unit Controls -- Sales Slips 
"Special Orders’’ Book 


MERCHANTS’ SERVICE 


209 So. State St., Chicago 4 





Bat 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y 
RECTOR 2-4170-4171 


GIVE-A-WAY TOYS 
AT GIVE-A-WAY PRICES 


Want additional business? Order today: As 

sorted toys #!I—5 Gr ~ —Ht2—4 Gr. 

#33 Gr. %—#+- Gr. WA~ -postpaid. 
Piain Balloons, , colors 
#315 Airship $1.75; $12.25 p/i000 


BOWA-FIDE NOVELTIES 160 FIFTH AVE., NYC 














WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN’S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 





HEMPSTEAD SHOE CO., 
Max L. Meltzer, Pres. 





INC., 269 FULTON AVE., HEMPSTEAD, L. |., N. Y. 


Ivanhoe 1-9830 


| ad clippings is the 














YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 





95 Reade St., New York 13, N. Y. 


COrtiandt 7-6378-9 


Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks © Closeouts @ Complete Stocks @© Your Name and Brand Protected 


V ADVERTISING 
cen a Clippings 


here's how to get 
) P 
More Business! 
HE V ent Edwards Idea Clipping 
Service has over 2000 satisfied users 
Each order filled according to what 
you want; wholesalers usually request best 
retail ads isually want ads 
of competitive brands 
You will find that a study of newspaper 


quickest and least ex 
touch with what's 


manufacturers 


pensive way to keep in 
going on 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course 
See eee 


VINCENT EDWARDS & CO. 


World's Lergen? Advertising Service 
Irganization 


342 Madison Ave., New York City 


Please tell me more abo 
paper ad clipping service and special short 
term trial offer 


ut your news 


City 
Name 


Company 
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Wolverine to Run Largest 
Work Shoe Ad in Life 


Rockrorp, MICH. Wolverine Shoe 
and Tanning Corporation will run the 
largest work ad ever to appear 
in Life magazine, May 21, as part of 
an expanded Spring advertising cam- 
paign, according to J. T. Hart, the 
company’s advertising manager. 


shoe 


used 
May 
page 


In past years Wolverine has 
fractional peges in Life, but the 
21 issue will mark the first full 
effort. 

Featuring 10 different styles of shell 
horsehide and pigskin shoes and boots, 
the black-and-white page points up 
Wolverine’s 30-day wear test with a 
money-back guerantee. 

Wolverine’s first tannery was started 
in Ann Arbor, Mich., and for the past 
54 years the company has been head- 


quartered in Rockford, Mich. Other 
Wolverine manufacturing plants in 
Michigan are at Big Rapids, Ithaca. 
Reed City, Greenville, and Howard 
City. 


The Wolverine triple-tanning process 
s back to 1914. Boots and shoes of 
introduced in 1953. 


date 
pigskin were 
sports and trade publications 
will also be used this Spring to push 
the company’s 30-day-wear test. Ads 
were prepared by Ruthrauff & Ryan, 
Inc., Chicago, Wolverine’s agency for 
the 31 years. 


Farm, 


past 


Detmer — Smith Shoe 


CHIcAGO — Howard F. Detmer has 
been elected president of the J. P., 
Smith Shoe Company, it was an- 


nounced here. He replaces Walter G. 
Smith, who was named chairman. 

The company manufactures British 
Walkers, Hanan, Smith Synchro-Flex 
and Cole-Haan shoes. 


I. Miller Appoints Grace Hill 


To Handle Fashion, Promotion 





Grace Hill, who has just been appointed 

director of fashion and promotion and 

publicity for |. Miller and Sons, Inc., of 

New York. Miss Hill was formerly asso- 

ciated with Bonwit Teller as director of 

shoe promotion. She was also associate 
editor of Vogue. 


Proctor Counter Company 
Names Ford Sales Manager 

NEW YorRK 
named 


Ford has been 
sales manager for the Proctor 
Counter Company. He formerly was 
vice president in charge of sales for 
Parva Buckle Comrany, Mount Car- 
mel, Conn., and his association with 
that firm as a director will continue. 


Stanley 


Mr. Ford also was acting in a sales 
consulting capacity for The 
Counter Company prior to his appoint- 
manager. He will take 
immediate fu- 


Proctor 
ment as sales 
up his new duties in the 
ture. Frank E. Proctor, has 
been acting as manager of the 
firm, and Mr. Ford’s appointment will 
him to devote more of his time 
responsibilities. 


president, 


sales 


enable 


to other executive 


The Proctor Counter Company, 
which manufactures counters, out 
soles, halter braces and laminated 
leather heel covers, will continue as 


Midwestern sales agency for Parva. 


Wohl to Run Big Ad Schedule 


The Woh! Shoe Company, 
is preparing the largest 
of narertang in its his- 
separate adver- 
to run in a wide 
and movie 
is handled by 
York. 


St. Louis 
here, said it 
Fall schedule 
tory, consisting of 23 
tisements, all in ot 
variety of fashion, service, 
magazines. The account 
Sterling Advertising, New 












hea{ricals 


ERNE 


Pleated Toe 


NO SERVICE 
CHARGES ON 
SMALL ORDERS 


BERNED SHOE CO. 


DISTRIBUTORS a 


207 ESSEX ST., BOSTON 11, MASS. 


MANUFACTURERS * 





ff Sop 


IN STOCK 


Immediate Delivery 
Made of finest quality garment =| 
leathers that mold to your foot 
like a second skin, Hand-lasted 
and fully lined, 
black, white 
leathers and dyeable white 
satin. 212 sizes in stock, 
net f.0.b. Boston 


FIRST CHOICE 


FOR THE BIG WITH 
RECITAL SEASON = gop _peTaiLers 
AND 


REAL BOYS 





= 


Twa aut 8078 Action 


GERBERICH-PAYNE pol co. 


MOUNT JOY 


PENNSYLVANIA 












Available in | 


red, pink, blue 





30¢ 


Fair-Traded 
East of the 
Mississippi 


$] 90 








sani- white 





Hoiiywood Shee Polish, Inc., Richmond Hill 19, N. Y. 


HOLLYWOOD 








SELLING PREMIUM WHITE 
SHOE CLEANER IN THE NATION! 






Will Appear Every 
Week in 1956 in 


LIFE 


Also advertised in 












This Week, Mecail’s, 
Baby Care and others. 
_—— and Loce!l 
o> fe. Coast. 
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INDEX TO ADVERTISERS 





Acme Boot Co. nies 
Alexander Rubber Co. 

Allied Kid Co. 

Altschul, Julius, Co ; % 
American Biltrite Rubber Co. 
American Cancer Society 
American Girl Shoe Co. 
American Juniors Shoe Co. 
Andrews-Alderfer Co 

Arronson, Geo. J., Associates 


B. & R. Shoe Co 

Bain, Inc. 

3aris Shoe Co. 

Barrett & Co., In 

Barsh & Co ; 

Bata Shoe Co., Inc 
seckwith-Arden Co 
Berned Shoe Co. 

Blum Shoe Mfg. Co 

Boy Scout Shoes . sie 
Brezner, Div. of Allied Kid 
Broitman-Gaffin Shoe Co. 
Burns-Cuboid Co 


Cambridge Rubber Co. 
Camitta, Louis, Shoe Co 
Camitta, Sam 

Camitta Shoe Co. 

Cavalier Co ee 
Chairmasters, Inc. 
Chatila, A., & Co ¥ 
Chesbrough, G. W., Co. .. 
Chris Laganas Shoe Co. 
Colonial Tanning Co. 
Converse Rubber Co 
Curtis-Stephens-Embry Co., 


D. & K. Co gin wae says «s 

Dickerson, Walker T., Co ; 106 
Douglas Shoe Co. Vdeveveces ooa0 CE 
Du Pont, E. 1, deNemours & Co., Inc. 98 


Eddy Shoe Co. 
Edwards, J., & Co, 
Elastic Loop Corp. 
Endicott-Johnson Co, 


Farber, L., Co 

Field & Flint Co 
Florsheim Shoe Co, 
Foot-So-Port Shoes rr 
Friedman-Shelby Shoe Co. 


Gardiner Shoe Co 

Gerberich-Payne Shoe Co 

Gilbert Shoe Co. 

Goding Boots, Inc. .. 

Goodrich, B. F., & Co. .. - 

Goodyear Tire & Rubber Co. 

Green Shoe Mfg. Co. sees. + Back Cover 


Hamel, L. H., Co 114 
Hannahson's Shoe Co. .. cates eee See 
Hempstead Shoe Co. éyacdow coe B61 
Herbst Shoe Mfg. Co. sd0cek oe 
Hess, Harry .. irs oe a : 131 
Heydays Shoes, Inc. ; jesse OO 
Hollywood Products, Inc. shee bk 
Hollywood Shoe Polish . nee 32 
Huber Slipper Co caren » 398 
Hubschman, E., & Sons, Inc. ...... 31 
Hussco Shoe Co. ........++...38nd Cover 
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Iselin, Wm., & Co 


Jarman Shoe Co 
Justin Boot Co 


Keith, Geo. E., Co 
Kid Leather Guild 
Kings Footwear, Inc. 


La Mendola Footwear 
Landenberger, J. W., Co 
Lawrence, A. C., Co 
Levor, G., & Co. . 

Lion Sandals, Inc 3 
Little Yankee Shoemakers 
Long Arm 


Markell Shoe Co., Inc. 
Miller, O. A., Co pat 
Monarch Marking System 
Morris Bayroff 
Mosinger-Cohn 


Nocona Boot Co 
Nunn-Bush Shoe 


Ohio Leather Co 


Peek-A-Boot Co. 
Phyllis Shoe Co 
Pierce, C. S., Co. 
Puerto Rico, Commonwealth of 


Queen Quality Shoes 
Quinn & Delbert Mfg. Co 


Red Goose Shoes Front Cover 
Rochester Shoe Tree Co 90 
Romito Donnelly Co 121 
Ross, A. H., & Sons, Inc 110 
Rueping, Fred, Leather Co 24 


Sabin, B 
Scholl Mfg. Co ; 
Sherman Bros. Mfg. Co 


Textileather Div. of Gen. Tire & Rub 

ber Co. a ‘ 10 
Tingley Rubber Corp ; 96 
Trimfoot Co. ... 68 
Tyer Rubber Co, 


United Shoe Machinery Corp. : 
Celastic seeove ° 
Duralene 
Specialized Machines 
United Shanks 


Vaisey-Bristol Shoe Co., Ine 
Virginia Oak Tannery Sales Corp. .84, 
Virginia Shoe Co. ... | 


Weil, M. K., Shoe Co. 126, 131 
Wellco Shoe Co. .. - 115 
Wolf Brothers Co 18 
Wolverine Shoe Co. 44, 45 
Worcester Shoe Co. . ; 125 
Wright, E. T., & Co., Ine. 66, 67 








They buy with 
these boots on... 


GODING 
BOOTS 








"Wellington" 


Slip a pair of smartly styled 
Goding “Wellingtons” on the 
cyclist, military man, or stu- 


dent and the boot sells 


itself. Goding “Wellingtons” 
are built to the exacting spe- 
cifications of the Australian 
aviators who originated them, 
attention to 


with careful 


every glamorous detail 


In all sizes for both men and 
boys, of famous Goodyear 


Welt 


“Wellingtons” offer your cus- 


Construction, Goding 


tomers more style and more 


wear for less money with 


a full mark-up for you. 


Write today for free 
full-color catalog of the 
entire Goding Line 


* 


GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 














Specialized Equipment 
Requires Specialized Service 


United service men are specialists. They know United machines. It is a safe bet 
a that they have run into problems like yours before many times. 

They have learned the best and quickest way to solve them. They use costly tools 
designed for specific repairs or adjustments. They are continually learning from 
their own experiences and those of the other United specialists servicing similar 
machines in other factories. They get a steady flow of information from United’s 
Boston office and Beverly factory. 

United has over 60 service centers in the shoemaking areas of the country. This 
means you can have United specia!sts in a hurry when you need them and you 

only pay for what you use. 


SERVICE United is the best buy in service. 


UC UNITED SHOE MACHINERY CORPORATION 


140 Federal Street + Boston, Massachusetts 
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FIRST IN QUALITY! 


‘J ae to $24.95 
SOME HIGHER 
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The First Month’s Wear 18 


a Lifetume Discovery ! 
1 and look well..- 


fits the mobile 
Shoes are 


It is easy 10 fashion 4 ghoe to fit wel 
at the fitting stool. But \nkle-Fashioning 
foot and keeps it looking smart. Only Nunn-Bush 
Ankle-Fashioned. Only Ankle-Fashionit 

gentle Nunn-Bush snugne _ and su} 


gh added satisfying Nunn-Bush m 


: ; pA N unn Bus l shoe are nade to j 5 y 
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Also makers of Edgerton Sh 








SO MANY DOCTORS 


RECOMMEND FIRSTIES, 
YOU CAN'T AFFORD NOT TO 
PROMOTE THEM... NOT 
TO HAVE THEM ALWAYS IN 
BALANCED SIZES AND WIDTHS, 
NOT TO FIT THEM CAREFULLY 
_.. NOT=TO LOOK AHEAD 
TO THE MANY, MANY ‘PAIRS 
THEY REPRESENT 
DURING THE MANY, MANY 


YEARS TO COME. 
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* apr 


Remember, they can 


be every bit as ss 
ymportant to you, too! 





%, 7 





Pad 














